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Sparks 


Go easy on the turkey. 
* + 


Things certain: Death, taxes, and 
more taxes. 


In the Big Tent 
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Car Price Control Held Unlikely 


We always thought the winter | » ne 


quarters of the big three-ring cir- 
| cus were in Florida, until we read 
about the clowning of some of these 
probing committees in Washington. 
They are the headhunters who 
will do anything for a headline. 
* ES a 


Good News 

Michigan auto workers hunting 
their buck quota starting Nov. 15 
are not hurting output “deerly,” 
production totals for last week in- 
dicate. 

This is contrary to some predic- 
tions. 


ok ok 

You and Me? 
“A high-grade moron makes the 
best auto driver,” says James Stan- 
nard Baker, research director of 


* 


Sawyer to Address 


100 Millionth Fete 

Secretary of Commerce Charics 
Sawyer and Charles F. Kettering 
will be featured speakers at a 
formal banquet, to be held Dec. 9 
in Detroit’s Book-Cadillac, com- 
memorating production of the 
100,000,000th vehicle. 

It is being held under auspices 
of the AMA. 


LS 
Northwestern University Traffic In- 
stitute, because he is willing to 
learn and less subject to day dreams 
that could plague a smarter fellow 
— with the mechanics of driv- 
ng. 

J. R. Crossley, vice-president of 
the Automobile Club of New York, 
takes the opposite view and stresses 
certain standards of mental, physi- 
cal and emotional soundness needed 
to make good drivers. 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


112,557 lif 
ma. le. ne 
Week 


Week Week 


For complete production totals 
by makes, see table, page 51. 


108,751 





1949 Buick Bows 
With New Styling, 


100 Improvements 


LINT.—Boasting the postwar 
look and over 100 mechanical 
improvements, the new 1949 Buick 


will go on dealership display the |. 


day after Thanksgiving. 

It is expected that higher prices 
will be announced this week on the 
division’s mew Roadmaster and 
Super models, production of which 
started Nov. 1. 

Among the features of the °49 
Buicks are flowing fender lines; 
a lower, wide grille; curved wind- 
shield and rear window, and func- 
tional chrome-ringed “venti-ports” 
on the front fenders for identi- 
fication and cooling purposes. 
Dynafiow will be standard on the 
Roadmaster, optional on the 
Super. 

Wheelbases and overall lengths of 
the Roadmaster and Super lines 
have been reduced three inches to 
facilitate parking and storage. Not- 
withstanding this, Buick says, there 
is more room for passengers and 
luggage. 

* 


+ 
UICK IS the second General Mo- 
tors division to announce its 
(Continued on Page 10, Col. 1) 


Davis Offers F actory View 
On Path for Dealers 


ICHMOND, Va.—A program he 
believes would improve individ- 
ual dealer-factory relations was set 
forth last week by J. R. Davis, vice- 
president of Ford sales and adver- 
tising, who called for a “new model 
distribution system” to meet post- 
war selling conditions. 

Davis addressed the annual con- 
vention of the Automotive Trade 
Assn. of Virginia here. Over 700 
dealers attended. 

In making a number of recom- 
mendations on dealer-factory re- 


lations, the Ford executive coun- 
seled against the use of dealer 
trade associations to “supplant” 
the factory-dealer tie. 

He declared, however, that dealer 
associations should strive “for bet- 
ter understanding and appreciation 
of mutual responsibilities between 
the factory and dealer,” as well as 
for less restrictive taxes, less gov- 
ernment control of free enterprise 
and better highways. | 

+ 


Tee association adopted a reso- 
lution taking issue with the 
findings of the Macy committee. 
The resolution stated the conditions 
reported to the committee are “not 
nationwide nor existent” in Vir- 
(Continued on Page 50, Col, 1) 


BUICK REDESIGNS FOR ‘'49—Here is the postwar-styl 

fenders, functional chrome-ring fender ' 
one-piece wrap-around bumpers. Overall length Ot the 1949 Buic’ 
facilitate parking and storage. More than 100 mocnenes improvem ents are listed. Dy: 
and optional on Supers, Dealer display starts Nov. 26. 





‘venti-ports’’ for coolin 


Tf Industry ‘Cleans Own House 


(Action by Makers 


Is Macy Goal 


ied Super series sedanette in Buick's new line. Among the features are full- 
and identification purposes, curved windshield and rear window 
Super and Roadmaster models has been reduced three inches to 
naflow drive is standard equipment on Roadmasters 
A redesigned Special series will be announced later, according to Buick. 


Production Up Slightly 


112,557 Units Are Assembled in Week; 
GM Only One of Big 3 to Gain 


By Bernie Thomas 
Associate Editor 

RODUCTION of cars and trucks 
in this country last week hit an 
estimated 112,557 units, only slightly 
higher than the 111,705 built the 
week before, according to AuToMo- 
tive News. 

The after effects of a strike at 
Chrysler Corp., plus model change- 
over activity in three General 
Motors plants, prevented a more 
appreciable output hike through- 
out the industry. 

U.S. plants built 87,331 cars last 
week, compared with 86,174 shown 
in revised compilations for the pre- 
vious week. Truck assemblies de- 
clined, however, dropping to 25,226 
from 25,531 the week before. 

Although Chrysler divisions man- 
aged to sustain passenger car out- 


Top Cars 
New car registrations for nine 
months, plus 15 states for Oc- 
tober: 

1948 Pos. 
1—543,269 
2—325,622 
3—259,725 
4—193,192 
5—176,591 
6—163,499 
I—140,933 
8—110,867 
9— 99,853 
10— 90,095 

1l— 87,519 
12— 82,924 
13— 81,097 
14— 62,335 
15— 60,033 

16— 49,198 
17— 46,007 
18— 21,776 
19— 21,746 

20— 16,396 

21— 17,449 

22— 1,922 

23— 58 Playboy 

24 2 Tucker 

Total All Makes 
2,647,250 2,385,473 
For further details see page 26, 
today’s issue. 


1947 Pos. 
486,039— 1 
394,082— 2 
240,867— 3 
183,549— 4 
156,461— 6 
158,760— 5 
138,371— 7 

75,317—11 
77,480— 9 
35,349—15 
80,116— 8 
715,993—10 
70,893—12 
54,927—13 
*34,838—16 
33,692—17 
40,633—14 
17,908—19 
11,977—20 
17,978—18 


Make 
Chev. 
Ford 
Plym, 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Mercury 
Kaiser 
Nash 
Hudson 
Chrysler 
DeSoto 
Packard 


Anglia-Prefect 


put at virtually an unchanged level, 
Ford plants ran into material diffi- 
culties and registered a decline 
from the previous week’s effort. 

* * + 


[Betts THE model changeover 
activity in many of its assembly 
plants around the nation, only GM 
of the Big Three was able to regis- 
ter a production increase, building 
an estimated 30,045 cars last week, 
compared with 28,409 the week be- 
fore. 
There was every evidence that 
GM divisions were edging toward 
(Continued on Page 47, Col. 1) 


Ford Says Car Prices 


Are Going Up Again 

PHILAD HIA, — Automo- 
bile prices are going up again, 
Henry Ford II, president of 
Ford Motor, predicted here last 
week after saying that another 
round of pay increases is inevi- 
table. 

Here to inspect Ford’s Chester 
plant, Ford added that price 
control is not the answer; for, 
he said, it would ruin the 
economy. To a question about 
the Macy committee, Ford said 
that “we have fired 23 dealers 
for black-market activity. We’ll 
fire more if we catch them.” 


Profiteering Charged 
To 2 D. C. Dealers on 
Trades, Accessories 


By William Ullman 
Washington Correspondent 
YY ASHINGTON. — Provided the 
industry “cleans its own house,” 
there is little prospect -of Congress 
enacting auto price controls, it was 
indicated here last week following 
a two-day House subcommittee 
hearing on alleged sales misdeeds 
of car dealers in this area. 

When the hearings recessed in- 
definitely late Tuesday, Chairman 
Macy, New York Republican, de- 
clared he believed the hearings 
had produced a salutary effect, 
but warned that the committee 
is ready “to present other types 
of (Gcalenagehtontian operations 
as the time and the facilities of 
the committee permit.” The com- 
mittee, it is understood, lacks 
funds ‘at a 


present. < 
Macy said: “I believe Tit ‘would 


be deplorable if the greed and 
avarice of a few dealers, “and the 
lack of an effective program on the 
part of the manufacturers, should 
catapult an entire basic industry of 
the country into thorough disre- 
pute, and even the possibility of 
controls.” 
. + . 

THe two days were packed with 

sometimes dramatic—more often 
comical—testimony concerning, in 
the main, the trade practices of 
two Washington retail automobile 
firms. These were the Kearney 
Oldsmobile Co. and the New York 
Avenue Motors Co. a Hudson 
dealer. 

Throughout the two days, the 
spacious committee hearing room 
was jammed with. spectators, in- 
cluding observers-for NADA, the 
Washington Automotive Trade 
Assn., and various automobile mak- 
ers. 

The two companies, whose 
dealers were under fire, were 
represented by H. F. Banks, as- 
sistant general sales manager of 

(Continued on Page 6, Col, 1) 
. * oe 


Macy Probe Assailed 
At Ohio Dealer Parley 


By Sanford Markey 
Staff Correspondent 
(CUBVELAND. — Delegates to the 
15th annual convention of the 
Ohio Automobile Dealers Assn. 
spiced their two-day session last 
week with liberal swipes at the 
(Continued on Page 46, Col, 1) 


Makers’ Role in:F. inancing 
Called Still Uncertain 


EGAL uncertainties clouded 
Ford and Chrysler financing 
plans last week in the wake of the 
U. S. Supreme court decision os- 
tensibly letting Ford reorganize a 
company-affiliated time-sales setup. 
Much. of the indecision, Chrysler 
and Ford spokesmen said, is due 
to the fact that the court still has 
not ruled on the 10-year-old test 
case involving General Motors and 
General Motors Acceptance. 
Asked about his company’s plans 


in a Philadelphia press conference 
last week, Henry Ford IT said, “We 
don’t plan to (reenter finance field) 
unless competition forces us to.” 
Arthur O. Dietz, president of Uni- 
versal C.1.T., said removal of the 
consent decree would allow his con- 
cern “more effectively to present to 
Ford dealers the merits of our 
finance services,” . Dietz stressed, 
however, that dealers and time buy- 
(Continued on Page 50, Col. 4) 
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Dealers See Slight Further Drop; Still Confident... 
Used-Car Market Held Basically Strong 


By Bob Finlay 
Managing Editor 


ens the used-car market 
is still strong and dealers can 
make money in it even though it 
continues to decline slightly in the 
months before spring. 

This was emphasized in a 
check by Automotive News with 
leading used-car dealers across 
the country. The check was 
made after complaints from 
some quarters that Automotive 
News’ roundup of Nov. 15 gave 
the impression that the market 
was worse than the facts justified. 

In general, veteran dealers con- 
firmed Automotive News’ report of 
declining prices, but stressed their 
belief in the basic strength of the 
market. 

* + + 

ARL MARKER, of Fort Wayne, 

Ind., president of the Nationa) 
Used Car Dealers Assn., asserted 
that there is nothing wrong with 
the market that a hard-working 
retail operation can’t overcome. 

In other words, Marker said, « 
tighter market is turning the 
business back to the real used- 
car dealers who know how to go 
out and look for customers in- 
stead of sitting and waiting for 
the customers to come to the 
lots. 

The dealers who know how to 
buy right and then sell are going 
to come out ahead, Marker as- 
serted. a i yn 


ARTY BARRAR, a veteran De- 
troit dealer, asserted that deal- 
ers can operate profitably in this 
market if they buy to sell, not 


Pa. Steel Plant 
Bought by K-F 


« * * 
6.Million 
tare 
ch.—Edgar F. 
; ager of the 
rp., announced last 
ps las entered into a 
ontract “with Phoenix-Apollo Steel 
Co. to purchase the assets of its 
Phoenixville (Pa.) plant. This con- 
tract will become effective Dec. 31. 


Kaiser estimated the purchase 
price, including inventories, im- 
provements and Phoenix Bridge 
Corp., to be in excess of $3,600,000. 


The purchase of the Phoenixville 
plant will enable K-F to turn a 
substantial portion of its pig iron 
supply into semi-finished products 
for automotive use, and will elimi- 
nate much of the present costly 
bartering which they have been 
forced to do, Kaiser said. 

The physical assets of the 268- 
acre property include six open 
hearth furnaces, a blooming mill, 
two finishing mills and a structural] 
steel mill. The present monthly 
output of the plant is about 26,000 
tons of finished and semi-finished 
steel products. 

Present plans call for the forming 
of a new corporation to operate the 
facilities, with the present manage- 

t retaining supervision. David 
Thompson, president of Phoenix- 
Apollo Steel Co., will head the new 
corporation. Phoenix Bridge Corp. 
will continue to operate as it has in 
the past under the direction of 
Clyde MacCornack, vice-president 
and general manager. 
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buy to hold cars for a rise. Barrar 
expects the market to drop a little 
more before turning. 


Ray Williams, of Flint, reported 
October to be one of his best 
months because he had his men 
out working. 

Objections to Automotive News 
story of Nov. 15 were based 
mainly on the use of the ex- 
tremes in the decline—10 to 40 
percent. Jack Moss, a leading 
dealer of Oklahoma City, ob- 
jected strenuously to the 40 per- 
cent report (which came only 
from one area, although other 
areas reported declines of 25 to 
35 percent in prices.) 

It is conceded that these ex- 
tremes no doubt referred to the 
coldest merchandise, like convert- 
ibles and station wagons. However, 
most of the retorts referred to 
price declines of 10 to 15 percent, 
and these were largely supported 
by the new check of leading 
dealers. 

* * * 
PART of the decline is admittedly 
seasonal. Cold weather is here, 
the ’48s are running out and the 
49s are coming in. 

However, many dealers assert 

that the decline is more than 


Higher Firm Tex 
Seen to Meet 


Defense Cost 


DETROIT.—The peace and bud- 
getary problems are the two out- 
standing ones among “The Great 
Problems Facing the Next Admin- 
istration,” James B. Reston, diplo- 
matic correspondent of the Wash- 
ington bureau of the New York 
Times, told the Economic Club of 
Detroit last week. 

Leading to the effects on busi- 
ness since “we have gotten to the 
point where we must maintain 
peace,” he pointed out that of 
three alternatives, deficit financ- 
ing, cutting the scope of the 
European recovery and military 
programs and raising taxes, the 
latter is likely to be used. And, 
“a corporate profits tax” will 
probably be the answer,” he said. 

Tied in with these and other 
problems confronting the Truman 
administration is the need of an 
“effective team to run the adminis- 
tration. This has been a major 
problem ever since the President 
came to the White House,” he said. 

The former Pulitzer Prize winner 
and one-time sports writer indi- 
cated that he did not believe that 
as a result of the election upset the 
nation is in for a great change. 

—Georce Deery 


Detroit Dealers 
Parley Dec. 14 


DETROIT.— The Detroit Auto 
Dealers Assn. announces that its 
annual meeting will be held on 
the evening of Dec. 14 in the grand 
ballroom of the Statler hotel. 

A business meeting for the mem- 
bership has been scheduled for 4 
p.m., to be followed by a cocktail 
hour, a steak dinner and a show. 

The new DADA directorate for 
the ensuing year will be introduced 
at the meeting. 





by the Rapid 
an active part 


* 
ed 











labor cost rises. 
substantially hoisted in all cases 










seasonal, and most blame Regu- 
lation W. 

Here are some of the reports 
from dealers recognized by dealer 


associations: 
* * 


ea 
Louis E. Baker, Providence, R. L 
—Average price trend of used cars 
in last six weeks off 10 to 15 per- 
cent on prewar models and about 
15 to 20 percent on postwar mod- 
els. Seems to be holding there. 
Volume has been off about one- 
third. Since election, volume has 
increased a little with the new 
prices. 


* + + 

Dok FARRANT, Grand Rapids, 

Mich.— Market slumped bad 
starting Sept. 1. October was bad, 
although there was a slight pickup 
at the end of the month. Prices 
are still going down. Postwar cars 
were hit first, and now prewars 
are slumping, too. Decline is more 
than seasonal. Regulation W has 
hurt trade. But I look for no 
drastic drop, no collapse of the 
market. 


+o * + 

Al Barnett, Fresno, Calif.—Gen- 
eral trend used cars in the past 
six weeks estimated at 15 percent 
drop on postwar models, 10 per- 
cent drop prewar models. Volume 
of sales down approximately 35 
percent. General opinion seems 
to be Regulation W causing loss, 
particularly on postwar models. 
We need 24 months on postwar 


cars. 
* 


* + 
Dick Wiley, Fort Worth, Tex.— 
Price trend down. Clean prewars 
are holding firm but overall picture 
is about 15 percent down because 


some dealers are now accepting un- 
(See USED CARS, Page 46, Col, 4) 





Jig Work for Davis Car 


Held 60% Complete 

VAN NUYS, Calif—Davis Mo- 
tors is reported to have com- 
pleted 60 percent of the produc- 
tion jigs for its three-wheeled 
car, which it hopes to start build- 
ing in limited quantities in late 
January. 





UAW Maps New Wage Drive; 








NASH ROAD-SERVICE TRUCK—Nash Motors is now manufacturing, in limited quantity, 


road-service trucks for exclusive use by Nash dealers. None of the 
domestic sales, according to H. C. Doss, vice-president 


chassis will be available for U. S. 
in charge of sales. 


new wreckers or truck 


Nash postwar plans for entering the U. S. truck market have been 


“indefinitely postponed" because large scale truck production would divert steel needed 
for Nash cars. The new service truck is equipped with a wrecker power crane mounted on 


a heavy welded steel body. 


lt has ample space for booster battery, tool boxes, safety-first 


kit, fire extinguishers, jacks, radio telephone es and spare parts. Shown looking over 


the first model produced are (left to right) 
Doss, and W. A. Cook, service manager. 


G. Sease, assistant general sales manager; 


Tucker Dealers Organize; 
Morley Quits as Director 


CHICAGO.—Following the resig- 
nation of Herbert Morley as vice- 
president and director, a spokes- 
man for Tucker Corp. said the ac- 
tion came “as no surprise.” 

Preston Tucker, president, was in 
New York. The spokesman added 
the company is active in the phase 
of securing new names in the 
financing picture. 

Morley, in his letter of resigna- 
tion after association with the cor- 
poration for two years, claimed that 
Tucker exercises “dominating influ- 
ence” in the company and has re- 
cently withheld from directors in- 
formation regarding the financial 
status of the firm. 

Morley denied allegations that 
materials shortages exist at the 
Tucker plant here. He has been in 
charge of materials procurement. 

The resignation, the sixth such 
action by a Tucker board member 
in the last year, reduced the num- 
ber on the board of directors to 
seven. 


Quarterly Raise Due at GM 


By Mac Gordon 
Associate Editor 
JrOURTH-ROUND wage increases, 
which would probably force 
higher car prices, will be sought 
next year from all auto makers ex- 
cept General Motors. 

This was learned in UAW-CIO 
quarters last week as top union offi- 
cials prepared to depart for the 
national CIO convention in Port- 
land, Ore., where a general policy 
on new wage demands is to be for- 
mulated. 

General Motors and the UAW, 
it was pointed out, are bound to 
an automatic wage formula 
geared to the cost of living. 
Adopted last spring, this formula 
does not expire until 1950. 

The second quarterly raise for 
GM workers under the formula is 
expected to be announced this week, 
following issuance of the Nov, 15 
report of the government’s con- 


sumer price index, on which GM ’ 


wage fluctuations are based. 
+ + o 


O FAR THIS YEAR, GM work- 

ers have gained 14 cents in 
hourly wage increases—11 cents 
when the cost-of-living plan went 
into effect June 1 and three cents 
in the first quarterly adjustment 
Sept. 1. 

Flat raises of 13 cents hourly 


were granted this year to Chrysler | | 


employes, settling a three-week 
strike at that corporation. UAW 
members at Ford and the indepen- 
dents won similar increases. 

The coming Dec. 1 raise for GM 
workers is unlikely to exceed two 
cents, since economists report 
that the cost of living has leveled 
off somewhat since the summer 
spurt in prices. 

Few observers doubt that the 
auto makers can hold their price 
lines in the event of fourth-round 
Car prices were 


wing the third UAW round, as 





they were after the first and second 
rounds. 

The Chrysler and Ford wage 
agreements do not expire until late 
spring, however, and by that time 
consumer price developments may 
induce UAW leaders to settle for 
pay raises lower than those gained 
in previous wage drives. 


Cleveland Dealers Add 


$40,000 to Sloan Fund 

CLEVELAND. — General Mo- 
tors dealers have raised $40,000 
for the Sloan cancer fund, the 
local committee reported last 
week, 

The committee which directed 
the raising of funds is composed 
of six dealers: J. W. Barber, 
chairman; James Berry, M. B. 
Bittinger, George L. Dorner, C. 
J. Harmon and W. J. Michael. 








BUFFALO.—Claiming representa- 
tion of about 1,200 Tucker dealers 
and distributors throughout the na- 
tion, an association has been formed 
“for the protection and maintenance 
of the Tucker Corp.,” George R. Mc- 
Kinney, chairman of the group, said 
here last week. 


McKinney, Tucker distributor for 
western New York and northwest- 
ern Pennsylvania, declared the as- 
sociation was formed because “we 
want to see Tucker cars built. We 
want to aid the Tucker Corp. in 
manufacturing and producing cars 
so that we can sell them to the 
American public.” 


He said that Tucker dealers and 
distributors have contributed “about 
$7,000,000” to the parent firm and 
“that if sales and service facilities, 
which have been established, were 
figured, the amount would be close 
to $15,000,000.” 


Greiner Reports 
No ‘Valid’ Sign 
Of Market Ebb 


DETROIT. — Karl M. Greiner, 
Packard vice-president and general 
sales manager, says he found “no 
valid evidence of softening in new- 
car demand” during a 6,000-mile 
trip across the country. 

The only reports he heard to the 
contrary, the Packard executive em- 
phasized, indicated that “lack of 
good sales follow-through could be 
responsible for any misinterpreta- 
tion of the great demand for cars.” 

Meanwhile, Greiner pointed out, 
the dealers are expressing their 
high confidence in the future by 
putting up new buildings or mod- 
ernizing and expanding present fa- 
cilities as a first step in preparation 
for “the kind of competition this 
industry has always known.” 

He said that Packard dealers are 
now better equipped in sales and 
service facilities than ever before in 
the company’s 49-year history, and 
pointed to increases in both net 
worth and working capital reported 
by all Packard dealers as of last 
Sept. 30. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





INDIANAPOLIS DEALERS ACT ON MECHANIC SHORTAGE—Cooperation between the 
Arsenal Technical high school in that city and the Indianapolis Automobile Trade Assn. on 


@ training program for my mechanics who 
tions has been announce 


can be channeled into dealer service posi- 


by the association's board. Officers of the association are, seated 


(left to right): Paul A. Kuhn, president; Mort Martin, vice-president; Clifford J. Hart, secre- 


rig 
Paul C, Mason. 


tary: Col. Harold D. Johnson, treasurer, and Thomas E. Hanika, manager. Standing (left to 
t) are directors O, A, Chillson, George M, 


Hoster, Sam Abels, James H. Taylor and 

















(The opinions 


I this year dealers are giving away 
cars to be raffled off to the public 
by some organization. Sometimes 
the car is not given outright, but 
sold at a discount. It seems to me 
that this is a big mistake. It is a 
mistake even under the condition 
when there are plenty of cars. lt 
is particularly harmful during car 
shortage. 

I am not questioning the worthy 
cause the dealer might support by 
his generosity. If he believes in 
the cause, a better result would 
be obtained, both for himself and 
for the organization he wants to 
support, to give money rather than 
a car. 


Just now when a dealer gives a 
car for a raffle, what do the many 
customers on his list, who need 
cars so critically, think? Don’t 
they feel that the dealer is giv- 
ing away their car rather than 
his own? 

Dealers sometimes forget that 
there are two kinds of advertising 
—good and bad. To give away a 
car might result in receiving a lot 
of free advertising. It gets the 
dealer, however, on lists of other 
charities. If he doesn’t treat them 

all alike with reference to giving 
away cars, he is in trouble. He 
doesn’t know where to start or 
stop. 
+ 
Competing Dealers 
Benefit Likewise 


HEN, in the second place, a 

raffle lowers the merchandise in 
the estimation of the public. The 
public can’t have such a deep ap- 
preciation of a beautiful new car 
when a chance on it is offered for 
two bits. That’s bad advertising. 
Not good. 


Most of the publicity goes to 
the car. Not to the dealer. There- 
fore, the dealer who is generous 
enough to give away a car, if 
there are any beneficial effects 
to accrue, is benefitting his com- 
peting dealers who are located 
nearby handling the same line. 


Such disposition of a car has a 
bad effect, in that it is usually 
won by someone who really can’t 
afford to own an automobile. it 
becomes, therefore, one of that 
line’s cars in the territory which 
is not properly maintained and 
causes a lot of trouble simply be- 
cause the lucky ticket holder can- 
not afford to keep it up. 

* + * 


* + 


Upsets Program 
Of Promotion 


‘T= CAR also might fall in the 
hands of a winner who realizes 
he cannot afford its maintenance, 
and he sells it immediately on the 
black market at a premium. In 
normal years, such cars were often 
sold by the winner to a prospect 
the dealer had already lined up to 
sell at a profit. Thus, the generos- 
ity of the dealer cost him a sale. 

Anyway, a raffle can please only 
one person. It represents a disap- 
pointment to thousands of others. 

Even if giving away a car de- 
veloped goodwill, it has merely a 
spasmodic effect. It interferes 
with the dealer’s planned pro- 
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N MANY towns I have visited | 


By John 0. Munn 


expressed herein are those of Columnist 


Munn and are not necessarily those of Automotive News). 











gram of promotion. Such pro- 
grams must run month in and 
month out, if a dealer is to sell 
the public on the advantage of 
doing business with his organ- 
ization. 

No dealer can afford to have his 
advertising activities take the form 
of pressure from some outside in- 
fluence at the moment. If he is to 
get a real return from his promo- 
tion investment, it should be de- 
voted to telling his story regularly 
and consistently to the people in 
his territory. That story isn’t re- 
vealed in giving away a product. 
A dealer’s story, to be effective, 
must explain what his buildings, 
his equipment, his inventory, and 
his manpower mean to motorists in 
terms of owner benefit. 

* * * 


Name of Dealership 


Held Important 


HIS reminds me that several 

weeks ago I was in Pittsburgh 
and visited dealers on Baum Blvd., 
the steel city’s motor row. I was 
impressed with the business names 
of dealers on the boulevard. Many 
were named for the street, city or 
county, rather than the dealer’s 
name who operated it. 

It seems to me the name of a 
dealership is important. Dealer- 
ships have a personality. It is 
difficult to develop that personal- 
ity if the firm’s name is Alle- 
gheny County, Steel City, Baum- 
Liberty, Boulevard, or (Blank) 
Pittsburgh. Dealers can’t afford 
to be known as just another 
place where cars may be pur- 
chased. If that’s the impression 
dealers leave, of course the pub- 
lic is going to stop around to see 
where they can get the longest 
used car allowance. 

Some of these Pittsburgh deal- 
ers had as much as a million dol- 
lars invested. This investment was 
not made merely to sell cars, but 
to take care of cars after they are 
sold. A dealer handicaps himself 
greatly if he operates under a name 
that, first, doesn’t tell the kind of 
business he is in, and, second, 
doesn’t reflect the institution’s per- 
sonality. 

+ 


‘Flesh and Blood’ 


In a Name 


DAY> A. WALLACE, president 
of the Chrysler division, re- 
cently said, “Good salesmanship is 
a combination of thorough knowl- 
edge of the merchandise, industry, 
tact and personality. If I had to 
pick out one of the four as more 
important than the others, it would 
be personality. Many dealerships 
simply take the name of the town 
in which they operate.” 

Wallace pointed out that when 
the public sees a name like Jones 
Automobile Co., or Smith Motors, 
they feel more like these places 
are operated by people of flesh 
and blood. 


Sooner or later we are going to 
get up against a buyer’s market. 
A dealer will need everything he 
has to save himself against cruci- 
fying competition. The personality 
of his own individual business is 
one of the tools that he can utilize 
to preserve his investment. 

Isn’t it time to consider the 
elimination of a name that handi- 
caps your business personality? 


* * 
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Wyoming Dealers 
Meet Nov. 29; 
Kneebone to Talk 


CHEYENNE, Wyo. — Robert 
Kneebone, NADA manager, and 
John W. Stokes, tax expert, will 
be the principal speakers at the 
annual state meeting of the Wyo- 
ming Automobile Dealers Assn. 

The meeting will be held Nov. 29 
at Casper, according to William F. | 
Devere, association secretary. | 








| Surprise Visitor 
Cow Crashes Showroom 


In Escape Act 


BOSTON.—Pontiac Village Motor 
Car Co. had a surprise visit from 
a cow last week when the animal 
crashed through the showroom 
window after escaping from a local 
stockyards. 

After creating considerable con- 
fusion when it appeared amidst 
morning traffic, the animal plunged 
into the showroom where it rum- 
maged around displays’ before 
passing through the shattered win- 
dow to the street. There it was 
shot and killed by an excited police 
officer. 

Prior to Bossy’s demise, four po- 
lice cruise cars and a patrol wagon 
were unsuccessful in “rounding up” 
the animal. 


W. Va. Dealers 
Meeting at Spa; 
Motley to Speak 


WHITE SULPHUR SPRINGS, 
W. Va.—Members of the Automo- 
bile Dealers Assn. of West Virginia 
were gathered at the Hotel Green- 
brier here today (Nov. 22) for their 
15th annual convention. 

Scheduled to address the conven- 
tion were Arthur H. Motley, pub- 
lisher of Parade magazine; A. W. 
Zelomek, president of the Interna- 
tional Statistical Bureau, and Ed- 
mund Harding, humorist. 

Arthur E, Walker, association 
president, was presiding at the con- 
vention business sessions. T. A. 
Galyean served as chairman of the 
arrangements committee. 


San Diego Dealer 


Wins Resale Case 


SAN DIEGO.—Bay Shore Motors 
Co. was awarded $500 damages in 
municipal court against Douglas S. 
Baker, charged with violating a re- 
sale agreement. It was the first 
case of this type in a local court. 

Baker contended that the dealer 
had not suffered any damage and 
that the agreement was of no value 
because it was signed without any 
consideration. Judge A. F. Molina 
ruled that the agreement was a 
binding contract. 


Dealers in 


ing vehicle 


mobile Dealers Assn. 

A fourth resolution containing 
five safety recommendations was 
referred to the association’s legis- 
lative committee for consideration 
when it meets in December. 


Fred Alberts was returned as sec- 
retary-manager. 
Oklahoma City, was elected secre- 
were named vice-presidents: Frank 
Doyle, Wewoka; Ed Kitchens, Enid; 
Frank Kitchens, Lawton, and W. D. 
Dysert, Tulsa. 


NADA “individually and collective- 
ly, realizing that in unity and num- 
bers there is outstanding strength,” 


its leadership. 

The group urged the institution 
of a statewide periodic vehicle in- 
spection program to be conducted 
at state-owned and operated in- 
spection stations in an effort to 
reduce Oklahoma’s mounting traf- 
fic accident death rate. 

In condemning diversion of high- 
way taxes for non-highway uses, 
the association noted that the state 
lost 3,703 miles of highway con- 
struction in the period 1934-46, due 
to diversion. 

Speakers at the two-day conclave 
included: Gov. Roy J. Turner; L. J. 


Wright Slated 
For Ariz. Parley 


PHOENIX, Ariz.—Ben T. Wright, 
president of NADA, tentatively 
plans to attend the annual con- 
vention of the Arizona Automobile 
Dealers Assn., which will open Dec. 
11 at the San Marcos hotel in 
Chandler, Ariz. 


Destes Activities 





OKLAHOMA DEALERS NAME NEW OFFICIALS—Oklahoma Automobile Dealers Assn. 
recently elected the above officers. Front row (left to right): Frank Northway, Oklahoma 
City, vice-president; Henry Coffeen, Oklahoma City, secretary-treasurer; H. Mead Norton, 
Shawnee, president; Fred Alberts, secretary-manager; Buster Doyle, Wewoka, vice-president; 
Ed Kitchens, Enid, vice-president. Back row (left to right): W. D. Dysert, Tulsa, vice-presi- 
dent, and Frank Kitchens, Lawton, vice-president. 





WASHINGTON DEALERS HONOR 100 MILLIONTH—The day after election, 300 dealers 


attended a banquet sponsored by Washington Automotive Trade Assn., saluting the industry 
and its achievements. A. vanderZee, Chrysler vice-president, spoke. At the speakers’ table 
were (left to right): Harlan V. Hadley, Washington manager, Automobile Manufacturers 
Assn.; Robert W. Kneebone, managing director, NADA; Tom K. Wheeler, chairman, meetings 
and attendance committee; Donald C. Barnhart, assistant managing director, NADA; vander- 
Zee; M. R. Darlington jr., managing director, Inter-Industry Highway Safety Committee; 
Earle O. Baker, president, Washington Automotive Trade Assn.; George E. Kensipp, director, 
department of vehicles and traffic, and Fred L. Haller, NADA director-elect for District 


of Columbia. 





Back NADA Program .. . 


OKLAHOMA CITY.—Resolutions 
pledging support to NADA, favor- 
inspections and con- 
demning diversion of highway taxes 
were adopted here at the annual 
convention of the Oklahoma Auto- 


H. Mead Norton was reelected 
president of the organization, while 


Henry Coffeen, 
tary-treasurer, while the following 


Northway, Oklahoma City; Buster 
The OADA pledged its support to 


and praised the national group for 
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Oklahoma 


Ask State Inspections 


Buckland, New York; H. G. (Buck) 
Weaver, director of GM customer 
research; R. Thornton Scott, con- 
vention chairman, and Norton. 

Buckland told the convention that 
new car dealers in many Eastern 
states are already finding a dis- 
tressing lack of customers, with 
this “buyers’ market” spreading 
rapidly westward. 

He warned the group that “it 
won’t be long before you’re camp- 
ing on your prospect’s doorstep 
instead of having to sweep him 
off yours.” 

Weaver, whose job it is to deter- 
mine customer preference, said that 
GM does this by questionnaires and 
operates on the theory that “what 
people want they must have.” 

Commenting on production pros- 
pects for 1949, the GM customer re- 
search chief said that it would de- 
pend largely on steel production. 


He pointed out that an automo- 
bile contains and depends on more 
different kinds of material before 
it’s completed than any other 
product in the country and for 
that reason a shortage of one sin- 
gle item or material can create a 
slowup in car manufacturing. 

Gov. Turner’s speech was entitled 
“Report from the Governor,” while 
convention chairman Scott gave the 
welcoming address. 

President Norton reported that 
the association had added about 
165-170 new members during the 
year and that the 15th annual con- 
vention was the largest yet held by 
the group. 

In the safety resolution sent to 
the OADA legislative committee, 
the convention studied the results 
of a survey by a national organ- 
ization of Oklahoma’s traffic con- 
trol facilities, and recommended: 

1, Adoption of uniform traffic code 
regulating traffic on the highways. 

2. Additional highway patrolmen 
as recommended in the survey. 

3. Additional driver license exam- 
iners as recommended. 

4. An increase in the driver license 
fee as needed to finance adequately 
the increased personnel and admin- 
istrative needs of the Department 
of Public Safety. 

5. Adoption of the birthdate plan 
of renewal of driver licenses as a 
service to the general public and to 
facilitate the licensing of all drivers. 


Buffalo Dealers 
Report Customers 


4 9 
Getting ‘Choosy 

BUFFALO.—Local new-car buy- 
ers, who not too long ago would 
take any new automobile that deai- 
ers would offer them, are getting 
“choosy” again and the frantic 
pressure for deliveries has eased 
up, dealers and auto company sales 
executives report. 

Most dealers declared they still 
have a “bundle of orders” and con- 
tinue in a sellers’ market. In some 
instances, they said, order lists are 
bigger than ever. But they pointed 
out that an increasing number of 
models, principally in the highest- 
price bracket, can be had imme- 
diately. 

The delivery time of new cars is 
continuing to shorten. Just how 
quick a prospect can get a new 
auto depends largely on what deal- 
er he patronizes, whether or not 
he has a car to trade in and what 
kind of a deal he is willing to 
make. The delivery picture was 
described as “spotty.” 

Many dealers reported they now 
have to “comb” their order lists 
to make delivery of a new car. 
Sometimes, they have to go far 
down the list before they get a 
taker, while a few months ago the 
first one called would grab the car 
as soon as notified. 

Mounting new-car production 
and the slump in the used-car mar- 
ket is taking some of the edge 
|off “bootlegging” of new cars— 
those sold by a buyer soon after 
| he gets it from the new-car show- 
room, dealers said. Extremely high 
premium prices for new-used cars 
| are not so readily available in used- 
car lots as they were last spring, 
dealers pointed out. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 


AUTOMOTIVE ; ; t : \ 
and dealers in motor vehicles, perts and accessories. § 2. A fair profit to 


. M the dealer on every used vehicie accepted in partial payment for a new 
& A car or tiuck. 4 3. Every doliar of gasoline tax collected by state or federal 
. governments applied to the building and maintenance of highways. 4 4. The 
t & elimination of governmental and bureaucratic controls over this industry. 
R R 4 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world. 


Another Political Smear 


; TROUBLOUS times for auto dealers again—the poli- 
ticians are at it once more; this time the House Macy 
committee. 

As we have pointed out many times before, AUTOMOTIVE 
News holds no brief for guilty dealers. We believe they 
should be punished, as several of them have in the past 
few years. 

But we have protested in the past—and we vehemently 
do so again—against the loose practice of politicians who 
tar-and-feather all dealers for the sins of a few. 

The Macy committee advertised for people to come for- 
ward with complaints; only a comparatively few responded. 
Yet the committee multiplied by so many millions and came 
up with a figure that was applied to all dealers. That is a 
typical shenanigan of politicians. 

What is too much profit on tradeins? What are unwanted 
accessories? We don’t know—and we don’t think the Macy 
committee knows either. 


Capsule Comment 


U. S. car and truck production thus far in 1948 totals 
_— than 4,500,000 units, AUTOMOTIVE NEws estimates 
show. 

This alone is almost one-fifth of all the vehicles the 

test of the world has built since 1896. 


* * * 


A total of 2,757 new members have been added to NADA’s 
roster, as a result of the recent “Give a Day to NADA” 
drive, raising the association’s membership to an all-time 
high of 35,011. 

Proving again what good organization can do. 


* * 


New state laws to curb abuses in installment financing and 
selling are in prospect for 1949, survey of legislatures 


reveals. 
To which everyone in the auto industry says “Amen!” 


AAA finds that the 42,924 car and truck dealers must 
compete with 64,845 eee service shops and 200,000 
corner gasoline stations for the business of 31,000,000 car 
owners and 6,000,000 trucks—an average of 342 customers 
for each service shop. 

How do you stand? 


Three Flint (Mich.) auto dealers have just been acquitted 
by a jury of charges they violated the federal corrupt prac- 
tices act (by donating $500 each to the Republican party). 

They were indicted BEFORE the recent election. — 



















“Home again, home again 
Dancing a jig, 

Home again, home again 
With a fat pig!” 


* * * 


IT TAKES clever timing to ar- 
rive back in New York on the U.S. 
Lines’ “America” the very first day 
of a longshoremen’s strike! This 
meant that if your baggage was 

moved off the 

HOME AGAIN, boat, you moved 

THANK GOD! it, and if you had 

a trunk or auto- 
mobile in the hold, it is still right 
there unless the strike has been 
settled before you read this. Of 
course, still suffering as I am from 
the results of a very strenuous 
bronchial cold which might have, 
without the proper dosage of peni- 
cillin, developed into pneumonia, 
my friends handled our baggage 
and I carried no more than my 
passport off the boat. New York 
was indeed a sight for sore eyes! 
I proved that your eyes can really 
get “sore” after ten weeks looking 
only at foreign faces in foreign 
places. 

* * * 


WHEN ONE comes in close con- 
tact with a paralyzing strike as we 
did on arrival, he begins to wonder 
if there may not be, after all, some 
sinister influences at work in Amer- 
ica. Everyone is aware of the 
struggle we have had to maintain 
an American merchant marine, let 
alone a passenger service which 
can compete with that of other na- 
tions. Our maritime laws are al- 
ready so favorable to labor that 
wages are upwards of double those 
paid under any other flag. Working 
regulations are so favorable that 
only by governmental subsidies can 
we even hope to keep the American 
flag on the seven seas. It is indeed 
an uphill battle made doubly diffi- 
cult by the unreasonable and never- 
ending demands of labor which 
practically prevent the kind of effi- 
cient operation for which our ships 
should and undoubtedly would be 
famous. 

+ + * 


IT WAS interesting to get back 
home where we could discuss the 
results of the recent election and 
thus bore most of our friends who 
were already tired of diagnosing 
what happened. We were proud to 
be able to correct those who up- 
braided us for being away when our 
votes were needed by pointing out 
that it had cost us the better part 
of a $20 bill to get our absentee 
ballots over and back via airmail in 
ample time to be counted. We are 
glad we made the effort and spent 
the money to do it, however, other- 
wise we would now be conscience 
stricken and certain to regret our 
apathy. 

= . > 

AFTER SEEING at first hand 
the problems which face the aver- 
age businessman in the countries 
which we visited abroad, our own 
seem, oh, so petty. In London, for 
example, we never did learn why 
any man would wish to continue in 
a small business, harassed as he is 
by rationing, lack of merchandise 
and taxes which would quickly sep- 
arate him from any possible profits 
if he did make them! Brother, 
from what I saw in Europe, we 
ought to get down on our knees, 
every last one of us, and every 
night, and thank God that in this 
year 1948 we are privileged to live 
in these United States of America! 
—G.M.S. 

Epitor’s Note: Publisher Slo- 
cum is at present confined to his 
home in Grosse Pointe convalesc- 
ing from the attack of bronchia! 
pneumonia which he contracted in 
Europe during his visits to the 
auto shows in Italy, France and 
England. His physician reports 
steady progress and promises a 
speedy recovery. 


When did you get into the automotive 
business? If you can qualify up to and 
including 1923, you should be a member 
of Automobile Old Timers. 


De 
membership committee, AOT headquar- 
ters, Midston House, 38th and Madison, 
New York 17. 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Welcomed in Detroit 

We are all extremely gratified 
with the kind manner in which 
you treated our new product dur- 
ing our recent showing for the 
automobile world. We believed that 
Detroit would not be so kind to a 
new manufacturer from another 
region. 

I must say that this belief was 
all wrong because not only the 
automotive engineers and execu- 
tives, but the press and radio 
seemed to think that we had some- 
thing. 

We were most pleased to read 
your Nov. 8 issue and assure you 
that we appreciate your fairness 
and consideration in recognizing 
the little guy for his enterprise.— 
ArcHie W. Hatt, Davis Motorcar 
Co., Van Nuys, Calif. 

+ * * 


Legalize Hikers? 

It has occurred to me many 
times while traveling that the va- 
rious states, with the cooperation 
of the federal government and cer- 
tain strategic private groups, 
should legalize hitchhiking, i.e., li- 
cense and investigate prospective 
hitchhikers to the extent that trav- 
elers who desire will not hesitate 
to give the hiker “a lift.” 

Hitchhikers, in general, are not 
a bad lot; their case parallels that 
of the honest auto dealers whose 
names are smeared by the un- 
scrupulous acts of a few fly-by- 
night reprobates who call them- 
selves dealers. 

I read in Automotive News a few 
weeks ago about the progress Con- 
tinental had made producing air- 
cooled engines for the Army. I 
read the article with great zeal 
and am looking forward to the 
day when I can have such an en- 
gine in my own car. Perhaps K-F 
and Continental could work to- 


gether and produce a different and 
air-cooled engine for one of the 
Kaiser-Frazer products. 

By the way, when is an auto 
company going to have enough 
sense to offer a factory-equipped 


overdrive (other than the auto- 
matic transmission type) minus 
that damned free wheeling? Over- 
drive is superb, but rapidly worn 
brakes, tensionless front springs, 
dimmer headlights, “juiceless” bat- 
teries, and worn and broken “lock 
out” cables are not only a nuisance 
and expense, but also are at times 
downright dangerous! 

I would rather shift manually 
into fourth speed than use the 
present setup; yet overdrive, in 
any form, is one accessory I will 
not be without.—Harry M. Tay tor, 
gr., Alpine, Tex. 


Coming Events 


NOVEMBER 

Nov. 21-23—White Springs, W. Va. 
¢Hotei Greenbrier). Annual convention, 
Automobile Dealers Assn. of West Vir- 
ginia. 

Nev. 28—Wyoming Auto Dealers Assn. con- 
vention. 

DECEMBER 

Dec, 3-4—Missoula, Mont, Annual conclave 
ef Montana Automobile Dealers Assn. 

Dec, 6-7 — Wichita, Kans, (Hotel Broad 
view). Annual convention, Kansas Motor 
Car Assn. 

Dec. 6-7—Boise. Idaho Auto Dealers Assn 
annual meeting. 

Dec. 6-10 — Chicago (Navy Pier). 
show. 

Dec. 9—Salt Lake City. Annual convention 
of Utah Auto Dealers Assn. 

Dec. 11 — Chandler, Ariz, (San Marcos 
hotel). Annual convention, Arizona Au 
tomobile Dealers Assn. 

Dee. 14 — Detroit (Statler hotel). Annuai 
meeting, Detroit Auto Dealers Assn. 

JANUARY 

Jan, 13-14—Lincoln. Nebraska Auto Dea! 
ers convention, 

Jan, 24-27 — San Francisco (Civic Audi- 
torium). Annual Convention and Equip- 
ment Show of NADA, 


ASI 
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what the firm did to dealers that 
did not follow the Hudson sales 
policies. 

“If we can find legal grounds to 
end the contract, we get rid of the 
dealers,” said Vanderzee. 

+ * * 

AST WITNESS on the stand, 

President Baker of the WATA 
sharply protested that the commit- 
tee had singled out Washington 
dealers for its inquiry. He said he 
did not condone tips; “I certainly 
do not approve of that type of busi- 
ness in any way.” 

“It seems,” Baker said, “that the 
satisfied customers are generally 
silent; the dissatisfied are a noisy 
minority. . . . It is also to be noted 


View of Macy Probers: 


Car Price Curb Hinged) ‘ 
To Industry Moves 


(Continued from Page 1) 


Oldsmobile, and N. K, Vanderzee, | tradeins, and should accord like 
Hudson sales manager. Both | treatment to prospective customers 
Banks and Vanderzee were in- | whether they did or did not have 
vited to yo og stand Bao cars to trade in. He said a com- 
ge nee teat hand oo co plete transcript of the hearing 
against their respective dealers— |W°Uld be studied at Oldsmobile’s 
and to answer questions. home office. ; 

Banks stated that the policy of that the voteless District of Colum- 


For the local new-car dealers, 
President Earle Baker of the|his company was to give to the ast aenor’s aoe, Le SHOW — Maver, Teemes ) A. Sorte oMicielly opened ec nag ae — to _ 
WATA appeared as a_ witness. | purchaser who did not want acces- | he Chevro ruc pecia Rien win Public a rium in Clevela Y | used as guinea pigs, an e results 
NADA did on participate in the sorte equal opportunity for im- | "g © “bee lcoding inte the emitbiicn hell. Olspley was co-sponsored by bay wt projected on a national basis much 
’ and 27 manufacturers of special —— for Chevrolet vehicles and was one of the most 

proceedings, other than as an ob-/| mediate delivery with the one who | comprehensive of its kind ever to te public. Also participating in the opening after the manner of the recent elec- 
server, wanted his car loaded down with | ceremony were (left to Hight Aeont row] tow) R. B. Johnson, Cleveland zone manager; tion polls which are now in such 
Burke, manager, — and truck department, and L. F. Volimer, assistant regional ill repute.” 


them. 
Flint 
“We have terminated franchises —_— — To this Chairman Macy coun- 
tered that it was “out of order 


(of irresponsible dealers) and ers, but “got two-sided answers.” 

have ‘refused. to renew. others He sald his company had alist ot | Atle deplorable, towngeent 
which are expiring,” he told the those who had ordered new cars, | 9, W n dealers because 
subcommittee, “We treat those | car to be traded in. Secondly, the | based on the dates their orders | they had no vote. He stated the 
who have our contracts as free | dealer allowance for the used car | were placed. “We try to follow it | fact that the committee got more 
agents, but we cancel or renew | should be on the same basis of | as close as possible,” he said. | complaints about the auto busi- 


















* * * 


ACY said that transcripts of 

testimony taken during the 
hearings will be sent to Attorney 
General Tom Clark, United States 
Attorney George Fay, the Bureau 
of Internal Revenue and to District 
of Columbia authorities for possible 
criminal prosecution or other steps. 








Oldsmobiles to a customer who 
is in line for delivery, regardless 
of whether or not there is a used 





franchises on the grounds of ad- 
herence to a fair dealing policy.” 
Banks read into the records a let- 


It is considered likely that 
charges of income-tax evasion and 
car title jumping may be filed 
against the dealers involved. 







good business with the general 
formula for determining the price 
of said used car, the amount for 


On the second day of the hear- 
ings, a second string of car buyers 
told the committee that they had 


ness than any other, and lacking 


funds, took Washington as a rep- 
resentative area. 
“As far as I know, the trade asso- 


ter sent by Sales Manager D. E. _ 
Ralston to all Oldsmobile zone Sceies concnce Gah ceicantal 
managers ou g the company’s 
policies, as follows: promt, say, approximately 20 per- 
ne a of ee ee cont. ses 
receiving from customers who have 
orders placed with dealers for new Borzas who told of pons fone 
Oldsmobiles has reached such in-| }) tips,” as oe eae 
tensity that I feel called upon at|‘“@™ were @& : ae er, bu, ean 
this time to state our position in as a car b or his wa Thee 
so far as dealers’ handling of cus-|®"4 an eating house owner. rd 
tomers. were — ee = 
“In the first place, we do not feel oe acme pe Beart 
that a dealer should require a cus- 1 bein 4 
tomer to trade in his used car in aly cattened wih ah pr te 
order to get delivery of a new one. | o¢ the deals 
The fact that there is no tradein : 
involved and the customer wishes| .1208e who had taken under-valu- 
to keep his old car, despite the fact ations of the tradein worth of their 
that he may wish to sell it to a — cars also appeared to be sat- 
used car operator at a higher price ed. 
than a dealer will allow, should not 





























been required to pay from $300 to 
$480 above list prices for new cars| ciation has not os = oa 
at the Hudson dealership to get| im developing this tes i canis the 
quick delivery. One, a Washington | Macy. “The record w ot ee 
GI student with a part-time job,| itself. Your association and others 
said he paid $350 extra and got de- had the opportunity to go into 
livery in one day. Another, a drug-| these things before we were drawn 
gist, testified that a premium pay- |‘ 
ment of $400 gave him possession of| Baker said it was difficult for the 
a new car in five minutes. association to correct practices of 
A grocer told the committee that | individual dealers. , 
shopping around used-car lots had| Baker accused the subcommittee 
convinced him that he would have | of having “advertised for people to 
to pay $700 to $800 above list prices| come through with gripes,” and 
for a new car. He decided, he said,| “I’m surprised that it found so 
to pay a premium of $400 for a new | few.” 
car as “a happy medium.” ae 
——- * E CONTENDED that news ac- 

ON THE second day of testimony, counts of the hearings had 

the committee was again ap-| “left the impression that all car 
parently surprised at the satisfac-| dealers are gyps.” While he did not 
tion of the customers in such trans-| condone “gyps” or any form of 


Despite all this, however, Capitol 
Hill observers feel that Chairman 
Macy does not believe specific 
criminal cases have been made out 
against any of the dealers. 

* 7 * 

ON THE first day, the subcom- 

mittee heard more than a 
score of witnesses, with the inquiry 
concentrated on Oldsmobile. Three 
“uncomplaining” customers told the 
committee they had paid premiums 
of $500 each for the privilege of 
buying new automobiles this year. 
Eight equally satisfied customers 
said they had made deals to their 
liking in trading in their old cars 
for new ones, with varying sums 
of cash added. 

Through testimony and exhibits 
introduced later the information 
was that, when they signed over 















prevent the customer getting the| cated that in the case of a buyer c j 
ae a = chem re same consideration on delivery as| who had enthusiastically accept- | actions. side money” in car sales, Baker 
ers’ profits an estimated average the customer who has the tradein.| ed a tradein value of $300, the There appeared to be a reflec- said, it should be remembered —_ 
of 43 percent. Py, 2 ve — ~y 4 = — va immedi- | tion of this customer attitude in the Ee ae i ioe a oe “ 
Nok. a aay & SX. Vane y aalee tion, and that dealers were now 


manager of Hud- 
son, who was in- 


vited by the sub- 
committee to hear 
testimony and 
comment. Van- 
derzee empha- 
sized that the 
practices indi- 
cated in the hear- 
ings were viola- 
tions of Hudson’s 
policies. But he 
did not believe 


“IN THE second place, the prac- a used 
Wy pec nye Reo per a a 


customers cars by allowing ridicu- 
lously low prices for used cars is| The committee produced a long 
also poor policy. It is recognized | list of witnesses who testified as to 
that the same used car operators|the manner in which they pur- 
will allow more for the used auto- | Chased new cars from the Kearney 
mobile than will our dealers on an|COmpany. Their purchases all fol- 
outright sale. On the other hand, | lowed the same pattern. They made 
any customer would readily agree | Part payment by cash or check and 
that his used car should be traded | Part through trading in their old 
in at a reasonable amount which|C@rs. The titles in no case, how- 
is the so-called retail price, less| ever, passed to Kearney, but were 
reconditioning, and a reasonable | Made out to other dealers, it was 
profit for the dealer. — Most S the Pee: = 
“ ey made no formal oath ore 
But to try and get a customer’s a notary on signing their titles. 


car for $400 that will retail for a 
This, it was testified by wit- 
utomobile business, 


able to enjoy “good profits after a 
long famine.” 

Most of today’s profits, he held, 
were being turned back into busi- 
ness and reserves for lean days. 

Macy, as he told of the group’s 
conclusions, said that its esti- 
mates concerning automobile 
sales profits were “not based on 
conjecture or SS They 
were arrived at through exam- 
ination of the books of dealers 
who represented the sales of some 


“tips” at a rate of $500. He said 
he asked for nothing, but ac- 
cepted what came along. 

“It’s done all over the country,” 
Manuel, a car salesman for 20 
years, observed casually. “The cus- 
tomers don’t object. When I want 
something, I pay tips.” 

* 


At™ THE close of day, Banks 
took the stand, declaring that 
he did not approve of trade prac- 

. tices such as had 
been related in 
testimony, but 
emphasized that 
such practices are 
those of only a 
minority of deal- 
ers. He cited an 
Oldsmobile code 
under which deal- 
ers should resort 
to no price pad- 
ding, should sell 
to customers only 
those extras and accessories which 
they wanted, should not demand 





N. K. Vanderzee 


them to be typical of the nation’s! 69 percent of new cars in the test 
dealer body, he insisted. area. 


He said that his company had Baker contended that discounts 
received relatively few complaints | allowed by the automobile manu- 
about such practices. When these | facturers to dealers were not suffi- 
complaints were run down, he | cient for their profitable operations. 
aT the customers appeared to | He said the committee, in charging 

be thoroughly satisfied and in- | that tradein allowances were gen- 
sisted that “everything was fine.” | erally low, failed to take in the cost 

He said his firm was interested | of reconditioning used cars. 
in securing public goodwill, and in| He charged that the manufactur- 
seeing that all Hudson dealers fol-| ers, in a competitive situation, serv- 
low a policy of charging fair and| iced their cars “stripped,” whereas 
equitable prices, of delivering cars| the public liked and wanted the ac- 
to customers in sequence, of mak-| cessories that were available and 
ing no distinction between sales| considered them a part of the car. 
with a oie and those without - oS 
one, of see that customers get 
cars equipped the way they want|¥ ATE Tuesday afternoon the 
them. and gi hearings recessed indefinitely, 

" giving a fair allowance 
on used cars. He said that since| With the thought expressed by Macy 
that they had produced a salutary 
1947 his firm had sought to police = 
“ effect, and that the “great depres- 
its field, and had threatened “ap- = 
propriate” action where dealers sion ‘had begun among automobile 
ho sought tips for de- 
failed to follow sales policies of the | S#lesmen w: 
Hudson firm. He said “we shall | /ivering cars. 
give our attention to the evidence In a previously prepared state- 
and the suggestions of the com-| ment, which he read at the close 
mittee.” of the sessions, Macy said the 

Committee Counsel Reddan asked | investigation has “conclusively 
———___.._._... | proved that certain practices 
exist in the retailing of automo- 
biles today which are anything 
but laudable and are most cer- 


Skinner Buys 
tainly not designed to help our 


M iami D eal national economy or foster favor- 


MIAMI, Fla.—Tom Skinner, for-| ble public opinion for the retail 
mer general manager of Lincoln-| #utomobile dealers and the man- 
Mercury, has purchased the Miami| Ufacturers. 

Lincoln-Mercury Co. formerly| “To date,” he said, “we have 
owned by Dade Motors, Inc. For| shown only a few of the methods 
the past three months the agency|employed by certain automobile 
has been operated by Ford Motor | dealers to obtain exorbitant profits 
Co, itself. It is our intention to present other 

Skinner resigned from L-M last| types of operations as the time and 
month to purchase the Miami deal- | the facilities of the committee per- 
ership, mit.” 


thousand dollars, is simply ridicu- 

lous. Both of the above practices,| messes in the a' 

of not being willing to make de-| was common practice, An em- 

livery without tradeins and, sec-| Ploye of the Kearney company 

ondly, the ridiculously low allow-| in most cases, it was testified, ‘it 

ance made on used cars, are build-| was the sales manager, Robert 

ing up a lot of ill-wills for dealers| S. Tiger—would resell the car, 

and for the Oldsmobile division as| receiving cash for which he would 

well. give no receipt. In every in- 
“Therefore, as you contact your | *t#nce, the money paid by the 


second dealer was far in excess 
dealers and members of your or- of the amount received by the 


ganization, I want you to empha- 
size our feeling in this matter, | hue ae oe “nO bad 
and that is, first, that a dealer | Books of the Kearney company, 
should make deliveries on new | in every instance brought up at the 
hearing, showed that the company 
received only the amount promised 
to the new-car buyer as a tradein. 

Kearney said he did not under- 
stand this. “I'd like myself to find 
out where that extra money is,” he 
said. He admitted his books were 
incomplete, but would be corrected 
to fill in missing items. 

7 . . 





TIGER, the sales manager, as: 

serted on numerous trips to the 
witness stand that all the money he 
took in from resales of traded-in 
cars to other dealers, he “turned in 
to the company.” 


As a sample of the individual 
transactions traced by the commit- 
tee, one individual traded in his 
new car to Kearney for $1,000. 
Tiger received $1,700 in cash for it 
from a used-car dealer. This dealer 
ultimately resold it for $1,950. Kear- 
tn ay seoness prem gpl ae gegen nl R. Levy (third trom Jett), president | ney’s books showed 2 oie receipt 

a aque commemor 
a Le ae which he s established in its. "Preventing ae lague is K. 8. Elliott, sales of $1,000. 
Studeba' the ‘eme are Roy eeling, vice-president of the Kearney said he had tried to 
dealership, and Harold S. v board chai d ident of 
of Elliott are R. E. Wedekind, "distri monager; &. G. Mensier, of Sodabatar. Ve % : pas] Fun down rumors that his sales- 
end accessories division, and Harry 8. O'Neil, regional manager of the Chicago branch.! men asked for tips from custom- 
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...and Used Car Owners know it, too! 





When thousands of used car buyers express sharp 
preference for Pontiac—to the extent that many are 
willing to wait for the Pontiac model of their choice 
—it is obvious that they are buying more than unused 
mileage. They are buying reputation as well as com- 


PONTIAC MOTOR 


DIVISION o f GENERAL 


fort, performance and operating economy. They 
know that Pontiac is a/ways a thoroughly good car— 
last year, this year or any year. These used car buyers 
know that they are sharing in the same outstanding 
value which makes Pontiac so attractive as a new car. 


MOTORS 


This overwhelming acceptance of Pontiac is a vital 
asset for Pontiac dealers, because it is a preference 
based on fundamental goodness. There’s no greater 
proof of this truth than the widely acknowledged 
demand for Pontiac as a premium used car. 


CORPORATION 
















FOB FACTORY 
Forecast of ‘Price Cars’ 


Stirs Speculation 


(The opinions expressed herein are those of Columnist Alien and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


T STATEMENT by designer George W. Walker to the 
effect there will be “one or more ‘price’ cars with re- 
sponsible backing on the market within months rather 
than years” must be taken at its face value. He indicates 
such models are now beingg~———___ fe 
engineered and suggests to 
their designers, as an econ- 
omy move, that duck be substi- 
tuted for broadcloth, giving the 
buyer the color option of inexpen- 


sive tailored nylon fabric interiors 
which can be snap-fastened into 





_comfortable, safe 
driving. The 
question becomes 
whether it is pos- 
sible in the light 
of today’s costs 
for materials, 
parts, tools, dies 


place. and labor to “en- 
What the estimable Mr. Walker gineer”’ out the 
means by “price jobs” he did not F difference be- 





say; presumably something on the tween the above 


order of $1,000-$1,200, delivered into A. H, Allen price and the go- 
the buyer’s garage and with such ing delivered 
extra equipment as will give him | price of the Chevrolet-Ford-Plym- 





outh lowest-price models. 
Many experienced engineers in 
the business say it cannot be done, 


since the bulk of the cost of a car| — 


is not materials as such but rather 
the cost of the tooling and the 
man-hours of labor necessary to 
fabricate parts and assemble them 
into the finished car. 

There is concrete evidence to 
support their position. Chevrolet 
a couple of years ago spent a 
reported $17,000,000 to engineer a 
completely new car to sell for 
around $1,000 and while a num- 
ber of those participating in the 
project thought they had the 
answer, those who held the 
pursestrings at General Motors 
did not and the entire undertak- 
ing was abandoned. 

The chief engineer on this job, 
who reportedly was one of those 
convinced it could be done, later 
joined Ford and it could be that 
he has reactivated some of his old 
plans. However, after the tremen- 
dous cost of bringing out an en- 
tirely new car last spring, running 
into the hundreds of millions of 
dollars, and faced with continuing 
difficulties in obtaining sufficient 
materials to meet present produc- 
tion schedules, it is hard to ima- 
gine a proposal of this sort getting 
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BUFFALO DEALERS FETED BY PONTIAC—Winners of a service contest among Pontiac 


dealers of the Buffalo zone visited the factory as a part of their prize. 
Robert Hansen, Holton & Teghtmeyer, Inc., Watertown, N. Y.; Ray 
. Y.; Carl Anderson Ilingsworth-Bailey Corp., Syracuse, N. ve 

Y.; Sylvester Kibler, Schwab t 


Inc. corer, N 

Hoff Pontiac Co.,’ Fairport, N. 
Ed Huels, Huels & Platts, Dunkirk, N. Y. 
greeted the visitors: A. 


manager; Sales Manager L. W. Ward, and Service Manager 





. Ditz, assistant general sales manager; L. H. 


Standing, the winners: 
Dell re. Motor Sales, 

tanley Backus, 
ros., North Java, N. Y., and 


Seated, left to right, are the Pontiac officials who 


Holmes, Buffalo zone 
. J. Hales. 


very far at the Rouge; that is, to| point where you have price appeal, 


the point where a “price job” 
would be on the market in a mat- 


ter of months. 
. * * 


) YOU approach the plan from 
the standpoint of stripping down 
a model now in promotion to the 





How to cut a space problem down to 
size in automatic transmissions 


oe size within practical 
and economical limits is all- 
important in designing your new 
automatic transmission. 


Timken bearings will help you 
save space in two ways. First, their 
tremendous load-carrying capacity, 
due to the line contact between the 
rolls and races, permits the use of 
minimum sized bearings. Second, be- 
cause their tapered roller construc- 
tion carries both thrust and radial 
loads, separate thrust bearings or 
washers are unnecessary. Designs 
may thus be simplified, shafts made 
shorter and more rigid, transmission 
housings smaller and more compact. 


Timken bearings help in other 
ways, too. By holding shafts in per- 
fect alignment, they keep gear teeth 
in closer mesh. Their tapered con- 
struction permits precise adjustment 
during installation, so that wider 
machining tolerances may be allowed 
on surrounding parts. 


LOOK AT DIFFERENTIAL MOUNTINGS, 
FOR EXAMPLE. In millions of cars and 





trucks Timken bearings at this vital 
point have proved their ability to 


TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 





stand up under heavy loads and high 
speeds, giving dependable, trouble- 
free service for the normal life of the 
vehicle itself. Pinion shafts, wheels, 
double-reduction axles and steering 
parts are other applications. 


Feel free to call upon our engineer- 
ing facilities for help and informa- 
tion. In Detroit, phone TRinity 
5-1380. Or write The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable address: ‘‘TIMROSCO”. 


NOTE TO P. A.'s Because every step of the manu- 
facture of Timken bearings is controlled within 
our company... because our vast manufacturing 
facilities are widely dispersed... you will find 
the Timken Company a supply source of out- 
standing reliability. 





NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C—> BEARING TAKES RADIAL AND THRUST —-@)— LOADS OR ANY COMBINATION “Oe 


there is the question of knowing 
whether the buying public will ac- 
cept it in mass numbers. Consumcr 
surveys have indicated the public 
will not go for a car which is 
minus many of the gadgets and 
details which have come to be 
practically standard now, and ali 
of which add to costs. 

There is one field where some 
thought might be directed and that 
is in respect to merchandising, and 
here we tread on dangerous 
ground. At any rate, the suggestion 
has been made as to the feasibility 
of developing a “special” model 
which would not conflict with any 
now presently produced and which 
would be retailed on a different 
basis than at present. 

After all, it is argued, in the 
volume market does the retailer 
spend $400 in effort and invest- 

ment to sell a $1,600 car? Might 
he not be willing to handle a 
“price” job selling at $1,200 and 
take only $100 profit? This would 
leave the manufacturer $1,100 
net instead of $1,200, which 
might be whittled out of the 
specifications, and the dealer, to 
realize his $400 former profit, 
would just have to sell four times 
as many cars, at the same time 
setting up for himself a possible 
quadrupling of service revenue. 

There is no indication of any 
definite thinking along the above 
lines by any manufacturer, but the 
idea has been kicked around by 
some of the parts suppliers. The 
only catch is that under present 
conditions, manufacturers could 
not acquire sufficient parts and 
materials to permit the stepped-up 
assembly schedules which such a 
“price” car would entail. 


+ . * 


Castings Decline 


A PERCEPTIBLE easing in busi- 
ness has been noted by a num- 
ber of gray iron castings plants 
around the country, most of theni 
not directly connected with the 
automotive industry. Several fac- 
tors account for the downswing, 
which as yet has not reached seri- 
ous proportions generally. 

For one thing, replacement parts 
business has dropped off, not only 
in automotive lines, but in such 
fields as refrigerators and other 
home appliances. Beyond that, in- 
ventories of castings for current 
production are in good shape and 
advance buying is being trimmed. 

The machinery builders are not 
buying castings in anywhere near 
the former volume. There is defi- 
nite concern being expressed by a 
number of foundrymen over the 
current lull; they hope it is only 
temporary. 





AC Gets Lease OK 


On Milwaukee Plant 

MILWAUKEE. —A lease has 
been approved by the WAA of a 
large plant to the A.C. Spark 
Plug division of General Motors, 
for a term of not more than five 
years, it was announced here. 

The plant was originally the 
Wisconsin assembly plant of 
Ford Motor Co. During World 
War I the plant was doubled in 
size and was used by A. 0. 
Smith Corp. for the production 
of landing gear for planes. It is 
announced that A.C. will use the 
plant for the production of air 
force equipment. 
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Airfoam cushions the rider 








AUTOMOTIVE NEWS, NOVEMBER 22, 1948 


|| Whats under the great new 1948 ride? 







Super-Cushions soften the road 


1948's new cars give the most comfortable ride 
America has ever enjoyed. 

How come? 

Vastly improved automobile engineering is one 
big reason, of course. But we’re proud that two 
great Goodyear developments have played a ma- 
jor part in creating the softest ride on wheels. 

They are—Super-Cushion tires and Airfoam 
seat cushions. 

Almost overnight, leading car makers adopted 
Super-Cushions. This sensational new low-pres- 
sure tire puts more air between rider and road. 





THE GREATEST NAME 


GooD 





More air inside smooths out bumps, jolts and 
shocks—both sideways and up-and-down. 

And Airfoam’s popularity is growing so fast, 
Airfoam seat cushions are rapidly becoming stand- 
ard equipment on the new cars of all price classes. 


People just float on Airfoam—on millions of 
tiny air-cushions that soak upshock and vibration. 
This frothy foam of super-soft latex air-bubbles 
restfully conforms to the human shape. 

Yes, air can be the softest thing on earth. So 
Goodyear “‘trained”’ air and put it to work for 
superb riding comfort in Super-Cushion and Air- 
foam—and better business for you! 


IN RUBBER 





FIRST WITH ADVANCED PRODUCTS YOUR CUSTOMERS WANT! 


Super-Cushion, Airfoam T,.M.— The Goodyear Tire and Rubber Company 
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Postwar Look Marks °49 Super, iattuaeae b.6 
Buick Dealers Show 2 New Lines Friday 


(Continued from Page 1) 
1949 models. Cadillac’s initial an- 
nouncement was made a month ago, 
while Oldsmobile, Pontiac and 
Chevrolet are due in the next two 
months, 

Buick’s 11 new models include 
nine redesigned Super and Road- 
master cars. A new addition to the 
Roadmaster line is the two-door, 
six-passenger Riviera, a solid-top 
custom coupe which resembles a 
convertible but has more extensive 
glass area and an all-steel, non- 
lowering top. It will be placed in 
production next spring. 

Ivan L. Wiles, successor to Har- 
low H. Curtice as Buick general 
manager, emphasized the more 
than 100 mechanical improve- 
ments in the 1949 Buick Super 
and Roadmaster cars, 

“In addition to being re-styled 
from bumper to bumper,” Wiles 
said, “these cars have been designed 
to include the newest engineering 
advances to provide even greater 
riding comfort, easier handling, ex- 
tra safety features and a more out- 
standing performance.” 

7 +. 


SAID that Buick’s present 

Special series will be continued 
unchanged. An entirely new Spe- 
cial series, for which tooling already 
has been released, will be intro- 
tomy “sometime in late spring,” he 


Buick’s Dynaflow automatic trans- 
mission, introduced in the 48 Road- 


has prompted us to design a new 
torque-converter transmission tai- 
lored specifically to the Buick 
Super engine,” Wiles said. “At 
the same time Buick has enlarged 
production facilities to supply the 
new drive in greater volume.” 
Compression ratio and horsepower 
rating of the Buick Super valve-in- 
head engine have been stepped up 
to 6.9-1 and 120 h.p. respectively, to 
accommodate the Dynaflow trans- 


: 


oe 





HYDRAULIC VALVE LIFTERS—Here's a view 
of Buick's hydraulic valve lifters designed te 
keep all 16 valves in Buick's Fireball vaive- 
in-head straight eight engine correctly set 
and silent. Valve clearance is kept at zero, 
and seating is precise, the company states. 
Tappet noise is eliminated, even during en- 
gine warm-up. The valve lifters are standard 
equipment on 1949 Buick Super and Road- 
master models equipped with Dynaflow drive 
transmission. 


mission. Dynaflow Roadmaster en- 
gines have a 6.9-1 compression ratio 
and 150-h.p. rating. 

Chief Engineer C. A. Chayne said 
that Buick’s overhead valve engine 
is “structurally sound” for better, 


_. |higher-octane fuels when they are 


rear seat. A new foot . 
to assure full legroom for rear-seat 
even when 


front seat is moved 


masters last January, will be stand- 
ard on 1949 Roadmaster models and 
optional equipment on Super series 
cars. It also will be available as op- 
tional equipment on the new Special 
series next year. 

“Public demand for Dynaflow 


Car Sales Firm 


Despite Election, 
Ahrens Reports 


DETROIT. — Little effect upon 
automobile sales by the national 
election is reported by Don E. 
Ahrens, general sales manager of 
Cadillac, who is now on a nation- 

de tour announcing Cadillac’s 
1949 models. 

Stocks of 1948 models have been 
cleared in preparation for a com- 
plete sampling of dealers with the 
new models by the end of the 
month, Ahrens said. 

Unfilled orders for the 1949 Cadil- 
lac now stand at approximately 
114,000, he added. Cadillac produced 
52,070 of its 1948 models in a nine- 
month production run. 


Byers Resigns 
Crosley Post 


CINCINNATI.—William C. Byers, 
sales manager of Crosley Motors 
since July 7, 1947, has resigned, it 
was learned last 
week, 

Byers entered 
the auto business 
27 years ago as a 
retail salesman 
with E. Stienhart 
Co. in Indianap- 
olis, and has 
served in several 
sales capacities 
for various manu- 
facturers. His suc- 
cessor at Crosley 
has not been announced as yet. 











generally available to motorists. 
* . 


+ 
Cte MAJOR design and engi- 
neering improvements in the 
1949 Buick Super and Roadmaster 
models include: 

1. A new, sturdier “turret top” 
body by Fisher of “unisteel” con- 
struction, with thicker section door 
posts, more extensive use of “dou- 
ble-walled” construction and an X- 
type frame. 

2. An entirely new drive-centered 


els |instrument panel in which all in- 


struments and push-pull controls 
are located on the left side. Dials 
are recessed to minimize possible 
reflection. The clock reset and ad- 
justment are in an easily accessible 
position. 

8. Self-adjusting hydraulic valve 
lifters said to keep valves cor- 
rectly set and silent, eliminate 


: 


ROOM FOR LUGGAGE—Here's a view of 
the roomy luggage compartment in the 1949 
Super sedan. Greater accessibility to the 
compartment also has been achieved by new 
concealed trunk lid hinges which hold lid up 
without side braces. Hinges are counter- 
balanced so that lid lifts more easily. The 
luggage compartment on Super and Road- 
master sedan models now is lighted auto- 
matically when the trunk door is opened. 


tappet noise and maintain engine 
power and efficiency. 

4. Installation of precision-type 
replaceable connecting rod bearings 
having greater durability. 

5. New, concealed box-type hinges 
which permit front doors to swing 
out clear of the body and increase 
door openings from 75 to 90 degrees. 

6. Use of spring-set door checks 
and hold-opens that enable easier 
opening and more positive hold- 
open of doors. 

7. A new heating and ventilating 
unit with 25 percent larger core for 
greater heating capacity and an 
outside air inlet increased propor- 
tionately. Thermostatic - regulated 
heating is controlled by a knob on 
the instrument panel. 

8. Three-inch wider front seats, 





more headroom and three inches 
more legroom in the rear-seat 
compartment. New footrests, in- 
corporated into the floor instead 
of in back of the front seat, are 
designed to assure full legroom 
even when the front seat is 
moved back, 

9. Use of single-unit design rear 
lamps contoured into the afteredge 
of the rear fenders. Each lamp now 
combines the functions of stop light, 
tail light, directional signal and re- 
flector. Built-in back-up lights are 
standard on Roadmaster cars and 
optional on Super models. 

10. The new, streamlined one- 
piece, side-hinged hood is now 
latched from inside the car. Handles 


'|for opening the hood from either 


side are mounted on each side of 
the instrument panel. 
+ 


* * 

DDITIONAL CHANGES include 

a new AC low restriction-type 
oil filter to provide clean oil for the 
rocker arms and valve mechanisms; 
a@ new resonance-type muffler; new 
batteries with extra capacity and 
longer life; installation of a master 
fuse box accessible from under- 
neath the instrument panel or from 
the engine side of the dash; new 
ignition coil which eliminates radio 
interference, and an accelerator 
pedal-rod bellows to seal out engine 
compartment heat. 

Buick claims that its riding qual- 
ities have been further enhanced in 
1949 Super and Roadmaster cars. 
This has been achieved, it is stated, 
by lowering the front and rear coil 
spring rates for a softer ride and 
by changing the calibration of 
shock absorbers to produce better 
balance with spring action. 


Hendrixson, Cook 
Named by Nash 
To Lotz Posts 


DETROIT. — H. C. Doss, sales 
vice-president of Nash, has an- 
nounced the appointments of R. M. 
Hendrixson as parts and acces- 
sories manager and W. A. Cook as 
service manager. 

Hendrixson and Cook succeed H. 
A. Lotz, formerly director of parts 





W. A. Cook 


and service, who has resigned on a 
leave of absence because of ill 
health. 

Doss also announced the appoint- 
ment of R. R. Compton as eastern 
regional manager; R. M. Neyhart 
as sales promotion manager; M. S. 
Andersen as Minneapolis zone man- 
ager, and A. H. Clark as Seattle 
zone manager. 

Hendrixson, formerly zone man- 
ager in Minneapolis, becomes parts 


'} and accessories manager with head- 


quarters at Detroit, and will be as- 
sisted by R. J. Molloy. The former 
occupied various sales and service 
posts with Chevrolet during a 10- 
year period ending in 1944, when he 
joined Nash. 

Cook previously had charge of 
fleet sales and also will headquarter 
at Detroit. In his new position he 
will be assisted by D. L. McLellan. 
Cook entered the automobile busi- 
ness in 1929 with Ford. 

Compton, who 
succeeds James 
W. Watson, joined 
Nash in 1940 as a 
district manager 
at Charlotte, N.C. 

Neyhart, pro- 
moted from as- 
sistant sales pro- 
motion manager, 
joined Nash in 
: 1947. 

Andersen, who 
m. A. Eats succeeds Hendrix- 
son, was formerly zone manager at 
Seattle. He started with Nash in 
1940 as a regional business man- 
ager. 

Clark was promoted from assist- 





ant zone manager at Seattle and|° 


succeeds Andersen. 








Buick Unwraps Its '49 Package 
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NEW LOOK FOR BUICK CONVERTIBLE—Here's the new Buick Super convertible for 1949, 
completely re-styled and streamlined from bumper to bumper. Note the flowing full-length 
fenders with functional chrome ‘'venti-ports'’ for cooling the engine compartment, full-vision 
curved windshield, one-piece wrap-around bumpers and a spacious luggage compartment. 
The lower, wider grille and distinctive hood are aimed to contribute to Buick's styling 
individuality. Overall length of all 1949 Buick Super and Roadmaster cars is reduced three 
inches to facilitate parking and storage. All | Buick convertibles have hydraulic push- 
button controls to_raise or lower the top, adjust the front seat and raise or lower ali 
windows. Buick's Dynaflow drive transmission is standard equipment on 1949 Roadmaster 
models and optional on Super series cars. 





INTERIOR VIEW OF BUICK SUPER SEDAN—New, soft-spring seat cushions and extra-wide 
three-passenger seats are said to provide "“easy-chair” comfort. room is three inches 
greater in the rear seat of Buick's 1949 Super and Roadmaster models. 





SOLID-TOP CUSTOM COUPE—One of Buick's new 1949 models is the Riviera, a solid-top 
two-door custom coupe which is scheduled for production in late spring. The Riviera, which 
will be built only on Buick's Roadmaster chassis, offers the appearance of a convertible but 
has extensive glass area and an all-steel top. 









BUICK'S ESTATE WAGON HAS ALL-STEEL TOP—A new estate re with full-length 
steel turret top, steel doors, and all-steel center pillars is offered by Buick in its 1949 Super 
and Roadmaster lines. The estate = is lower, wider and roomier and features full-length 
fenders, full-vision curved windshield and wrap-around bumpers. Extra luggage space is 
provided by locating the spare tire under the luggage compartment floor. Public display 
of the new Buick models will begin in dealer showrooms Nov. 26. 


DRIVER-CENTERED PANEL—This entir 
Roadmaster models. All instruments and 
eadily accessible to the driver. Instru 
lare in the windshield and eurvouading 
@ clock re-set and adjustment knob is 


Siew instrument section marks 1949 Buick Super and 
push-pull controls are on the left side of the pane!, 

"ere recessed and indirectly lighted to eliminate 
panels during on driving. Another feature is that 
on the face of instrument. 
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Also Sees Millions in Gas Wasted. . . 


AAA Renews Criticism) 


Of Auto Industry 


SAN ANTONIO.—American Auto- 
mobile Assn. spokesmen renewed 
their: criticism of dealers, service 
shops and auto makers at the 46th 
annual meeting of the organization 
here last week, 

It was charged by E. Ray Cory, 
Austin, Minn., chairman of the AAA 
committee on consumer relations, 
that: 

1. Many dealers continue to 
load cars with unwanted acces- 
sories; they refuse to make a deal 
unless a trade-in is offered, and 
then give an allowance hundreds 
of dollars below the going market 
value, 


2. Modern car styling is adding to 
the cost of automotive repairs; 
what used to be a simple matter of 
fender straightening has become a 
major body repair job. 

3. The motoring public is becom- 
ing increasingly dissatisfied both 
with the cost of repair work and 


with the quality of work being per- 


formed by many garages. Chaotic 
conditions in the new-used car 
markets are continuing to prove a 
source of major resentment on the 
part of the motoring public. 

Cory pointed out that inflation 
has a double impact on the motor- 

ist and there is danger that hun- 
dreds of thousands of motorists 
will be priced off the highway, 
and out of the automobile mar- 

kets. 

Other highlights of the conven- 
tion: 

1. A statement that motorists are 
wasting millions of dollars a year 
through unnecessary purchases of 
premium fuel while the great ma- 
jority of today’s cars are designed 
for regular gasoline. 

2. A warning that wholesale at- 
tempts to raise gas taxes will be 
made next year, with 44 legislatures 
due to meet. 

3. A request that the 15 percent 
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in many instances wearing out 
more rapidly than they can be re- 
placed.” 

Stinchcomb warned that they 
could expect wholesale attempt. 
to raise gasoline tax rates next 
year when 44 of the state legis- 
latures will be in session. 

To cope with these problems, 
Stinchcomb recommended the es- 
tablishment of highway study com- 


_ }|mittees in every state to make a 


OLD FAITHFUL FEDERAL—Charles V. Slusser, 71, and his ancient Federal truck have been 


doing farm work together for more than 32 
using it continuously ever since. 


ears. 
Slusser and his son use the truck for hauling wheat and as a 


He bought it new in 1916 and has been 


service truck for tractor and combine operations in and around Waterville, Wash. With a 


joverned s 
+ is a Model S12, capaci 
its original Eiseman magneto. 


federal transportation tax be re- 
pealed. 

William A. Stinchcomb, Cleve- 
land, chairman of the AAA’s high- 
way committee, told motor club 
delegates that, in general, the na- 


of 13 m.ph., the truck still covers 60-75 miles a day, according to Slusser. 
3 tons, powered by a 30-h.p. Continental engine, and still sports 


tion’s postwar highway improve- 
ment program has been accelerated 
considerably during the past year. 
“Yet,” he said, “the nation’s high- 
ways, roads and streets remain to a 
large extent congested and obsolete 





Ly 
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“We want the magazine that gets to 
the most of our better customers,” 


— say automotive dealers. 


No other magazine reaches so many 
of the better farm families 





Farm Journal 


BIGGEST—in 


the country 


WITH 2,650,000 SUBSCRIBER FAMILIES 


FARM JOURNAL, INC. . 


GRAHAM PATTERSON, PRESIDENT 


ale publishers of PATHFINDER — AMERICA’S 2nd LARGEST NEWS MAGAZINE 





thorough study of road needs, out- 
line a program of improvement and 
to develop methods of financing 
that will bring about needed high- 
way modernization with the costs 
equitably distributed among the 
various beneficiaries and without 
putting a confiscatory tax burden 
on the highway users. 
Congressional action to repeal the 
15 percent federal transportation 
tax was urged by J. J. Cavanagh, 
chairman of the AAA’s all-inclusive 
travel committee. He attacked the 
tax as “a harsh and unnecessary 
burden on the American traveling 
public.” The levy was enacted dur- 
ing the war to discourage travel, 
but remains in force “for no appar- 
ent reason,” he said. - 
Wm. G. Bryant, chairman of 
the association’s National Tour- 
ing Board, said that requests re- 
ceived by motor clubs for infor- 
mation on camping and campsites 
were higher than at any time 
since the ’20s, when the “tin-can 
tourist” was a feature of the 
American travel scene. 
Anticipating this trend, the de- 
nartment more than a year ago in- 
structed its corns of field reporters 
to search for good-quality overnight 
sccommodations. As a result, Bry- 
ant reported, more than 1,000 new 
hotels and motor courts have been 
added to the AAA accommodations 
directory. which lists only those 
niaces that have met the test of 
first-hand inspection by AAA field 


Taking Off 


K-F Reports Postwar Cars 
Give Flying Feeling 


WILLOW RUN. — Kaiser-Frazer 
experimental engineers reported 
last week that atmospheric pres- 
sures within a fast-moving auto- 
mobile of streamlined postwar de- 
sign are eouivalent to that of ‘an 
airplane 85 to 100 feet from the 
ground. 


This discovery was made in a 
series of tests to determine exactlv 
what happens to air currents and 
pressures when a car is traveling 
at high speeds. 

Using a 12-unit Manometer to 
measure air pressure at various 
inside and outside points, the en- 
gineers found that streamlining 
was the determining factor creat- 
ing differentials between interior 
and exterior air pressures. 


At 85 miles an hour, they report- 
ed, Kaiser and Frazer cars regis- 
tered low interior pressures equiv- 
alent to an altitude reading of 85 
to 100 feet. Identical tests with cars 
of traditional prewar design re- 
corded “altitudes” on the average 
of only 25 to 30 feet. 

Further research showed that 
the difference was due to fender 
and body protrusions of the less 
streamlined models which created 
sufficient air turbulence to lower 
the exterior pressure. 





Midway Motors 
Midway Motors, Inc., Smithfield, 
N. C., has been organized with cap- 
ital stock of $100,000 to engage in 
the automobile business. Principals 
are Chester Starling, T. J. Jordan 
and Pearl Starling. 
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Match the power and appeal of 





your new models by presenting 


Percentage of expenditures placed in each 
Chicago newspaper by retail advertisers. 
First 9 months 1948 


50.7% 18.1% 16.6% 14.1% 0.5% 
CHICAGO PAPER PAPER PAPER PAPER 
TRIBUNE B c D E 


Retailers who have continuous, first hand, day to day knowledge of how 
Chicago reads and responds place in the Tribune more of their pro- 
motion funds than they place in all other Chicago newspapers combined. 





Chicago Tribune Representatives: W. E. Bates, Penobscot Bidg., 


Detroit 26; A. W. Dreier, 810 Tribune Tower, Chicago 11; E. P. Struhsacker, 


220 E. 42nd St., New York City 17; Fitzpatrick & Chamberlin, 

155 Montgomery St., San Francisco 4; also 448 S. Hill St., Los Angeles 13. 
MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., 
FIRST 3 MARKETS GROUP, AND METROPOLITAN SUNDAY 
NEWSPAPERS, INC. 





You increase the power of your Chicago promotion when you make plain your 
enthusiasm for your new models by featuring them in dramatic newsprint color 
in the Chicago Tribune. By stepping up with color the proved effectiveness of 
the full newspaper page, you get peak attention and response from an audience which 
includes the bulk of the new car prospects in Chicago and suburbs. 


In addition, with newsprint color in the Tribune, you vitally strengthen 
the regional impact your promotion makes in hundreds of midwest cities 
and towns in which Tribune circulation is a powerful factor in building 
consumer favor and dealer support. 


To get full-market enthusiasm for your new cars in the important 
Chicago territory, advertise them in Chicago Tribune newsprint color. 
Ask your advertising counsel or a Tribune representative to show you 
how you can use this powerful technique to expand your consumer franchise. 


CHICAGO TRIBUNE 


THE WORLD'S GREATEST NEWSPAPER 


October average net paid circulation: Daily, Over 980,000—Sunday, Over 1,625,000 
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Committee to Continue 
Monopoly Investigation 


By William Ullman 
Washington Correspondent 


* * 
bee HOUSE Committee on Small Business held hearings | J.8 Million Idle 


last week on allegedly monopolistic and unfair trade prac- 

tices turned up in its investigations this year. 
Heading the list of witnesses was Thurman Arnold, 
former government trust buster, who presented recom- 
© 


mendations for strengthen- 
ing the nation’s anti-trust 
laws. 

Rep. Wright Patman of Texas, 
creator of the committee and co- 
author of the Robinson-Patman act 
to protect small business, announced 
the committee will continue its work 
in the next Congress. 

Patman was the group’s first 
chairman, from 1941 until January, 
1947, and will succeed the present 
chairman, Rep. Ploeser of Missouri, 





was defeated for 


reelection. 

. 7 . 
Revenue 
Surplus 

NGRES- 
SIONAL tax 


experts chortled 
last week that a 
$323,000,000 rise in 
federal revenue 
reported for July, 


when the House returns to Demo-| August and September supports 
cratic control in January. Ploeser! their forecast of a surplus for the 








present fiscal year. The experts in- 
terpreted this increase in the face 
of the $4.5 billion Republican tax 
reduction as “confirmation” of their 


estimate of $44.3 billion total reve- 


nue for the fiscal year. 

In this they disagreed with the 
forecast made by President Truman 
on Aug. 15 that revenue for the 
fiscal year would decline to $40.6 
billion as a result of what he called 
“the ill-timed tax reduction of last 
spring.” 


Less than 2,000,000 persons are 
out of work and there is no imme- 
diate prospect that the figures will 
grow much larger, according to a 
Census Bureau spokesman. 

The latest available figures, he 
said, show that 1,899,000 persons 
were without jobs. That, he 
pointed out, is very low when it is 
considered that total employment 
is bumping along at 60,312,000, 
close to the alltime high. 

Incidentally, the Census Bureau 
defines an unemployed person as 
one who wants a job and is looking 
for it. Kr 


* 
Different Sweepers 


GCG. DEWEY certainly was right 
when he announced during the 
Presidential campaign that there 








IN HISTORIC GETTYSBURG, PA.—Gienn Bream recently opened <n Motors (Chrys- 
ler-International) with 080 Gilbert the first 


@ first-day attendance 


of about 4, 


s. Crabill, 


customer to purchase a car from Bream when he was with Urich Motor Co., was a speaker 


at the opening-day ceremony. 


would be a “housecleaning” in|were going to lose control of Con- 


Washington after the election. 


gress, says O’Leary, the Republican 


There will be, but not exactly the | leaders had set out to change Sen- 


kind he had in mind. First sweep- 
ing will take place on Capitol Hill 
when about 1,000 jobholders in- 
stalled by the Republicans will be 
replaced by Democrats. 

* * * 


Filibustering Curb? 

NE DECISION the Democrats 

will have to make soon after 
they take over Senate control in 
January is whether to go forward 
with plans the Republicans were 
working on to try to curb filibuster- 
ing, according to Jerry O’Leary, po- 


ate rules in January, to clear the 
way for passage of the civil rights 
program, 

There is still nothing to prevent 
the Republicans from advocating 
new methods of limiting Senate 


move originating on the minority 
side would get nowhere unless the 
new Democratic leaders give it 
the go signal. 
Most of the Democrats from out- 
side of the South will be for the 
civil rights program as much as the 


litical reporter for the Washington | Republicans will be for it. The di- 


Star. 
Before they had any idea they 








FRANKLY, 


WE’RE GLAD WE’RE PUTTING ON 





WEIGHT! 





Laugh if you will, but we happen to 
know that our new silhouette is the 
height of fashion; in fact, it was de- 
signed by some of Boston’s smartest 
department stores. They’re the ones 
who are responsible for The Boston 
Globe’s sensational 566,867 gain in de- 
partment store linage during the first 
nine months of this year . . . twice the 
1948-over-1947 increase of all other 
Boston newspapers combined! 

Because department store merchan- 
dise and advertising managers are just 
as smart about people as figures, they 
make it their business to know what 
kind of readers each newspaper attracts 
as well as how many. And the above 


figures definitely indicate they think 


Globe readers are pretty swell . . . the 
kind of people who are quick to re- 
spond to department store advertising 
. . . quick to pay their sizable monthly 
bills. 

If you’re a national advertiser who 
knows a good thing when you see it, 
you'll take your cue from these local 
big-space buyers. And chances are you, 
too, will soon discover that Globe 
readers “are pretty 
swell” that 
Boston’s best read 
is also Boston’s 
best buy! 


The Boston Globe 


MORNING e 


EVENING - 


SUNDAY 


National Representatives: Cresmer & Woodward, Inc., New York, San Francisco, Los Angeles Osborn, Scolaro, Meeker & Co., Chicago, Detroit 





lemma they face, however, says the 
Star reporter, is that any early 
move to force a decision on the civil 
rights program would tend to widen 
the breach which occurred in Demo- 
cratic ranks in this election. 

There have been definite indica- 
tions that Democratic leaders would 
like to close that breach, at least in 
Congress, aside from whatever the 
Democratic National committee 
may decide to do about the Dixie- 
crat revolt. 

One of the civil rights proposals 
most opposed by the Southerners is 
that for a permanent FEPC. 


Industrial Safety 
ARKED PROGRESS toward 
the solution of the problem of 
industrial accidents was achieved 
during the President’s Conference 
on Industrial Safety held here a 
few weeks back. 

In the course of the conference, 
seven committees held sessions 
and on the final day gave prelimi- 
nary reports. These seven com- 
mittees will continue to function 
and follow through with pro- 
grams they set up for themselves 
in their preliminary reports. 

To this end they will hold meet- 
ings during the winter and, in turn, 
make reports on their accomplish- 
ments at a further meeting of the 
conference, which is scheduled to 
take place in Washington March 
23-25, 1949. 


Ancient but Useful 

OVERED BRIDGES, familiar 

landmarks of serene country 

roads, are still an important factor 
in our country’s transportation sys- 
tem. A recent study by the Ameri- 
can Road Builders’ Assn. reveals 
that those favorite spooning sites 
for grandma and grandpa have 
more than proved their worth, both 
economically and through records 
of service. 

Favorite subject of landscape 
painters and a delight to amateur 
and professional photographers, 
these antiques of the road have 
by no means passed their prime 
of usefulness, the ARBA learned 
in its survey. 

Improvements in their construc- 
tion have come about through the 
years, but the roofing of the bridge 
to protect the timbers has con- 
tinued in practice. 


FWD to Resume 
Heavy YU Model 


CLINTONVILLE, Wis.—An- 
nouncement has been made by 
Four Wheel Drive Auto Co. here 
that it has decided to return to 
its regular line a truck which was 
standard throughout World War 
II. 

This is the YU, rated at 28,000 
pounds gross vehicle weight. The 
model has been redesigned, how- 
ever, and will have an all-steel 
safety cab. It has 10 speeds for- 
ward and two in reverse through 
a new auxiliary transmission which 
is optional. 

This model can haul a heavy- 
duty trailer and can also be equip- 
ped with a snow plow, the com- 
pany said. This size is also suitable 
for a five-cubic-foot dump body 
for hauling materials and heavy 
machinery. 
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Reform schools are being improved 
.»» because women acted! 


WOMEN WERE SURPRISED AND SHOCKED when they learned of the sordid, often brutal 
conditions that exist in many of America’s so-called “reform” schools. COMPANION 
article “Is This Reform?” drew requests for thousands of reprints from readers all 
over the country ... was used by scores of civic-minded individuals and organizations 
as a spearhead to clean up conditions in their communities. 


The COMPANION is outstanding in the service field for its ability to rouse readers and 
get action. And this dynamic quality is clearly demonstrated in all departments of 
the COMPANION, as the reports below clearly prove! 


KNOW-HOW HEADQUARTERS! —In 1947 COMPANION 
mail bags disgorged more than $10,000 worth of orders 
for booklets from COMPANION Crochet and Embroi- 
dery departments alone! These booklets are priced at 
just a few cents each. COMPANION readers know 
exactly where to look for how-to-do! 


WOMAN’S HOME 


THE MAGAZINE OF PERSONAL SERVICE, 


YOU'LL MEET MORE LADIES! — Latest Starch visibility 
report, based on full page black-and-white and color, 
show the COMPANION buys more readers per 
advertising dollar than any other book in the entire 
women’s service field. Still more proof that the 
COMPANION is today’s biggest service buy! 


Monthly Circulation More Than 3,850,000 


YOUTH IS SERVED!—Lloyd Hall Reports for the first 
eight months of 1948 show that the COMPANION 
leads the women’s service field by wide margins in 
the editorial linage devoted to children and beauty. 
The COMPANION has first claim on young women in 
the midst of the “buying years!” 


COMPANION 


HOME SERVICE, PUBLIC SERVICE 





16 
Canadians Fear 
Tire Rationing; 


Start ‘Mild Rush’ 


OTTAWA, Ont.— Although the 
Canadian government here has 
made it clear that the defense pro- 
gram will not involve any rationing 
of tires at present, it is learned that 
there is a “mild rush” for tires on 
the part of motorists in some parts 
of Canada, fearing that in face of 
denials on the part of officials ra- 
tioning may be around the corner. 

Dealers also state that customers 
seem to fear that prices of tires 
may rise and they are getting an 
extra supply just in case of such a 
development. 

In general, it is clear that rumors 
about possible stockpiling by the 
authorities and price changes are 
responsible for a heavier demand 
for tires than would have been the 
case otherwise. 


A. E. Bledsoe Co, (Nash) has 
leased for 10 years a 10,000-square- 
foot building at 2914-16 N. Grand 
Bivd., St. Louis. 
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LUMITE DIVISION, Chicopee Manufacturing Corp. 
47 WORTH STREET, NEW YORK 13, N. Y. 





T. Everson. The car was purchased | license 7D-21. 
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LEAD MICHIGAN USED CAR DEALERS—Shown at their meeting in Detroit last week are 
the officers and directors of the Michigan Used Car Dealers Assn. Left to right, standing: 
Don Swarthout, Battle Creek; Leonard De Verna, Jackson; Grant Kinch, Kalamazoo; Sid 
Savage, Detroit; Harold Ackerman, Lansing; H. J. Van Welt, Pontiac; A. J. Oster, Detroit; 
Howard Bailey, Adrian, and Frank Kowaik, Detroit. Seated: Marty Barrar, Detroit; Bert 
Baker, Detroit; Jack Geller, Detroit, treasurer: Yale Simons, Detroit, president; Martin D. 
McCollum, Flint, vice-president; Russell A. Malrick, Detroit, executive secretary, and Leo 
Solomon, Saginaw. 


°42 Plymouth Sought | by Roy Davenport, 26, against 
| whom a warrant has been issued. 

BOULDER, Cclo.—Recovery of a|When last seen, Davenport was 
dark blue 1942 Plymouth coupe, | traveling in the car with his wife 
motor number P14-61272, is being| and small baby. The license plate 
sought by Motor Market of Long-|on the car when turned over to 
mont, according to Sheriff Arthur; Davenport was Colorado dealer’s 





seat covers of 


22, 1948 | 
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DETROIT. — Tighter licensing 
laws for used-car dealers are 
among the objectives adopted by 
the board of directors of the Michi- 
gan Used Car Dealers Assn., it was 
announced last week by Russell A. 
| Malrick, executive secretary. 


Tighter Licensing Act 
Proposed by MUCDA 


|the tax which goes to support the 
| state highways while the individual 
| seller is not required to collect it. 
|Claiming that this is discrimina- 
tory, McCollum said that the impo- 
sition of the transfer tax will net 
the state millions of dollars each 


Other legisiative aims an- | Yr. 

nounced for the coming year in- Revisions in the licensing laws 
| clude a law making it mandatory sought by the association would 
for a junk dealer to actually require that each licensee be a 
scrap a car sold to him as junk resident of the state for one year, 
instead of making repairs and re- that he have 2,000 square feet of 
selling the “junker” as transpor- property devoted to the display 
tation. of used cars exclusively and that 
| At the suggestion of Martin D.{ 2 building of at least 100 square 
McCollum, of Flint, vice-president | feet be used for his office. 

of the association, the directors; In addition, a licensee must have 
also resolved to ask the legislature|a garage on the property or a 
to impose a transfer tax of 3 per- | working agreement with a garage 
cent on all sales of automobiles | for the servicing of automobiles. 
from individual to individual. Mc- | “The association feels that while 
Collum pointed out that a pur-/the restrictions set forth will not 








PETPROOF: 


No wonder 


sell so fast! 


chaser of a car from a dealer pays | handicap any legitimate used car 
. ; — dealer, they will help protect the 
public from the fly-by-night or 
‘curbstone’ operator,” said Yale 
| Simons, president. 

- +. ” 


| 
| $13,560 Sales Tax Suit 


| Names St. Louis Dealer 


| $T. LOUIS.— Raymond Massud, 

president of Massud Motor Co. 
| (used cars), 1805 S. Twelfth Blvd., 
|here, was named defendant in an 
|}attachment suit filed by the state 
|of Missouri for the nonpayment of 
| sales taxes totaling $13,560. A writ 
of attachment was issued by Cir- 
cuit Judge Robert L. Aronson in 
| the suit for delinquent taxes under 


/a jeopardy assessment. 


| The suit charges that Massud 
failed, neglected and refused to 
make and file correct returns and 
remit taxes, although he filed re- 
turns for the period involved, Feb. 
| 8, 1946, to July 18, 1948. It is alleged 
by the state director of revenue 
|that Massud failed to report the 
|full amount of the sales taxes he 
owes the state. The $13,560 repre- 
|sents a tax of $8,002, penalties of 
$2,000 and interest of $3,558. 


| Albany Dealers’ Complaints 


| Result in Theft Charge 

| ALBANY, N. Y.—A Poughkeep- 
|sie used-car dealer, Joseph Lomio, 
| 32, was held in Rensselaer county 
| jail on charges of being the selling 












LUMITE 






Make the extra profits of seat 
cover sales with every new and 
used car. Feature seat covers of 
LUMITE, the new miracle woven 
plastic that is setting new sales 
records, month after month. . . 
year after year. 


Amazingly Tougher - Scuffproof 

Stainproof - Easy To Clean 

More Comfortable - It “Breathes” 
Glove-Snug Fit—For Life! 


Insist on LUMITE when you order 
seat covers from your supplier. 
Write LUMITE DIVISION, Chico- 
pee Manufacturing Corp., 47 
Worth Street, New York 13, N. Y. 
for free samples and facts. 
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agent for a hot car ring. He was 
arraigned in Troy police court on 
|two grand larceny charges and 
| waived for grand jury action. He 
¥- : 

| is on bail from Queens felony court 
|in connection with similar charges 
|in New York City. 


| Complaints against Lomio were 
| filed by John Karl, of Karl Motor 
| Sales, and Stanley Goldbaum, man- 
| ager of Nemith Auto Co. The com- 
| plainants said they purchased cars 
| from Lomio and later learned they 
had been stolen. 

New York City police charged 
| the ring had stolen 11 cars in Troy. 
| * + * 
| Toledo Dealers to Hold 


| Yule Party Dec. 16 


TOLEDO.—The Toledo Used Car 
Dealers Assn. will hold its annual 
Christmas party Dec. 16 at the Villa 

| Nite Club in Michigan, on State 
| Route 25 just three miles north of 
| Toledo. 

Carl Marker, president of NUCDA, 
will be the main speaker. The party 
starts at 6 p.m. and includes dinner, 

| prizes and entertainment. It is stag. 
* + + 


Ohio Organizational Parley 
Is Set for Nov. 27-28 

COLUMBUS, O.— Dates for the 
organizational meeting of a state 
used-car dealers association in Ohio 
have been changed to Nov. 27-28. 

It is hoped that a set of by-laws 
can be adopted and a board of trus- 
tees elected on the second day. Or- 
ganizers say that the danger of ad- 
verse legislation from the new Con- 
gress points up the need for a state 
| organization, 


Arbor Motors Formed 
A business name has been filed in 
{the Erie county clerk’s office for 


| Arbor Motor Sales, 1140 Bailey Ave., 
| Buffalo, by George H. Arbogast. 
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STREAMLINED OPERATION—J. B. Coffey, Inc. (Lincoln-Mercury), Lowell, Mass., 
the opening of its new showrooms with a 12-page section in a local newspaper. 


celebrated 
James 


B. Coffey is president and treasurer of the concern. 


Texas Shop Wins Appeal 
In Suit Over Repair 


AMARILLO, Tex.—A garage ov- 
erator’s promise to put forth his 
best efforts to repair a vehicle is 
quite a different thing than his 
promise to put such a vehicle in 
“good working condition,” accord- 
ing to a ruling handed down here 
by the Court of Civic Appeals. 

This opinion was set forth by 
Justice Stokes in reversing a judg- 
ment by a lower court which 
awarded damages to J. D. Barnes, 
a truck owner, against Martin R. 
Manzer, garage operator. 


Plaintiff Barnes contended that | 
he entered into a verbal agreement | 


with the defendant in which the 
latter agreed to put Barnes’ truck 
in “good working order.” 

Manzer claimed that he agreed 
only to use the best" efforts _of 


; ee Shifts 
Two Executives 


In Chicago Staff 


DETROIT.—Two changes in the 
executive staff of the Chicago of- 
fices of Chevrolet have been an- 
nounced by T. H. Keating, general 
sales manager. 


F. D. McKitrick moves into the | 


assistant regicnal managership left 





F. D. McKitrick 
vacant by the death of J. L. Burns, 
while J. K. Swisher succeeds to Mc- 
Kitrick’s former post of zone man- 
ager. 

McKitrick is a veteran Chevrolet 


4d. K. Swisher 


representative who first joined 
Chevrolet forces in Chicago as zone 
truck manager. He later became 
regional truck manager and for 
three years was an assistant truck 
manager at the Central office in 
Detroit. McKitrick also has been 
a zone manager in Omaha and 
Memphis. 

Swisher most recently was na- 
tional sales promotion manager. In 
addition to sales promotion experi- 
ence in Kansas City, Wichita and 
St. Louis, he was an assistant zone 
manager in Memphis and St. Louis, 
city manager in St. Louis and zone 
manager in Omaha. 


DeWitt Joins Mohr 


Henry V. DeWitt, former assis- 
tant manager of sales and mer- 
chandising for Dayton Rubber Co 
and southwestern regional man- 
ager for the company from 1945 
through 1947, has been appointed 
truck sales manager for Mohr} 
Chevrolet Co., Dallas, Tex. 






spotlight 
for 
1949 
FORDS 


Company 


New Haven, Conn 


which he was capable to repair 
| the truck. 

The jury found in favor of 
Barnes when the court refused to 
submit the defendant’s special is- 
sue to the jury as to whether or 
not he had agreed to repair the 
truck “in a workingmanlike man- 
ner.” 

The higher court ruled that the 
defendant was entitled to have the 
jury rule on this point and re- 
versed the judgment and remanded 
the case. 





Handsome New Center Alemiter holds every 
pump and hose you need to service a car. Keeps 
them handy and clean in a single, compact unit. 


This New Center Alemiter with individual pump 
control handles 3 air-operated 100-lb. size barrel 
pumps, high and low pressure. Keeps oil, grease, 
water and air hose neatly coiled on covered reels, 


| 
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Ti ire Shipment L Decline 
Is Called Seasonal 


NEW YORK. — Manufacturers’ 


| shipments of passenger casings de- 


clined in September to 5,530,848 
units from the August total of 


| 6,575,964 casings, the Rubber Man- 





ufacturers Assn. said last week in 

its regular monthly report. The 

drop was described as seasonal. 
With production of passenger 


|easings holding steady during the 
|month at 5,740,418 units compared 
| with 5,768,614 the previous month, 


inventories rose 5.16 percent to 
7,462,765 at the end of August. 

A similar trend was evident in 
truck and bus casing shipments, 
which declined 7.10 percent to 
1,169,488 in September against 
1,258,919 units in August. Produc- 
tion of truck and bus casings was 
down 1.66 percent to 1,174,108, com- 
pared with 1,193,942 the previous 
month. 


With shipments exceeding pro- | 


duction, the association said truck 
and bus casing inventories were in- 


et 


handy and ready for instant use. 


Spring-Operated Reels give even tension on hose 
lengths up to 20 feet. Just pick the hose you want and 
walk over to the car. Stop, and the reel locks auto- 
matically. No back-pull to fight while the hose is in 
use. Reel retracts hose after slight tug releases the 


lock—just like a window shade. 


New Triple Pump Hoist by 
Alemite pumps lubricants di- 
rectly from 100-lb. drums to 
lift or pit. No more heavy, 
dirty lifting or disconnecting 
of hose to replace empty 
drums. Just open the air con- 
trol valves and the pumps 
and pump tubes rise high 
enough to change barrels. 
Close the air valve and the 
pumps lower automatically 
into operating position. 
Sturdy one-piece cover keeps 
dirt and grit out of lubricants. 



































creased to 1,957,080 units, an in- 


crease of 3.56 percent over the Au- | 
| gust figure of 1,889,777 casings. 


Shipments of automotive tubes 


were down 10.37 percent in Sep-| 


tember to 6,200,044 against 6,917,140 
in August. Tube production de- 
clined 6.74 percent to 6,191,462 com- 
pared with 6,638,552 the previous | 
month. 


Republic Steel 
Leases Furnace 


In Alabama 


WASHINGTON. — Republic Steel 
Corp. signed a 10-year lease with 
the WAA last week to operate the 
government-owned blast furnace at 
Gadsden, Ala. 

Jess Larson, WAA administrator, 
said the lease was dated Jan. 1, 1948, 
and contained options to renew ; for 





~ Service More Cars Fe Faster without waste or mess! 


co 
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install this 


“Could you 
dash? I think it would be nice to 
| have an accurate clock in my car 
| for a change!” 


in m y 


| additional five-year periods, the ag- 
|gregate of the original lease and 
| extensions not to exceed 25 years. 
Republic also has an option to buy 
| the furnace and attendant facilities. 

Both Larson and Henry J. Kaiser, 
Kaiser-Frazer chairman, had urged 
Republic to continue operating the 
Gadsden furnace. Their appeal was 
made after WAA leased the govern- 
ment-owned blast furnace in Cleve- 
land to K- F. 





New Individual Pump 
Control knobs turn air 
pressure on or off, as 
desired. No built-up 
pressures during the 
day or overnight. Indi- 
vidual red lights signal 
“on” or “‘off”’ position. 
Adds service life to 
hose and equipment. 





a 


Easy to Install! This compact, streamlined 


unit is shipped completely 


assembled. Just con- 


nect air and water lines and it’s ready to use. 
The Center Alemiter attracts customers and 
operators, alike. Beautifully finished in white 


baked enamel with black 












i 
| Anatcer Praduet of 
j 


STEWART 


po 





Chicago 14, 


base. 


Overhead Hose Reels. 
Compact reel units for 
ceiling installation hav- 
ing from | to 8 spring- 
operated hose reels. 
Saves floor space and 
puts every type hose at 
arm's length, handy for 
service yet out of the 
way when not in use. 
Special 4-roller guides 
prevent wear and tear 
on hose. Each ree! holds 
up to 20-foot hose 
length. Sturdy steel 
cases finished in white 
baked enamel. 


For complete details contact your 
Alemite Jobber or write directly to 
Alemite, 1878 Diversey Parkway, 


Illinois. 


ALEMITE 


Uabiedling Equjtmeni” 
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Labor Department Clarifies New Law .. . 


Rules of Reemployment of Draftees 


WASHINGTON. — Since the re- 
employment rights of persons in- 
ducted into the armed forces under 
the Selective Service Act of 1948 
must be respected by all employers, 
the following statement has been 
issued by the Department of Labor. 

Section 9 of the act provides the 
rules on separation from the armed 
forces and the reemployment rights 
of those who have terminated their 
periods of service. It says, in effect: 

1. In general, the rights of service 
men and women to be reemployed 
in the jobs they leave to join the 
services are similar to those that 
prevailed under the old Selective 
Service Act, but with a few impor- 
tant 


2. Reemployment rights are appli- 
cable to Army, Navy, Air Force, 
Marine and Coast Guard personnel, 
including members of women’s com- 
ponents, now integrated into the 
regular armed forces. Rights under 
the new act do not extend to per- 
sonnel of the Merchant Marine. 

3. ‘Persons who satisfactorily com- 
plete their periods of training or 
service are entitled to be restored 
to their former positions (other than 
temporary positions) on application 
for reemployment within 90 days 
after being relieved from such train- 
ing or service or from hospitaliza- 
tion continuing after discharge for 
not more than a year and may not 
be discharged from such restored 
position without cause within one 
year after restoration. 

4. The employe must be restored 
to his former position if he is still 
qualified to perform the duties 
thereof or to a position of like 
seniority, status and pay. 

5. If the employe is not qualified 


to perform the duties of the position 


U.S. Finds 58% 
Break Pay Law 
In Three States 


CLEVELAND. — Fifty-eight per- 
cent of the wholesale establish- 
ments in Ohio, Michigan and Ken- 
tucky inspected during fiscal year 
1948 had violated one or more of the 
major provisions of the Fair Labor 
Standards Act during the two years 
covered by the inspections, William 
S. Singley, regional director of the 
Wage and Hour and Public Con- 
tracts divisions, U.S. Department of 
Labor, reported here. 

The major provisions of the act 
are those requiring the payment of 
a minimum wage of at least 40 
cents an hour and payment of time 
and a half the regular rate of pay 
for all hours over 40 in a workweek, 
and that restricting the employ- 
ment of child labor. 

-four percent of the 756 es- 
tablishments inspected in the three 
states had run afoul of the overtime 
provision, 4 percent had violated the 
minimum wage provision and 1 per- 
cent the child labor provisions. 

“Violations of the overtime provi- 
sion resulted primarily from the 
practice of paying a flat salary 
without regard for the number of 
hours worked,” Singley said. “It is 
erroneous to assume that a worker 
is exempt from the overtime provi- 
sion of the act simply because his 
employer pays him on a salary 
basis. The duties of an employe as 
well as the amount of salary must 
be considered in determining the 
applicability of exemptions.” 


1.730.000 Autos 
On Mich. Roads 


DETROIT.—A total of 1,730,000 
passenger cars will be registered 
in Michigan during 1948, it was 
estimated last week by the Auto- 
mobile Club of Michigan. This is 
8.3 percent above the 1,597,137 total 
for the state in 1947. 

“While the number of cars on 
the road increases yearly, facilities 
for the motorist are pretty much 
Richard 
eral man- 
ager, said. Worst deficiencies in 
Michigan he named as road build- 
ing and repair, off-street parking 
facilities and tourist accommoda- 
tions. 

Harfst recommended that Michi- 
gan’s next legislative session adopt 
the road program which has been 


by reason of disability sustained 
during his term of service or train- 
ing in the armed forces, then he 
must be restored to such other posi- 
tion, the duties of which he is quali- 
fied to perform, as will provide him 
like seniority, status and pay or the 
nearest approximation thereof. 

6. No duty rests on the employer 
if his circumstances have so 


changed as to make it impossible 
or unreasonable to reemploy the 
employe. 

7. The employe should be restored 
without loss of seniority and is en- 
titled to participate in insurance or 
other benefits offered by the em- 
ployer pursuant to established rules 
and practices relating to employes 
on furlough or leave of absence in 


effect with the employer at the time 
the employe was inducted. 

8. Reemployment rights are appli- 
cable to enlistees and reserve per- 
sonnel as well as to persons who 
may be inducted. Although persons 
may not be inducted within 90 days 
after June 24, 1948, the effective 
date of the new draft act, those vol- 
untarily enlisting or called to active 
duty subsequent to that date are 
entitled to reemployment rights and 
benefits conferred by the act, sub- 
ject to certain limitations on length 
of service. 


9. The Bureau of Veterans’ Re- 





— 


employment Rights in the Depart- 
ment of Labor has the responsibil. 
ity for assistance in connection with 
reemployment rights. 

Employers, ex-servicemen and 
others interested may obtain infor. 
mation on reemployment rights 
from the field or area offices of the 
Bureau of Veterans’ Reemployment 
Rights, U.S. Department of Labor, 
at Boston; New York City; Wash- 
ington; Philadelphia; Pittsburgh; 
Atlanta; Cleveland; Detroit; Louis. 
ville; Chicago; St. Paul; Kansas 
City; Denver; Dallas; San Fran- 
cisco; Los Angeles, and Seattle. 





ADVERTISEMENT 


FIRE INSURANCE 


Franchised Automobile Dealers 


An address delivered before the Minnesota Automo- 
bile Dealers Association, in the Grand Ballroom of 
the Radisson Hotel, Minneapolis, on Oct. 12, 1948. 


by 
RICHARD T. CANNON 


UNIVERSAL UNDERWRITERS 
Kansas City, Mo. 


There are many kinds of insurance necessary for the 
well managed dealership. Nevertheless, let us put FIRST 
things first and talk about protection against Fire—a 
hazard that is potential 24 hours every day. 

Fire is a hazard that can destroy and take away from 
you overnight the investment and income you have spent 
years in building. Every year 43% of the firms severely 
damaged by fire never resume operation. 28% quit busi- 
ness within 3 years. An adequate and well written fire 
insurance program could have saved these business fa- 
talities. 

You have two things to protect against fire: 

1.—Your physical assets consisting of buildings, con- 
tents, leasehold improvements and automobiles. 

2.—Profit lost while out of business plus the over- 
head expenses until you resume operation. 


INSURABLE VALUES 


In considering insurance on your property you must 
first determine your insurable values. This is the basis 
on which Fe buy insurance. 

Many dealers feel they have adequate insurance, but 
they neglect to consider the increased cost of buildings 
today. Appraisal Company records show that from Jan- 
uary 1, 1947, to March 1, 1948, construction costs 
throughout the country have increased 25% to 30%. 

Also, in determining contents values, many dealers 
neglect to consider the increased cost of machinery and 
equipment. Another important fact often overlooked to- 
day is that the physical inventory of parts and accessories 
will exceed the book value. You should have an accurate 
physical value inventory of parts and accessories. Insure 
on this basis. 

This subject of first determining your values also 
applies to your used cars, which most dealers take into 
book inventories at cost. Today this is not always a 
true picture of the actual value of the automobile and 
if the car is stolen or burned you will collect only the 
value you have reported. 

Here are the important fire coverages applicable to 
your business. 


BUILDING INSURANCE 


FIRST your fire insurance policies on your buildings 
should have the EXTENDED COVERAGE ENDORSE- 
MENT attached. This protects property against the 
perils of windstorm, explosion, smoke damage, falling 
aircraft, vehicles and damage resulting from riot or 
civil commotion. 

TWO—frequently check the insurance carried on the 
building as it relates to present day values. 

When practical it is wise to have an appraisal made 
by a reputable appraisal company. Have the appraisal 
checked and brought up to date annually to avoid a 
penalty under the operation of the coinsurance clause, 
which most building policies contain. 

Coinsurance provides for a lower rate if you maintain 
at all times an amount of insurance equal to an agreed 

rcentage of the value of the property at the time of 
oss. If you neglect to maintain this agreed amount of 
insurance you will collect only that proportion of the 
loss which the amount of insurance carried bears to the 
amount you agree to carry. 

THREE—make sure you are receiving the lowest 
possible rate consistent with the hazards. The fire rates 
applicable to your property are established by your state 





- rating bureau, following a careful and detailed inspec- 


tion of the premises. 

Determine from the bureau what charges can be 
eliminated and what additional credits are available for 
improvements. This can be done by writing the bureau 
direct or by giving your insurance carrier a “Letter of 
Authority” to the bureau. 

It is unwise to request the bureau to re-rate your 
property before you definitely know that some charge or 
exposure has been eliminated, which would reduce the 
rate. 

FOUR—Insurance written for a term of three or five 
years results in a saving of either one-half or one 
annual premium. 


*INSURING CONTENTS 


CONTENTS INSURANCE should be written to cover 
the hazards of fire and extended coverage. There are 
several ways of insuring the contents values. The most 
desirable way depends upon the individual type of 
operation. 

When the value of parts, accessories, tires, oils, fix- 
tures and equipment amounts to $20,000 or less it would 
most likely be desirable to have a specific policy covering 
all of these items. 

This specific policy can be written only for a term 
of one year, unless the bureau authorizes a three or five 
year term policy. A rate credit may be obtained by using 
a coinsurance clause. If so, be sure the amount of in- 
surance carried is equal to or in excess of 80% or 90% 
of the total value. 

When total inventory exceeds $20,000 there is the 
indication your merchandise values will fluctuate from 
month to month. Consequently, to assure adequate cover- 
age at all times, a merchandise reporting form policy 
should be considered. This provides the lowest possible 
rate and by reporting 100% of your merchandise values 
each month you are never over-insured nor under-in- 
sured. This policy would be written for a maximum 
amount of insurance sufficient to cover peak values dur- 
ing the 12 month period. The premium deposit is based 
on 75% of the maximum amount. 

At year end your actual premium earned is deter- 
mined by averaging the monthly reports. Thus you are 
refunded or charged for the difference between deposit 
premium and actual premium earned. 

If the merchandise reporter is used, then your fixed 
assets consisting of Furniture, Fixtures, Machinery, 
Equipment, Betterments and Improvements to leased 
property (if any) should be insured for a specific 
amount sufficient to meet the coinsurance requirement 
selected. You may have this policy written for a term 
of three or five years and save either one-half or an 
annual premium. 


AUTOMOBILE REPORTING FORM 


Next is your AUTOMOBILE REPORTING form pol- 
icy. This operates in the same manner as the merchan- 
dise reporting form, for you report 100% of values at 
each location monthly. A deposit premium is made at 
the beginning of the year and the earned premium is 
figured after you have filed your 12 monthly reports. 
This policy can be written to cover the hazards of fire, 
theft, tornado-hail and collision. It is highly important 
to list each storage location in the policy and provide 
a sufficient maximum limit at each location. 

It is the purpose of automobile reporting form poli- 
cies to cover all company owned automobiles, trucks, and 
tractors, which are not otherwise specifically insured, 
such as new cars under a floor plan arrangement or 
individual automobiles on which you carry a specific 
policy. 

Dealers often forget to report service cars, wreckers, 
parts delivery panels and demonstrators. Check with 
your bookkeeper to make sure these values are reported 
properly. Ordinary insurance channels only permit re- 
porting your cars at cost and this is your measure of 
recovery in event of loss. 


GARAGE KEEPER’S LEGAL LIABILITY 


Another hazard in dealership operation is your 
LEGAL LIABILITY for damage to customers’ cars. 
Very few states impose liability upon the garage opera- 
tor for cars held while being stored or repaired. How- 
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Pes oe | APT Conclave Hears Charges rr 


CHICAGO. — Two speakers, ad- 
dressing a forum on “Planning and 
Paying for Highways” sponsored by 
the American Petroleum Industries 
committee at the institute’s 28th an- 
nual meeting here last week, took a 
' clout at diversion and increased 

highway user taxes. 
BLOCK OF SERVICE—New GMC branch, Seattle, Wash., is designed primarily to conden The speakers, Dr, Charles L. 


fast truck service. Fully equipped with testing machines, twin-post lifts and minimum Dearing, high ialis 
k- g, highway spec it of the 
posts in main service r, it is sufficiently open and roomy to handle the largest truc B Scions Institution, d Alex- 





ander Fraser, president of Shell 
Union Oil Corp. and chairman of 
the Automotive Safety Founda- 
tion, also assailed the administra- 
tive imperfections of the states in 
highway financing. 

Dr. Dearing discussed present and 
future problems of highway con- 
struction in the light of past expe- 
rience and challenged the “assump- 
tion” that the road system can be 





tractor train without difficulty. 





ADVERTISEMENT 





ever, this will not prevent the customer or his insurance 
company from suing you for negligence. Therefore, this 
policy is called GARAGE KEEPER’S LEGAL LIABIL- 
ITY insurance, and is not to be confused with your 
Garage Liability insurance. 

A customer’s car damaged or destroyed in your place 
of business does not necessarily mean you are legally 
liable. However, the policy will defend suits brought 
against you as a result of a customer’s claim and will 
pay the customer for the damage if proved you are legally 
liable. This coverage may be written for fire, explosion, 
and theft, but does not cover loss of personal effects 
stolen from customer’s cars or damaged by fire. 


BUSINESS SUSPENSION INSURANCE 
You can protect your profits with USE & OCCU- 
PANCY insurance, sometimes called Business Suspen- 
sion Insurance or Business Interruption Insurance. 
Actually they mean the same; i.e., loss of profit by not 
being able to occupy or use your building or contents. 
In addition to this loss of profit, certain overhead 
expenses will continue until you get back into business, 
such as salaries of employees (it is important to continue 
wages of valued employees in order to hold your organi- 
zation together), Advertising, Taxes, Legal and Auditing 
Expense, Interest on Indebtedness, etc. 

There are several different ways of writing insurance 
to cover this loss. 

1. Through your local agent or broker you may obtain 
a 50% gross earnings form, insuring on the basis of 
50% of GROSS EARNINGS. In event of loss you collect 
the gross earnings not earned, less charges and expenses 
including wages of employees not necessarily continuing. 
- The other is a two item form which reimburses you 
or: 

A. Net profits prevented from being earned. 

B. Essential fixed charges and expenses including 
payroll of key employees that must continue dur- 
ing any period of suspension. 

Under both items (1) and (2) you purchase insurance 
subject to a coinsurance clause, which means purchasing 
insurance on the earnings of your entire operation. 


VALUED BUSINESS SUSPENSION 


A third form of Use and Occupancy insurance for 
the factory franchised dealer is UNIVERSAL UNDER- 
WRITERS VALUED BUSINESS SUSPENSION IN- 
SURANCE. This coverage is designed exnressly for the 
automobile dealer. It is written for a flat GUARAN- 
TEED AMOUNT per day and does not contain a coin- 
surance clause. You insure for onlv that amount per day 
you anticipate in advance vou will lose. 

Universal Underwriters does not recommend insuring 
the profits derived from the new and used car depart- 
ments. You will not suffer an appreciable loss of profit 
from these departments if your building is destroyed. 
Cars can be sold from used car lots so there is no need 
to purchase profits insurance on this division of your 
business. This leaves only the profits from the parts and 
service department, salaries of employees plus other 
expenses vou feel would continue. By not having a coin- 
surance clause in UNIVERSAL UNDERWRITERS Busi- 
ness Suspension policy vou need not insure to a stipulated 
percentage of your U & O value. 

The “Theme Song” of this meeting stresses methods 
of increasing the efficiency of your operations and there- 
bv increasing NET PROFITS. Your Directorate felt it 
fitting that some mention be made of the facilities and 
SAVINGS available to the factorv franchised automo- 
bile dealer through UNIVERSAL UNDERWRITERS. 

UNIVERSAL UNDERWRITERS was organized in 
1922 hy a group of 89 automobile dealers. They knew 
their fire insurance rates were too high, and it was un- 
just to rate them in the same class with an ordinary alley 
garage. Their buildings were above average construction, 
they had greater investments than the ordinary repair 
shop and were under a certain amount of factory super- 
vision. all of which meant fewer fire losses. Consequently, 
they could achieve remarkable savings by insuring among 
themselves under a participating plan. 

Their faith and foresight has well rewarded Auto- 
mobile Dealers. UNIVERSAL UNDERWRITERS has 
returned more than $7,000,000 to its policyholders. In 


27 years the percentage of fire premium saved has never 
been less than 30%. 

Your insurance cost is as much a part of your over- 
head expense as light, heat, taxes, rent, etc. Any item of 
overhead that can be safely reduced increases your net 
profit. A $200 saving on insurance cost means increasing 
not your gross but your NET PROFIT $200. Consider 
the fact that in normal times a dealer’s net profit is less 
than 2% of his Gross Sales. In other words, a $200 
saving in insurance cost is the equivalent of selling 
$10,000 worth of goods or services. 

Economy is not the only advantage of insuring with 
UNIVERSAL UNDERWRITERS. Our Committee of 
Trustees, consisting of dealers like yourselves, serve 
without compensation and meet twice yearly to discuss 
forms of fire insurance coverages applicable to the 
authorized dealership. This background of experience is 
the reason Universal Underwriters can provide their 
dealers with broader and more adequate forms of in- 
surance protection. 


BROADER PROTECTION 

To cite a few of the broader forms you obtain ONLY 
through UNIVERSAL UNDERWRITERS, let me men- 
tion the automobile reporting form policy. Under the 
ordinary policy you are required to list every location 
with a maximum amount of insurance at each location 
you store automobiles. Then you are given a specified 
amount of coverage at other locations not listed. BUT 
this outside coverage is good only for 48 hours after 
the commencement of use of that location. After that 
period you do not have coverage at the unnamed loca- 
tion, unless you have notified your insurance carrier 
and the new location is endorsed on your policy. 

You know, that in the ordinary course of business 
you occasionally neglect to notify your insurance com- 
pany of a car stored at some temporary location. That’s 
why Universal Underwriters provides $5,000 outside 
coverage at ANY UNNAMED LOCATION in the United 
States or Canada, and this outside coverage has no time 
limit. 

Under the standard policy, a dealer must have an 
open lot endorsement attached to cover the theft of 
automobiles stored or displayed on open lots or un- 
roofed space. However, the open lot endorsement pro- 
vides for $25.00 to be deducted from the loss if the entire 
car is not stolen. 

When dealers insure with Universal Underwriters, the 
open lot endorsement is unnecessary. Consequently, the 
$25.00 is not deducted from any total loss or pilferage 
claim. 

Another definite advantage in insuring with Univer- 
sal Underwriters is this: Dealers may report cars, at 
cost plus an agreed percentage which increases the 
insurance closer to the actual value of the car. Payment 
in the event of loss is made on the basis of reporting. 


TRICK AND DEVICE 

All of you have heard of the prospective customer 
who gains possession of an automobile by false pretense 
and steals the car. This is known as trick or device and 
the ordinary insurance policy will not protect you. 

UNIVERSAL UNDERWRITERS, however, provides 
policyholders, when it is desired, with a Trick and 
Device endorsement that covers the theft of an automo- 
bile regardless of how it is stolen. This covers any trick, 
device, misrepresentation and even a forged check. 

You can readily see there is a definite advantage to 
be gained by “INSURING WITH YOUR CLASS.” UNT- 
VERSAL UNDERWRITERS, through years of specialized 
experience, is best qualified to provide the automobile 
dealer with broader forms of protection at the lowest 
possible cost. , 

Universal Underwriters is on a most friendly and 
cooperative basis with your NADA, and with all of the 
state and local organizations with whom it is our privilege 
to be acquainted. 

We will be glad to make a thorough review of the 
entire insurance program of any authorized dealer, with- 
out cost or obligation. The Universal Underwriters will 
plan a fire insurance program so that in the event of 
loss, sufficient revenue will be available to replace the 
property, and to assure continuation of profits during 
the period of reconstruction. 
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Speakers Condemn Diversion 


modernized simply by increasing 
highway user taxes and federal 
highway aid. 

Reviewing the abuses which ap- 
peared in highway finance during 
the ’30s, abuses to which he attrib- 
uted the deterioration of the road 
system during that period, Dr. Dear- 
ing asserted that “trends in post- 
war taxation and administration re- 
veal no evidence that any forthright 
attack has been made” against the 
dissipation of highway funds. 

He added that “failure to re- 
move the source of the trouble in- 
vites the application of palliatives. 
Thus, two recent developments: 
the reappearance of toll roads in 
this country and the unprece- 
dented expansion of federal aid 
represent efforts to secure mod- 
ernized facilities by resort to finan- 
cial expedients,” which he de- 
scribed as unsound and ill-advised, 

“The constant and effective pres- 
sure applied to the federal Congress 
by state highway officials for un- 
precedented increases in federal aid 
is, in my judgment, primarily moti- 
vated by an effort to escape the 
consequences of unsound user taxa- 
tion at the state level,” Dr. Dearing 
declared. 

He condemned the excessive shar- 
ing of state highway user tax reve- 
nues with local units of government, 
and said that through such “mis- 
application of user funds” the mo- 
torist was “becoming permanently 
encumbered with the obnoxious 
practice of ‘tie-in’ selling.” 

Through such “tie-in” selling, he 
explained, the motorist is required 
to pay with his taxes for roads that 
he does not want in order to get 
the roads he actually needs. 

“In the field of private busi- 
ness,” he continued, “such prac- 
tices flourish only in times of 
critical shortages. But in the 
case of highways, where the serv- 
ice is provided by government 
Sogiain .oce be Goimmaned omy ty 

can e o y 
political action or organized con- 
sumer resistance. Neither of these 
forces has yet become sufficiently 
powerful” to correct the unsound 

— in highway finance, he 


Fraser, in an address entitled 
“The Highway Challenge,” called 
for sound, long-range highway 
planning. 

“That would be the easy way, but 
we know that it is not the sound 
way,” he declared. “Often, and re- 
cently too, we have seen the gaso- 
line taxes increased by one or two 
cents per gallon with no improve- 
ment in our street and highway sit- 
uation. 

“Sometimes this is caused by out- 
right diversion of highway reve- 
nues, but inefficient administration 
and political dispersion also syphon 
away large sums from the road 
users. Results can be satisfactory 
only with good administration of 
funds, regardless of the amount of 
revenue.” 

As a means of meeting the high- 
way challenge of the times and 
providing steady and serviceable 
road development, Fraser pro- 
posed “long-range comprehensive 
planning.” 

He saw “considerable promise” in 
the creation of state highway study 
committees, responsible to the state 
legislatures. Such committees, he 
said, should include representatives 
of highway user organizations along 
with other groups and interests. 

In discussing the history of high- 
way policy and finance in the U.S., 
Fraser said that, as a result of un- 
sound and mistaken practices in 
this field, the rate of highway con- 
struction declined after 1930, and 
“we have never since equaled the 
1930 rate of roadbuilding.” 


With regard to the present sit- 
uation in highway development, 
‘he asserted that last year “$2,300,- 
000,000 was appropriated for high- 
way and street maintenance and 
construction in the U.S. The full 
effect of this program has not yet 
been felt, however, since construc- 
tion contracts have lagged far be- 
hind the approved money for the 
program. Plans have constantly 
been foiled and frustrated by lack 
of manpower, materials and 
equipment.” 


English Ford Outlet 


Lonoke Motors, Lonoke, Ark., 
has announced its appointment as 
distributor of English Fords. 





20 


AUTOMOTIVE NEWS, NOVEMBER 22, 1948 _ 


Dealers, Makers Use Emergency Methods .. . 


Ontario Power Cuts Hit Auto Industry 


By James Montagnes 


Staff Correspondent 


|worst in southern Ontario, which | 
|has probably the cheapest electric 


TORONTO, Ont.—Frequent daily | power on the continent. 


electric power cuts throughout in- 
dustrial southern Ontario are caus- 
ing considerable confusion through- 
out all branches of the automotive 
industry. 

In a survey, this Automotive 
News correspondent learned that 
every automotive manufacturing 
plant, dealer and garage is meet- 
ing the problems individually. 
There is no centralized merhod 
used to combat the shortages. 

The trade associations, such as 
the Canadian Automobile Chamber 
of Commerce, the Federation of 
Automobile Dealers Assns. of Can- 
ada and the Garage Operators Assn. 
of Ontario, are keeping in close 
touch with the Ontario Hydro Elec- 
tric Power Commission to see to it 
that the automotive industry is not 
discriminated against in favor of 
other industries. 

While electric power shortages 
are prevalent throughout North 
America, they are probably at their 


The Ontario power shor-age is 
officially announced as due to: 1. 
Lack of power construction dur- 
ing the war; 2. Lack of rainfall 
this year and snow last winter, 
thus depleting water reserves, and 
8. Exceptional wartime and post- 
war industrial expansion requir- 
ing increasing amounts of power. 

In most cases, the survey shows, 
dealers, garages and gasoline sta- 


tions, are unable to carry on busi- | 


ness in the usual manner during 
the various power cut periods of the 
day. These power cuts vary with 
each district from half-hour to 
three-hour periods daily. 

Some operators are now installing 
emergency power plants, gasoline 
driven or Diesel engine powered, 
and these emergency plants are in 
use during the time the electric 
power is off. 

Large manufacturers have their 
own power plants or are on a 
quota basis which allows con- 


THERE IS AN 


tinuous operating time as long as ff 
the plant stays within its quota. 
| Quetas are set by the Ontario 
| Hydro Electric Power Commis- 
| sion or the local hydro-electric 
| power commission in the com- 
| munity. 
| The power regulations call for no | 
advertising lighting and only a bare | 
|minimum in show windows. Dis- 
| play windows, for example, may be 
| lighted only during actual business 
| hours, and then only 10 watts for 
|each foot of frontage. 
Offices are limited to two watts 
| per square foot, and shops to one| cuts, since gasoline sales can not 
watt per square foot. Parking lots | be made by electrically-operated 
are limited to 10 watts per 100) pumps during the power cuts, 
square feet while open for business, For lighting purposes many of 
used-car lots to the same during|the garages and gasoline stations 
business hours and half that | are using battery-operated lamps of 
amount after business hours. | various types, while the old-fash- 
Service stations may use a 25- |ioned coal-oil lamp has _ been 
watt bulb to illuminate the pump | brought out of the storeroom and 
dial, and in addition only 40 watts | attic. 
per pump during business hours. A number of dealers and some 
Many gasoline station operators | used-car-lot operators have their 
are now looking for hand-oper- | own emergency lighting plants in 
ated pumps ¢o use during power | now, primarily for operating adver- 
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FOR EVERY PURPOSE 


Ashton brackets the 
ton to 10 tons 


ranging from 2 
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Ashton Wrecker 


Equipment is the choice of men who know and 


operate 


power wreckers 


Every Ashton model is 


engineered and built to provide utmost dependa 


bility, maximum 


safety 


ease of operation, ex 


ceedingly long life and notable economy 


ASHTON POWER 
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1701 W. Lafayette 
Detroit 16, Michigan 
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IN THE X-RAY DEPARTMENT—Some of the reasons why Hudson's new convertible brougham 
| provides exceptional strength and rigidity can be seen in this phantom view of the car, the 
a Use of new structural features incorporated for the first time in convertible 
construction, together with the inherent rigidity of the new Hudson's all-steel Monobilt body- 


uce a convertible model with greater overall 


rigidity and smoother, safer riding than had heretofore been possible, the company adds. 


tising signs and lighting show win- 
dows. These brightly lit stores and 
car lots stand out in the otherwise 
somber street scene in Ontario 
cities, 

Some dealers have been fortu- 
nate enough to purchase emer- 
gency power plants in the past 
year, taking the lesson of last 
winter’s limited power cuts to 

heart. These dealers also are able 
to keep operating their garages 
full time during the power-cut 
periods. 

There has as yet been no tendency 
|towards longer hours at garages 
and service stations in Ontario, and 
no local by-laws on closing time of 
| these businesses have as yet been 
| changed. 

While in some cases work is 
stopped entirely in the garage, in 
|others other work is done which 
|can be done outside, such as car 
| washing. There has as yet been no 
change in employment, some oper- 
|ators losing out on work of em- 
| ployes on a flat weekly pay. 
| Illumination of store windows 
jand advertising signs has been 
| stopped in southern Ontario since 
|about mid-September, while actual 
power cuts on a daily basis have 
been in effect since mid-October. 
As an example of the frequency 

of these power cuts, in Toronto, 

second largest city in Canada 
with upwards of 800,000 popula- 
tion, there are two daytime one- 
hour cuts and one evening cut of 

45 minutes, Monday to Friday. 

The power is off at different 
times for different parts of the city 
in morning and afternoon, and 
| from 7 to 7:45 p.m. throughout the 
| city. Street lights, traffic lights, 
transportation system and hospitals 
are not affected by power cuts, but 
| these power users are on a quota 
| system. 

Heavy fines are in the regulations 
for infractions of the power restric- 
|tions. Householders are not re- 
| quired to use any minimum amount 

but are asked to conserve power to 
the utmost. 
| Electric space heaters are out for 


| 


the duration of the power shortage, 
| which is expected to last all winter 
jo for the next two winters. 


MEWA Parley 
‘Keyed to Fight 
Monopoly Threats 


CHICAGO.—With a warning that 
“concentration of power in govern- 
ment, business and labor presents 
a supreme challenge to the Ameri- 
can people,” the annual Motor & 
Equipment Wholesalers Assn. con- 
vention program will feature ways 
and means of preventing such a 
threat. 

A preview of the program for the 
convention to be held Dec. 3-4 at 
the Stevens hotel here, just prior to 
the Automotive Service Industries 
show on Navy Pier, elaborated on 
the theme of concentration by stat- 
ing: 

“It menaces the freedoms upon 
which our nation has grown great. 
Meeting that challenge is the ut- 
most test of our genius as a free 
people. 

“Dictatorial controls over other 
people’s businesses in the automo- 
tive industry exemplify this menace 
of unbridled power. 

“Can the unbridled power that 
threatens our liberties be demol- 
|ished? There is a way.” 

The statement ends with a prom- 
ise that the solution will be pre- 
sented at the annual MEWA meet- 
| ing. 


Ford Cites Gary Motor 


Gary Motor Sales, Inc., Gary, Ind., 
| is the first Lake county Ford dealer 
to get a Four-Letter Dealer award 
| from Ford Motor Co, 
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“PEOPLE'S CARS''—These small models with low gas eonsemation were shown at the car 


exhibition in Prague, Czechoslovakia. 


One type displayed was the Minicar, whose designer, 


Rudolf Vykoukal, also built the Koda _Minor cars. 


Sued Reseller 


Sues Dealer 


MEMPHIS.—An alleged new-car 
reseller sued by Union Chevrolet 
for $500 damages has filed a cross 
bill asking $1,500 damages. A jury 
trial was asked by Vivian B. Good- 
win in her counter-suit. 

Mrs. Goodwin - claimed that the 


For UTMO 


° Any way you look at it... the answer is the 


| six-month resale option she signed 
with Union Chevrolet is void be- 
cause “it is not supported by any 
consideration, it lacks mutuality 
and because it is for a penalty. She 
said dealership officials told her 
the $500 penalty for resale clause 
was “routine and not binding.” 





William Uliman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every _ week. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
N EMPLOYE cannot sue and 
get damages from his employer 
for an injury unless the testimony 
shows that the injury resulted from 
negligence of the employer. How- 
ever, this is not the law of the 
state workmen’s compensation act. 

For illustration, in Employers 
Assn. v. Hierh, 207 S. W. (2d) 178, 
it was shown that one Hierh was 
employed as an attendant in a 
service station. He sold gasolinc, 
oil and miscellaneous merchandise, 
patched tires, serviced and re- 
paired automobiles. 

At the time of his injury Hierh 
was smoking and carrying a cup 
of gasoline to a customer. The 
gasoline exploded while the cup 
was in his hands and before the 
fire was extinguished he was se- 
verely burned. 

Hierh was confined to his bed in 
a hospital for 38 days. Although it 
was admitted that Hierh’s injury 
resulted from his own negligence, 


the higher court awarded Hierh 








compensation under the state 
workmen’s compensation act for 
permanent disability plus hospital 
and medical expenses incurred, and 
for doctor’s services rendered. 
ad * + 

ACCORDING to a recent higher 

court the stifling of competi- 
tion through an exercise of the 
state’s police power or law is never 
justifiable except that it be done 
in the public interest. Therefore, 
a higher court recently held un- 
constitutional a state law which 
regulates companies that rent auto- 
mobiles without drivers. 

For instance, in Hertz v. Siggins, 
58 Atl. (2d) 464, it was shown that 
a state passed a law requiring 
companies which rent automobiles 
to persons who drive themselves 
to obtain a permit from the Public 
Service Commission. Also, the law 
specified rental rates to be charged. 
Hertz Drivurself station filed suit 
and asked the court to restrain 
the commission from administer- 
ing and enforcing the law regulat- 
ing rentals of motor vehicles, and 


Look AY THE COMPLETE 


TESTING JOB IT DOES! 


© Tests distributor shaft and bushing wear. 

© Tests distributor plate and housing wear. 

@ Tests leaks in vacuum advance vnits. 

@ Tests avtomatic spark advance. 

@ Tests vacuum spark advance. 

@ Tests contact points dwell setting. 

_ @ Tests synchronization of double breaker points. 
© Tests contact point spring tension. 

@ Tests distributor circuit and contact point 


resistance. 


@ Tests for wear and inaccuracies in coms or 


distributor shaft. 


ty 


to operate the tester. 


- LOOK AT ALL THESE 

_ FEATURES THAT INSURE 

COMPLETE ACCURACY! \ 
© Large 12-inch degree scale permits accurate 

coon of avtomatic and vacuum advance 


De idan 
60-cycle A.C. motor and a 6-volt battery 


@ Variable speed drive — can be adjusted from 


150 to 2200 distributor R.P.M. This controlled 


© Self contering adjustable clamp holds all types 


of distributors in perfect alignment. 


SUN Master Distrisutor Tester! 


Look at distributor testing and recalibrating equipment from every 
angle ...and when you're through your checkup, you'll need no one 
to tell you why the SUN MASTER Distributor Tester is America’s over- 
whelming No. 1 Choice! Look at this instrument's complete test range 
which overlooks nothing! Look at its outstanding features that insure 
speed and dependability. Look at its highest precision engineering and 
craftsmanship that insures absolute accuracy! Look at the sUN Service 
Policy and Operator Training Program backed by suN’s 400-Man Field 
Organization ...the only one of its kind in the world. 


Any way you look at it.. now's the time to mail that coupon for the 
32-page SUN Catalog and a real insight into sUN...and the PROFITS 
you can make and customer goodwill you can build through the use 
of suN Testing Equipment. 


DISTRIBUTOR TESTER 





Electric Corporation, also makers of the SUN MASTER MOTOR 
TESTER and a complete line of Automotive Testing Equipment. 


Tests and recalibrates all types of distributors. Product of Sun < 


© Three jaw universal lathe type drive chuck, of 
special design, simplifies distributor driving. 


® Amplifying power pack is protected for long 


runs at high speed by graduated condenser con- 


tractor switch assembly. 


@ Point resistance and R.P.M. are held to 2% 
accuracy by use of twin distributor and ground 
leads. 


@ 45% operating angle for extra ease in read- 
ing and operating tester. 

® Clean cut flashes at even top speed, guarantee 
extremely accurate tests. 

@ Essential units easily removed for service. 


© Menviocturer’s specifications are shown on a 
special dial-type scroll chart on the SUN Tester. 


ELECTRIC CORPORATION 
6327 Avondale Avenue, Chicago 31, Ill. 


Yes, I'd like all the facts on SUN Equipment. 
Please send the 32-page Catalog without 
cost or obligation. 
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to declare the law unconstitutional). 


The higher court held the law 
unconstitutional, and said: 

“It is not constitutionally per- 
missible for the legislature, on the 
pretense of regulating the use of 
highways, to regulate in fact the 
user’s private business which is 
unaffected with a public interest.” 


Fraser Reelected 
Head of Auto 


Safety Foundation 


WASHINGTON—Alexander Fra- 
ser, president of Shell Union @Qil 
Corp., has been reelected chairman 
of the Automotive Safety Founda- 
tion. 

Three new vice-chairmen for the 
tire, petroleum and cement indus- 
tries also were named for 1949 by 
foundation trustees. They are: 


L. R. Jackson, president, Fire- 
stone Tire and Rubber Co.; L. S. 
Wescoat, president, Pure Oil Co., 
and Carl D. Franks, vice-president, 
Portland Cement Assn. 

They replace H. E. Smith, presi- 
dent, U. S. Rubber Co.; Robert E. 
Wilson, chairman of the board, 
Standard Oil Co. (Ind.), and Frank 
T. Sheets, president, Portland Ce- 
ment Assn., respectively. 

Fraser assumed the chairmanship 
of the foundation last March fol- 
lowing the resignation of Paul G. 
Hoffman, who left the automotive 
industry to become economic co- 
operation administrator. 
| In accepting reelection, Fraser 
|told the trustees that this year’s 
| highway fatality toll in the U. S. 
| is now estimated at 31,300, “a 3 per- 
|cent reduction below 147, in spite 
of a materially increased volume 
| of traffic.” 

He said a rate of 7.8 fatalities 
per 100,000,000 vehicle miles is an- 
ticipated for 1948, which will be 
“less than half of the rate which 
prevailed during the five years 
prior to the foundation’s establish- 
ment in 1937.” 


Other industry executives _re- 
elected officers of the foundation 
include three vice-chairman: C. C. 
Carlton, vice-president - secretary, 
| Motor Wheel Corp., for the parts 
and accessories industry: B. E. 
Hutchinson, chairman of the fi- 
|mance committee, Chrysler Corp., 
|for the automobile industry, and 
H. L. Wynegar, vice-chairman, 
Commercial Credit Co., for finance 
companies; secretary, D. C. Fenner, 
vice-president, Mack - International 
Motor Truck Corp.; treasurer, A. 
O. Dietz, president, Commercial In- 
vestment Trust, Inc., and assistant 
treasurer, Alfred Reeves, advisory 
vice-president, Automohile Manu- 
facturers Assn, 


Packard Sh ifts 
Collier to Detroit 


DETROIT.—W. J. Collier has been 
appointed Detroit zone manager of 
Packard, it is announced by Karl M. 
Greiner, vice- 
president and 
general manager. 
Collier suceeeds 
Ernest J. Platfoot, 
who has become 
Eastern regional 
manager for 
Packard. 

For the past 
three years, Col- 
lier has been man- 
| os ager of Packard’s 

W. ¢. Collier Cincinnati zone. 
He joined Packard in 1936 as na- 
tional used-car manager—a post he 
held until he entered the armed 
forces in 1942. Before that Collier 
held executive service and sales 
positions elsewhere i in n the industry. 
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] y ill Has Muscle iti | stand its role in the nation, its tremendous increases in productiv- 
na. | U.S. Economy Still Has Muscle - . - common purpose with the nation,|lty possible along the path that 
aw ° | for, says Dr. Gettell, the stakes are | America took. 

Why the Calamity Howlers Go Wrong ie tuvre'ot the nation and the| | is true that the rich got rich 
er- world. er, but the poor got richer, too. 
the But, Dr. Gettell insists, th — peeererctcee 

of By Bob Finlay the U. S., one out of seven on the| a real increase of 63 percent, ut, DF. | sists, the econ- | 7 as 

the Managing Editor working force produces all the| durable goods 62 percent, non- Whe ee strong and resilient. naan -& elated a Cnemanaea 
is HUNDRED years an in-|f00d we need plus untold quanti-| durable 55 percent, mineral 31 | " at Marx did not see were the| more than 100,000 cover-to-cover readers! 

st.” A il i write oa with « ties for countries which think we| percent, transportation 78 per- | --———-————————-——-—-——— = - = = = = = = = = 
om ae are 7, ; th y direc. |2%€ decadent. Here again, despite| cent, utilities 101 percent. And | | 

beard poin illior - = hor con.|0Ur accomplishments, the revolu-| while there were 47% millions if | 

tion, and millions have been tion is just beginning in mechaniz-| employed and eight millions un- || ORDER NOW! | 

fused ever sely. be a Metall, ation and research in how to pro-| employed in 1940, today there are || | 

a bagpeca ie ctor Fn the |@uce more and better food. 61% million employed and two || SEE ADVERTISEMENT 

Strongest economy in the world | 3 Mobility and migration. Profit) million unemployed. 
n to send Karl Marx, so they didn’t prospects provide the motive for Soft spots lie ahead, like infla- |; BELOW | 

know that they couldn’t do what movement of men and capital in|tion, high break-even points, the || | 
ra- they did do. search of opportunity. Americans | international situation. | VISILITE CORPORATION, Box No. 1211, Saginaw, Michigan | 
Oil This was pointed out last week have a restlessness and an adapta-| There will be readjustments, as || Send us: i 
— by Dr. Richard Glenn Gettell, chief poet — is the essence of free| there always must be. Joveeeeeeee Viclite 66h, GORE ORO i ieacen te livedives Li ee | 
da. staff economist of Fortune maga- ae ; - @.% The government will have to Jovveseceeee Wie Gay EE ON rs Ue ceccdccetscebeveves VOOR. viccveces | 
th zine, in an analysis of the yo ; make major decisions—on defense, || at $9.75 list less 40%, or $5.85. | 
~ | the Adcraft Clu iP cane cee an = oo ae. ae price support and|) EXCEPTIONS: Cadillac, Olds ‘98, ‘49 Lincoln, ‘49 Mercury, ‘49 Ford, Packard, | 

° F . ‘48-'49 Hudson: $12.50 list | 40 7.50. TERMS: ’ i 
by Marx is ote pe ag ae said six = a. millions! Business must gear for the buy- || a aT son: $ ist less 40% or $7.50 S: Open account a 
ever was; far m would be unemployed two years|ers’ market, must work on prices 

re- lectics, the profit-and-loss system | after the war and there would be| and cost and expansion of markets. |! NASH AND KAISER-FRAZER DEALERS: | 
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Ce. tric power has increased by leaps lla 

and bounds. Ahead lie Diesel pow- 

hip er, gas turbine, gasification of coal, 
‘ol - rocket and atomic power. Industry 
G is just exploring light metals, syn- 
ive thetics, television, electronics, 
00- micro-wave radio, and so forth. a 

2. A revolution in agriculture. In 

the rest of the world three out of 
a four workers are in agriculture. In 
. ; i 

* 
ite Packard Assigns 
me 

Clennan to Atlanta 
ies DETROIT. — Joseph C. Clennan 
n- has been appointed manager of T é i L T FE R 
be Packard’s Atlanta zone, according 
ich to Karl M. Grein- 
ars er, Packard vice- 
sh- president and 
E general’ sale TAKES SUN-SQUINTING OUT OF MOTORING 
on said Clennan 
C. would succeed 
ry, Hugh Prater, now 
rts on leave of ab- 

E. sence due to ill 
fi- health. 
'P., Clennan, Pack- 
nd = ard’s Chicago 
an, J. C. Clennan zone manager 
ice since last June, previously was for 
er, two years assistant manager of the 
al Detroit zone. He joined Packard 
A. in 1946. 
[n- snitceiesnditialleanlisoend 
int 
ry Chrysler Export Head 
af On Caribbean Tour 
DETROIT. — Puerto Rico, Haiti 

and Cuba are being visited this 

month by C. B. Thomas, president 

of the Export division, Chrysler 

Corp., on a tour of the rich sugar- 

producing areas in the Caribbean. , 
- Thomas left New York by plane 
oO Nov. 10 for San Juan, Puerto Rico, 
M. to visit some of the sugar planta- stu peddttional Legitimate Profit pecessorg 
/e- tions and refineries which use large 
nd fleets’ of trucks produced by Chrys- FOR 
er. ler. He was accompanied by H. E. 
- Mills, regional executive manager e e e 
ot, of the Central-South America re- i t C t $ i ; ’ 
Sn oe asting Customer Satisfaction 
1a ‘ji asieniosiigpeiiaan aed 
= Weaver Appointed VISILITE 
st George N. Weaver has been ap- 
ol- pointed an associate of Webster @ Gives scientific : 
. Motor Co. (Packard), 4410-20 York oye prmetten, 
i’s Rd., Baltimore. Is never in the way. 
e. 
an Does not change outside appearance of car. 
a Lasts the life of the car. 
Z Reduces harmful glare 85-88%. 
ry. Easily installed in an average of 15 minutes. 











One motorist devised this means 


Metal 


visors, goggles, and movable gadgets were not the answer. 


VISILITE IS! No loss of vision. No wind resistance. Optically true. No traffic 
light trouble. Equally effective against sun and headlights. 


VISILITE IS AVAILABLE FOR EVERY '42—'48 CAR. 
SUGGESTED LIST PRICE: $9.75. 


EXCEPTIONS: Cadillac, Olds '98, '49 Lincoln, '49 Mercury, '49 Ford, 
Packard, '48 Hudson: $12.50. 


of making an auto wheel operate 
his hand pump. He attached the 
pump to the rear hub, jacked up’ 
his car and let the motor do the 
work. 
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Slaton Chevrolet Buys 
Davock Interests in Deal 


M. J. Lanahan, Inc., secretary, all 
of Chicago, and Joseph Spatafora, 
Oak Leaf Motors, Oak Park, IIL, 


Slaton Chevrolet has purchased | treasurer. 


the interests of the Davock Chev- | 


rolet Corp., 2 NW First Ave., Fort 
Lauderdale, Fla. 

George R. Slaton is president. 
Key dealer personnel includes 
Wayne M. Gundry, general sales 
manager; Irving L. Brown, truck 
manager; Jack Eason, parts and 
accessories manager; Florence 
Bridges, office manager. The new 
business will operate in the same 
building, an ultra-modern 16,000- 
square-foot structure comprising 
the most modern equipment. 

* ” +” 


Chicago Dodge Dealers 


Reelect All Officers 


The Dodge Dealers Assn. of Chi- 
cago has announced that all officers 
of the organization have been re- 
elected for the coming year. 

Returning officials are: William 
Rieger, Bender-Rieger, Inc., presi- 
dent; Eddie Nelson, Eddie Nelson, 
Inc., vice-president; Ted Ritter, 


body goes for Ventshades. 
Ventshades because they dress up his car, give 
open-window ventilation when it rains and reduce 
glare in bright weather. 
Ventshades because they sell quickly and yield a 


handsome profit. 


* * * 


Goes to Blazes 
Buick Dealer ‘Rescues’ 


New Fire Dept. 


A Concord (N. H.) automobile 
dealer has had a big part in ful- 
fillment of Salisbury, N.H.’s, dream 
of having its own volunteer fire 
department. 

While the fire station was being 
built, a truck was secured through 
the generosity of Clarence E. Hig- 
gins of Concord Buick Co., who is 
a collector of antique fire trucks 
and automobiles. 

Higgins had recently purchased 
two fire trucks in perfect running 
condition and decided to sell one 
of them. One of the firemen heard 
about the truck and when he ap- 
proached Higgins and told him the 
story of Salisbury’s efforts to equip 
a fire company, the auto dealer 





Ail or on the sepals 
LN Shades 


Bo are going big because every- 


You’ll like Ventshades, 


Better send for complete information today. 


KEEP RAIN AND SUN OUT—LET FRESH AIR IN 


Besides dressing up the car, Ventshades do 
double duty as rain deflectors and sunshades. 
In fainy weather the motorist can keep his 
windows partially open to enjoy fresh air 
without a wetting. On bright days, Vent- 
shades reduce eye-tiring glare inside the car. 
Ventshades fit perfectly into the car’s win- 
dows—look built-in. 


Manvfactured under exclusive license; Pritchard patent 102974 


AUTO VENTSHADE COMPANY 





ATLANTA 


bd GEORGIA 


The motorist likes 


Leading dealers like 


too. 
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ing than just prevent those who pass by from falling into the excavated area. 
is employed, the fence can become an advertising medium, as does this one for Wagner 
On busy Woodward Ave., at the corner of Taylor, the fence pro- 
claims the site as the future home of Wagner and at the same time promotes Oldsmobile 
Painted in four colors, it hides unsightly construction activities, 
as well as indicates the spaciousness of the proposed building. 


Oldsmobile in Detroit. 


sales and service programs. 


knocked the price to rock bottom, 
enabling the volunteers to pur- 
chase it. 

* * 


Camilla Motor (Ford) Lets 


Contract for Addition 


Camilla Motor Co, (Ford), Ca- 
milla, Ga., has let a contract to 
Cameron Head Construction Co., 
Alma, Ga., to build a new tractor 
and farm machinery structure. 

R. L. Hill, company official, said 
the building will cost between $35,- 
000 and $40,000. It will be a single 
story brick and concrete structure 
100 by 100 feet, attached to the back 
of the present building. The first 50 


eee ae-e 


@ Approved by Leading 
Car Manufacturers 











FENCED IN—A barricade fence can do much more for a dealer constructing a new build- 


If good 


by 100 feet of the new building will 
house the company’s service depart- 
ment and the last half will be used 
by the tractor and farm machinery 
division, which has Almand Spence 


as manager. 
* * * 


Lewerenz and Ervin Buy 


Marion (Kans.) Concern 


Art C. Ervin and Vic Lewerenz, 
Herington, Kans., have added an 
additional store to their chain of 
International Harvester dealer- 
ships by purchasing the Marion 
Equipment Co., Marion, Kans. 

The three Lewerenz brothers 
have stores at Lincolnville and 


* 






® Made of Heavy Chrome-Plated Brass 
® Rattle-Proof —Rust-Proof 
® Quickly and Easily Installed 


® Now Available for Latest ‘49 Models 





@ AUTO VENTSHADE COMPANY 
. P. O. Box 1402, Atlanta 1, Ga. 
e 
@ lama 
ae Make of car 
= send me complete information about Ventshades. 
se 
@ Name 
2 
Address 
City. 


dealer. Please 


State 


taste 


Herington, and operate them uii- 
der the firm name of Lewerenz 
Hardware & Implement Co. Ervin 
is manager of the Lincolnville 
establishment. 


* * * 
Dahl Opens Truck Division 


In Bettendorf, la. 
Dahl Motors (Ford), Bettendorf, 


its truck division in a new build- 
ing containing 10,000 square feet 
of floor space with 25,000 square 
feet of parking space adjoining. 


Harry Dahl is president of the 
company and Clarence Hendrick- 
son is general manager. Truck di- 
vision heads are L. L. Wright, 
manager; John Watson, service 
manager; Mel Rhines, parts depart- 
ment manager, and Fay Johns, 
office manager. 

* * * 


Lowry Motors (L-M) Opens 


In McPherson, Kans. 


Formal opening of Lowry Motors, 
Inc. (Lincoln-Mercury), 301 S. Main 
St., McPherson, Kans., has been an- 
nounced by owner A, L, Lowry. 

The new building measures 75 by 
142 feet and is built of pumicestone 
blocks and faced with buff brick. 
A 50 by 142 foot lot has been paved 
and will be used for customer park- 
ing and parking used cars. J. A. 
McCormick is office manager. 

* + * 


McElwain Builds 


Arch McElwain, Haven, Kans., 
has started construction of a new, 
modern building which is to house 
his Chevrolet dealership. The tile 
building will have a 60-foot front- 
age and will be 100 feet deep. 


* * * 


Construction Planned 


Buick Sales & Service, Rochester, 
| N. H., has announced plans for con- 
| struction of a garage and service 
station on property on S. Main St. 


* * * 


Austin Named 


| W. P. (Bill) Austin has been 
|named general sales manager for 

Edmunds Motors (Mercury), 241 
| Spring St. N. W., Atlanta. 


| * * + 


Adds Implement Line 


Willys Motors, Inc., Minneapolis, 
| has been named exclusive distribu- 
|tor for farm implements made by 
Newgren Co. for use with the 
Willys Jeep. 





~ * * 


Patton Adds Service 


Lloyd Patton Motors, 2733 W. 7th 
St., Fort Worth, Tex., has added 
a complete service and repair de- 
partment specializing in Cadillac 
and other large car service, under 
the management of Forrest Craig. 

” 7 + 


Scheefe Heads Group 


John Scheefe, Swanberg-Scheefe 
| (Buick), Minneapolis, has been 
named president of the East Hen- 
nepin Business Men’s Assn. 

ok * ” 


Rollins Appoints Mayfield 


Fred C. Rollins, president of Rol- 
lins Motor Co., El Paso, Texs, an- 
nounces the appointment of R. H. 
(Bob) Mayfield as director of pro- 
motion, advertising and public rela- 
tions for the company. 
| * * * 

Nater in New Home 

A new salesroom and garage has 
been completed by Nater Service at 
Siren, Wis. The building is 20 by 40 
feet, with a shop 36 by 38 feet, and 
office space. Victor Nater and his 
son Earl operate the Dodge-Plym- 
outh firm. 


* * * 


Mid-State Motors, Inc. 


Mid-State Motors, Inc., Asheboro, 
N. C., has been organized with capi- 
tal stock of $100,000 to deal in auto- 
mobiles. Principles are F. E. Vestal, 
D. R. Vestal, both of Asheboro, and 
W. I. Jones, of Ramseur, N. C. 

+ * . 


Lilien Motors, Inc. 


Lilien Motors, Inc., Burlington, 
N. C., has been granted a charter 
to deal in automobiles. Authorized 
capital stock is $100,000, with $300 
stock subscribed by R. B. Lilien, 
Mary Lilien and Eugene Gordon. 


* * * 


Pruitt Paint Shop 


Pruitt Motor Co. (Buick), Pal- 
metto, Fla., announces the open- 
ing of a new paint and body de- 
partment, under the management 
of John Jakubowski. 





Ia., has announced the opening of 
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Dealer Doings 


hose connections, checking distrib- 
utor, cleaning and _ spacing of 
spark plugs, adjusting carburetor 
for winter driving, and checking 
jumbia St., Utica, N. Y., announced | voltage regulator. The entire serv- 
the purchase of mill number 6 from | ice sold for $7.50. 

the Utica & Mohawk Cotton Mills a 

at a reported price of $35,000. Grimes Motor’s New Plant 


The dealership will continue its : 
showroom at the present location | Features Truck Service 
Grimes Motor Co. (Ford), 


and use the first two floors of the 
four-story building for storage. Ex- Montgomery, Als., has opened its 
new plant at 117 Bell St. 


tensive alterations are —— in- 
cluding a large elevator. Anthony This plant has 14 stalls, built 
to accommodate any truck or 





Utica Oldsmobile Buys 


4-Story Building for Storage 
Utica Oldsmobile Corp., 411 Co- 


A. Nelson, president, and Nels C. 
Nelson, treasurer, acted for the auto 
company in the transaction. 

cm + . 


Erhart Motor (K-F) Begins 


Construction in Buffalo 

Erhart Motor Car Co. (Kaiser- 
Frazer), Buffalo, has announced 
that construction has begun on a 
new 19,000-square-foot building at 
1576 Main St., which officials esti- 
mate will cost between $175,000 and 
$200,000. 

The company, western New York 
distributor for K-F cars, is headed 
by Harry J. Erhart. His son, John 
H. Erhart, is vice-president and | 
secretary, while a daughter, Har- 
riet L. Erhart, allocates cars to 


dealers. 
+ * * | 


officials said. 


Penny Motors Announces 


Expansion Program 

Penny Motors, Inc. (Oldsmobile), 
Dayton, O., has announced plans 
to add 5,000 square feet of floor 
space to its plants at once with an 
additional 5,000 square feet to be 
added in the spring. 

Company officials said the im- 
provements would cost $50,000 and 








Hudson Baltimore Deal 


Headed by Widlaske 

Formal opening of Belair Road 
Hudson, Inc., 4709 Belair Rd., Balti- 
more, has been announced by Presi- 
dent Lee Widlaske. 

The new dealership has 8,640 
square feet of floor space and a 
paved parking area of 13,500 square 
feet. Ed Stubbins is manager of 
both the service and parts depart- | 
ments. 





* * * 
Kelley Buick Completes 


Remodeling Program 

A remodeling program includ- 
ing expansion of parts and serv- | 
ice departments, has been com- 
pleted by Kelley Buick Co., Co- 


lumbus, O. 
L. T. Kelley, president of the 
dealership, said the improve- 


ments, which cost $50,000, 
brought the establishment’s total 
floor space to 50,000 square feet. 


*« * * 

Dodge Outlet in Mass. 
Opened by Heiler, Thomas 

Lee Heiler, former city manager | 
of the Boston zone office of Dodge, | 
held an open house to celebrate | 
the opening of Thomas Motors, | 
Inc. (Dodge), 21 Main St., Wal- 
tham, Mass. 

Friends were greeted by Heiler, 
now vice-president and general | 
manager, and Thomas L. Thomas, | 


president and treasurer. 
* * * 


Veteran Ford Dealer Wins 


Four Letter Plaque 

A Four-Letter Dealer award has 
been presented to Beasley Motor 
Co. (Ford), Reidsville, Ga., by the 
Ford Motor Co. 

F. L. Beasley, owner of the deal- 
ership, accepted the plaque on be- 
half of his employes. Beasley has 
been a Ford dealer since 1914. 

* * +. 


Cabarrus County (N.C.) 


Elects DeWitt 

C. M. DeWitt, of DeWitt Motor 
Co., Concord, N. C., has been 
unanimously elected president of 
the Cabarrus County (N. C.) Au- 
tomobile Dealers Assn. 

Others elected include Adam 
Grant, of Grant Motor Co., Kan- 
napolis, vice-president, and W. 
Howard Johnson, Concord, sec- 


retary-treasurer. 
a 7” + 


Unit mounts on 
original container 


Rooney-Simpson Motors 


Makes Debut Service Offer 

As a “get-acquainted” offer, the 
Rooney-Simpson Motors, Inc. (Lin- 
coln-Mercury), 123-25 Poyntz, Man- 
hattan, Kans., held its grand open- 
ing recently and advertised that 
it would lubricate free the first 
100 cars brought in for winteriz- 
ing treatment during the initial 
week of operation. 

The winterizing “package” in- 
cluded installation of antifreeze, 
draining and flushing transmission, 
refill with winter lubricant, check- 
ing radiator for leaks, tighten all 








trailer on the highway, company 





would bring the total floor space 
of the dealership to 30,000 square 


feet. 
+ cm + 


Douglas ( Ariz.) K-F Outlet 


Awarded to Codding 

Ray Korte, Arizona Kaiser-Fraz- 
er distributor, has announced the 
appointment of Codding Motor 
Sales as K-F dealer in Douglas, 
Ariz. 

The new dealership is owned by 
Claude Codding, who was formerly 
in the automobile business in IIli- 
nois, Korte said. 

* + a 


Soccer Champs 
Simpkins (Ford) Team 
Wins U.S. Title 


Athletic promotion paid off in na- 


| tionwide publicity for Joe Simpkins 


(Ford), St. Louis, when the soccer 
team sponsored by the dealership 
won the National Challenge cup, 
emblematic of the national cham- 
pionship. 

The Simpkins-sponsored team de- 
feated the Brookhattan-Galicia 
eleven of New York, 3-2, in a de- 
layed playoff game at St. Louis. 
Olympic tryouts, in which four 
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FOR TRUCKS ONLY—One of the Pacific Northwest's la + i 

pondcg ree ° a = Te of a irwin-Jones Motor Go. (Dodue Pena oni 

. a Way. @ building above is built i ~ i 
mately 65,000 square feet available for sales nd service. " Geneeas Seaman include eo oon 
crete arch-type construction, common in Sweden but relatively new in the United States, and 
2 ee —— Bn "a convece  Coperteae. A paint shop and the bod building 

. a the ; aoe : 

and rechten palling edition ew plant in addition to service, parts, sales, office space, 


ter J. Brost, president. C. W. Burd, 
formerly in charge of truck sales, 
hereafter will concentrate on fleet 
sales, Brost said. 

* * * * * 


Brost Appoints Wheel Dunn Appointed 


Einar Wheel has been appointed Hicks-Runton Motor Co, (Kaiser- 
retail truck sales manager of Brost| Frazer), Poteau, Okla., has an- 
Motors, Inc., 1285-1291 Main St.,| nounced the appointment of Ma- 
Buffalo, it was announced by Ches-| rion Dunn as sales manager. 


members of Simpson’s squad were 
successful, had caused the cham- 
pionship tilt to be delayed some 
four months. 








ALCRANK 


The new, improved BALCRANK 


of the Balcrank jobber in my territory. 




















Undercoating Unit sprays all 
kinds of undercoating materials 
as thick or thin as you want— 
quicker and better. 


Here’s the unit shop-proven to be fast, 
easy-to-use and dependable—the unit that 
will start you right this winter in profitable 
undercoating business. 

Model 393-S lists at $245.00, freight al- 
lowed. And you can get IMMEDIATE SHIP- 
MENT. Fill out the form below and send it now! 


SAAS CRON are, 
Vike gba eek tid “ 





- 


BALCRANK INC., CINCINNATI 9, OHIO 


Gentlemen: Without obligating me in any way, please 
rush complete information on the Balcrank Undercoat- ~ 
ing Unit, Model 393-S, with the name and address a 
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Columbus Sales 
Top Year Ago 


COLUMBUS, O.—New automobile 
sales in Columbus and Franklin 
county in October totaled 1,278, com- 
pared with 1,082 in October of last 
year. Sales of new automobiles in 
the first 10 months of 1948 were 
11,734, compared with 10,128 in the 
corresponding period a year ago. 
In the 10-month period truck sales 
were 1,155 compared with 1,018. 


AUTOMOTIVE NEWS offers a weekly 
audience of an estimated more than 100,000 
cover-to-cover readers! Want to buy or 
sell something? Try AUTOMOTIVE NEWS 
WANT ADS! 
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Only 15 States Still Issuing ° 
Single License Plates 


WASHINGTON. — Passenger-car | handful of states to adopt a single 
owners in only 15 states will use a/| plate. Gradually the practice of 
—_ ene plate on a ny a issuing two plates is being resumed. 
EROMRESS HSE FORE, HCCOTUINE LO whe Also, as a holdover from the 
wie aie oa on oe fest war years, seven states will retain 

- report, reteas ast their 1947 or 1948 license plates, 


week, points out that in 1942 all 
states were issuing double license| V#lidating them for use during 
" . - —s 1949 with year date tabs. Five 


plates. But the war emergency and 
states now issue permanent type 


the accompanying restrictions on 
the use of metals caused all but a| plates — Connecticut, Delaware, 











22, 1948 








— Missouri and Wiscon- 
sin. 
The latter two states, in adopting 
he permanent plate system have 
7 abandoned the yearly registra- 
|tion period and now have a regis- 
|tration period of 12 months, but 
with plates expiring at the end of 
each month of the year. In these 
states the expiration date is indi- 
cated on the license plate itself, 
The AAA noted that somber colors 
used during the war years are being 
replaced with more vivid hues. The 
aluminum color, now being used in- 
stead of white in a great many 
states, will appear next year with 
shades of green, red and blue. 
Other colorful combinations in- 








clude red-on-cream for Florida; 

canary yellow-on-royal blue for 

Illinois; blue-on-silver for Ne- 

vada; straw-on-black for New 
Jersey, and cream-on-blue for the 
Canal zone, 

While more and more states are 
announcing a so-called “period of 
grace” for securing the next year’s 
automobile license plates in advance 
of the stated expiration date, nearly 
a dozen states last year granted 
last-minute extensions. Hence, care- 
ful checks should be made by en- 
forcement officials in order to avoid 
false arrests for operation of ve- 
hicles on expired plates, it was 
pointed out. 


New Passenger Car Registrations, 15 States for October, 1948-1947 
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New Commercial Car Registrations, 16 States for October, 1948-1947 
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Sastectes, ‘They teaude dex aa . - 486.25; club’ si. O98; Ste. sed a3: 
5 y dealer delivery 4 club cpe. conv. 
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2-dr. sed., $1,735; Super “50°*—4-ar. sed., | 5° wa, = Oe ee eee +9 50): etat, wag., Gh118.00 (V-6, "| sede Serr aaa a cork 7: ar. } oa, conv., $2,025; Torpedo ‘‘8’? — 4-dr. sed., 
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stat. wag., $3,124; Roadmaster ‘‘70”"—4-dr. vo OR TE: conn, C2 48035; bun ¢ FRAZER—4-dr, sed., $2,482.77; Manhat- | 2.004 (qaib) come. $2003; ctat, wi sed. cpe., $1,661 (deluxe, $1,751); spt. cpe.. 
sed., $2,418; 2-dr. sed., $2,207; conv., | S>'sig'7h: Town & Country conv. $3,480.25; | ar sed, $2,746.11. $2.s1a (aclune,. '$2.735);) Doname “gare. | $1,599 (deluxe, $1,689); bus. epe., $1,558; 
$2,837; stat, wag., $3,433 $2,319.75; Town & Country conv., $3,430.25; | sunsoN—Super “6”—4-dr. sed., $2,- | $2: (deluxe, $2,739); Dynamic ‘‘68"’— | conv., $2,072; Streamliner ‘‘6”"—4-dr. sed., 
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$2,404.50; lim., $2,530.75; club cpe. $1,- FORD—Six—4-dr. sed., $1,473.50 (V-8, wasmece dr, sed., $1,832; 2-| Custom, Eight—4-dr.' sed., $3,750; | 2-dr. | CPC. $2,072; bus. cpe., $1,977.50; conv., 
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4-dr. sed., $2,045.50; “a sed., $2,014; |club cpe., $1,416.50 (V-8, $1,524); bus. | Gr. sed., $1,807; sedan cpe., $1,829; Am-| $4704: 7-pass. lim., $4,868 WILLYS-OVERLAND — Stat. wag., $1,- 
7-pass. sed., $2,459; lim., $2,585.50; club |cpe., $1,252 (V-8), $1,433.50); Custom Six— | bassador Super—4-dr. sed., $2,279; 2-dr. PLYMOUTH — Deluxe — 4-dr. sed., $1,- | 841.71; stat. sed., $1,991.72; Jeepster conv., 
y sed., $1,591.50 (V-8, $1,665.50); 2-dr. ' sed.. $2,254; sedan cpe., $2,275; Ambas- | 455.50; 2-dr. sed., $1,397.50; club cpe., $1,885.77. 
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MILWAUKEE. — For better car 
owner service, Nash will inaugurate 
early in 1949 a system of scientific 
diagnosis in the form of written re- 
ports by dealers covering a com- 
plete checkup of the individual 
owner’s automobile service require- 
ments. 

The program was announced by 
H. A. Lotz, director of parts and 
service, as a feature of the Nash 
1949 mechanics’ service school 
course at Nash parts and service 
headquarters at Milwaukee. 

Enrollment in the dealers’ me- 
chanics service school is limited 
te 60 students per week and will 
be in operation continuously 
through the 1949 car year. Classes 
are limited, Lotz said, to permit 
detailed factory laboratory service 


In the laboratory course of auto- 
mobile diagnosis and analysis, me- 
chanics will be instructed in scien- 
tific methods used in determining 
“what’s wrong” with cars brought 
in for service. Dealers’ servicemen 
will be trained to call customer at- 
tention to the new analysis service 
available for a nominal charge. 


Using the latest testing equip- 
ment, the service department will 
completely check the car and in a 
special written report inform the 
owner of all the preventive or cor- 
rective service needed. 

The system will “take the guess- 
work out of service requirements 
and costs,” Lotz said. The complete 
checkup will include engine and 
electrical analysis, front suspension 
and steering, and all other vital 
points. 

The estimated cost of needed 
repairs will be entered on a spe- 
cial form, with the customer 
given the opportunity of deter- 
—s what shall be done, Lotz 
said. 


“We believe there is a great need 


Potential Buyers 
Object of Packard 
Mailing Campaign 
DETROIT. — Packard Motor Car 
Co. and its dealers are engaged in 
an aggressive “Tell and Sell” cam- 
paign directed at over 1,000,000 po- 
tential Packard owners throughout 


the country, the company an- 
neunced. 


In full-color treatment, patterned | 


after Packard’s national magazine 


advertising in copy and art, a total | 
of three “impression” folders are to 


be mailed by the end of this year 
to a selected list of 1941-47 car own- 


ers in the Packard bracket, officials | 


said. 


leased according to the “needs in 
the field and in close coordination 
with our overall sales planning,” 


Mailings in early 1949 will be re- 


For Better Upkeep 


Nash Dealers Will Give Owner Diagnosis Report || 
Of Work Necessary on His Car 








said Karl M. Greiner, Packard vice- | 
president and general sales man- | 
ager. 

Greiner stated that demand for 
new Packards continues to outstrip 
by far the ability of the company 
to produce, even with present out- 
put running 72 percent ahead of a 
year ago. 

Mailing lists are prepared from | 
state automobile registration data | 
and are segregated into proper geo- 
graphical components. The first 
mailing has been completed and the | 
lists will be refined subsequently to | 
reflect recent address and other | 
changes. 

“This is just the ‘Tell’ phase of | 
the campaign,” Greiner said. “It | 
will additionally help the dealer tap | 
his known Packard market with | 
aggressive follew-through when, | 
next January, he will be sent his | 
full list together with other infor- | 
mation necessary for intelligent | 
sales direction.” 


Bowles Takes Over Business | 


Of the Late W. A. Miller 


Following the death of W. Arch 
Miller, president of Miller Buick, 
Inc., York, Pa., the dealership has 
been taken over by Forest E. 
Bowles. 

The new dealership will operate 
as Forest Buick, Inc., with Bowles 
as president and general manager. 
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for this type of ‘corrective and pre- | 
ventive’ service,” Lotz said. “When | 
a person is ill and goes to his doc- 
tor, the doctor does not prescribe a 
cure until he knows what’s wrong. 
We think the same should hold true 
for automobile service. It seems 
obvious that to do a really satisfac- 
tory job, a service department 
should have an overall picture of 
what’s wrong with the car before 
the mechanics take over.” 

Another innovation in the Nash | 
school this year, he said, will be a 
course in “customer relations,” in 
which attempts will be ‘made to in- 
crease the “personalized” type of 
parts and service selling. 

@ther courses included in the 
comprehensive automotive labora- 
tory curriculum are: engine con- 
struction, transmission and over- 
drive, rear axle and front suspen- 
sion, body construction, steering 
geometry, clutch, engine tune-up, 
carburetion, ignition, electrical sys- 
tem and radio. 





vi 
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STORK ROOM FOR NEW AUTOS—Lincoln- 


Mercury Phoenix, Inc., Phoenix, Ariz., recently 
ado “ a new method of presenting new 

els to the customers. The presentation 
booth is ae up in a “delivery room" atmos- 
phere. Herb Stevens, manager, is shown pre- 


senting a new Mercury coupe to Eva Johnson, 
registered nurse. Read Mullan is president 
of the dealership. 





Promotions Announced 


Ashley Chevrolet, Baltimore, has 
announced the promotion of George 
Zeock to truck sales representative 
and Herbert Kern to service sales 


OWNING AND OPERATING RADIO STATIONS WIPS AND ane FM 





Small-Car Firms 
All Deny Sales 
Tieup With Sears 


DETROIT. — One of motordom’s 
most persistent rumors—that Sears- 
Roebuck plans to tie up with an 
auto manufacturer to distribute a 
small, low-priced car—continues to 
bob up in this city. 

A Sears spokesman in Chicago 
admitted that the report might have 


‘| “something to it” but, at the same 


time, said that “nothing official” 
has been released by the company’s 


‘| management. 


Four automobile companies ques- 
tioned by Automotive News—Willys- 
Overland, Crosley, Playboy and 
Keller—all denied any knowledge 
of the report and each said it had 
not been approached by Sears- 
Roebuck. 

A Keller official admitted that the 
company had been approached with 
a proposition comparable to the one 
which rumor ascribes to Sears, but 
emphasized that neither Sears nor 
Montgomery-Ward had made any 
advances. He also said that the 
Keller company would not consider 
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any such offer since it has a dis- 


| tributing setup. 


The Sears spokesman said that 
there has been talk that the com- 
pany “contemplates marketing a 
car” but that he did not regard the 
possibility of such a move in the 
near future. 

Previously, Kaiser-Frazer had de- 
nied reaching an agreement with 
Sears to build a new car which the 
mail-order house would market. 


‘Ford Dealer Sued 


For Car Delivery 


MILWAUKEE. — A dissatisfied 


| customer has filed a suit in Circuit 


court against Kuhl Motor Co. 
(Ford), seeking delivery of a car on 
which a downpayment of $100 al- 
legedly was made. 

According to the petition, the 
downpayment was made in July, 
1947. The customer claims he was 
to have received delivery of a new 
car last March in return for $1,- 
345.39 and his old car as a tradein. 
Because, he says, he didn’t get de- 
livery as promised, he is also ask- 
ing damages of $1,500 from the 
dealer. Kuhi officials declined com- 
ment on the suit. 





homes! 


A. M. 


* SUNDAY 


EMBER ANANetwork 


IMES: PICAYU NE and STATES 


Here's the right combination to 
stimulate quick-action results for 
your selling team in the South's 
greatest market... 


The powerful morning Times-Pica- 
yune, followed by the influential 
evening States. . 
city circulation that goes into 
180,947 of New Orleans’ 181,100 


. @ combined 


The consistent use of this quick- 
action morning-evening combina- 
tion will bring cash-register re- 
sults you'll cheer about! 


N. O. Homes 
181,100 


Combined A, M. & P. M. City 


180,947 
Sunday City 
154,586 


TOTAL CIRCULATION 
166,960 
3 mos. 


P.M, 92,145 
1948 


Sunday 274,748 
ending Mar. 31, 


renner re 





%& EVENING 


REPRESENTATIVES: JANN & KELLEY, INC. 





HIS they’re going to like! For its looks— 
its room—the wonderful view it gives... 


Above all—for the happy news that now 
Dynaflow Drive is available on the Buick 
SUPER as well as the Buick ROADMASTER. 


A check through these four models—each 
available on SUPER or ROADMASTER chassis 
—shows why they make Buick the top buy 
of the year. 


Seek, flowing lines—with chrome-ringed 
VentiPorts striking a new style note while 
functioning as heat outlets for the engine 
«compartment. 


Stepped-up visibility from curved wind- 
shields and more glass all around—up to 
22% in Sedans. 


Room for legs, shoulders, elbows, heads— 
' room made greater by cradle-soft seats and 
access made easier by wide-swinging doors 
that are feather-light in action. — 


it’s touch—and you go with Dynaflow! Biggest 

advance since the self-starter, this sensationally smooth new 

drive eliminates all shifting through first, second and high gears. 
Arich new instrument panel. Glare-shield- 
ed instruments. Hood latches within the 
car. Fine fabrics, rich and neatly tailored. 


Under every bonnet, not only of these new 
SUPERS and ROADMASTERS but on two trim 
SPECIAL models too—lively Fireball power 
cradled on Hi-Poised engine mountings. 


On all ROADMASTERS, with their brilliant 
150-hp engines, Dynaflow Drive is standard 
equipment. On all Supers, 115-hp lively, 


A Whole Bonnetfu/ 
o Fireball Power! 





it is optional at extra cost. And with Dyna- 
flow every engine has a plus—new self- 
setting valve lifters which stay lastingly 
quiet and factory perfect. 









On every wheel, buoyant Quadruflex spring- 
ing and big, soft low-pressure tires on wide 
Safety-Ride rims. 


And in all models, there is room, a view, the 
steadiness and heft of a truly big car— 
and delivered prices that shine 
more brightly with every comparison 
folks make. 


No wonder everything looks fine 
for ’49—for Buick and its buyers! 





You can really see through these broad, curved 
windshields that measure 56/4 inches across! 








(/ 









No clutch pedal! lts got 
Dynaflow Drive! 









Look at-all the room / 





The lines 
are ley! 











This Roomy 4-Door Sedan seats six, has 22% more glass 
area. On ROADMASTER or SUPER chassis. White sidewall tires, 
as illustrated, available at extra cost. 





Top, front seat and all windows are push-button controlled in 
this sleek Convertible. ROADMASTER (150 hp) or SUPER (115 hp) chassis. Full curved windshields feature all these models, including 
this tidy six-passenger Sedanet. ROADMASTER or SUPER chassis. 


BUICK alone 
| has all these features 
hen better Silk-smooth DYNAFLOW DRIVE* « FULL-VIEW VISION 


from enlarged glass area* SWING-EASY DOORS and easy 
i] »biles are PTI LG access * “LIVING SPACE” INTERIORS with Deep-Cradle 


cushions * Buoyant-riding QUADRUFLEX COIL SPRING- 


: g ING © Lively FIREBALL STRAIGHT-EIGHT POWER on . : y 
HI-POISED ENGINE MOUNTINGS «+ Cruiser-Line VENTI- : 
PORTS (Super and Roadmaster) « Low-pressure tires on 
SAFETY-RIDE RIMS * DUREX BEARINGS, main and Crowned in solid steel, this smart and handy Estate Wagon sets a new style pat- 
connecting rods « Ten smart models featuring BODY BY , tern on either ROADMASTER chassis with a 150 hp engine or SUPER chassis with 115 hp. . 


FISHER + Pius Sound-Sorber Top Lining (Super and Road- 


iy HTT | hem ee ee ee ee ee Tune in HENRY J. TAYLOR, Mutual Network, Mondays and Fridays 
Advance, Contoured Bumpers, StepOn Parking Brake, Permi- 


Firm Steering, Hideaway Hood Latches, Shielded Ignition. 


*Stondard on ROADMASTER, optional at extra cost on SUPER models. i 3 UI CK DIVISION OF a. E N E R A L MM OTOR s§ 
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Used Car Auction Prices 


(Eprror’s Note: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 


JACKSON, TENN. 


(Dixie Automotive Auction, Inc. (former- 
ly Roy Simmons). Sale every Thursday. 
Prices are for Nov. 4.) 

(Market shows late models down but 


selling, clean prewars steady. Sold 32 
out of 70 offerings.) 
BUICK—’47 Super sedan, $1,890. ‘40 se- 


'39 sedan, $460. 
FL aerosedan, $2,230; 
‘47 sedan, §$1,- 


dan, $790. 
CHEVROLET—'48 
half-ton pickup, $1,700. 


530; half-ton pickup, $1,500. ‘41 sedan, 
$920. °'40 sedan, $830, $800. ‘39 sedan, 
$675. ‘37 sedan, $355. ‘36 sedan, $120, 
$125, $305. 


PODGE—’'41 sedan, $700. ‘39 sedan, $450. 


’35 coupe, $110. 


FORD—'49 (6) sedan, $1,970. ‘48 club 
coupe, $1,710. ‘46 sedan, $1,180. ‘42 se- 
dan, $1,055. ‘39 sedan, $695. ‘37 sedan, 


80, $540. 
NASH 46 sedan, $1,100. ‘41 sedan, $400. 
OLDSMOBILE—'46 sedan, $1,600. 
PLYMOUTH—'47 sedan, $1,400. 


PONTIAC—’40 sedan, $600. 
STUDEBAKER—’'47 sedan, $1,580. 


DETROIT 


(C. & M. Auto Auctien. Sale every Fri- 

day. Prices are for Nov. 5.) 

(Market shows steady prices for past 
two weeks. Sold 31 cars out of 75 
offerings.) 

BUICK—’'48 Super 4-dr., $2,675; RM 2-dr., 











‘47 Super 
$1,985. ‘'46 


$2,650; Special 4-dr., $2,375. 
4-dr., $1,960; Super conv., 
Super 2-dr., $1,785. 
CADILLAC—'46 (62) 4-dr., $2,350. 
CHEVROLET—’'48 FL aerosedan, $2,145; 
FM club coupe, $1,920. ‘47 FL aero- 
sedan, $1,785. °46 SM 4-dr., $1,340; se- 
dan delivery, $1,135. ‘42 FL aerosedan, 
$985. 
$800. °40 MD 2-dr., $690. 
CHRYSLER—’48 New Yorker 2-dr., $2,650, 
DeSOTO—'48 Custom 4-dr., $2,450. ‘42 
club coupe, $810. 
DODGE—’48 cony., $2,225; Deluxe 2-dr., 
$2,050. ‘'46 Custom 4-dr., $1,415. 
FORD—'49 Custom (8) 2-dr., $2,285; @us- 
tom (8) club coupe, $2,225. ‘48 SD (8) 


4-dr., $1,700. °47 SD (8) 2-dr., $1,565. 
'46 SD (8) 4-dr., $1,265; (8) half-ton 
pickup, $975. 


HUDSON—’48 Commodore (6) 4-dr., $2,385. 

NASH—’47 (600) 4-dr., $1,300. 

PLYMOUTH—'48 SD 4-dr., $1,975. ‘47 SD 
2-dr., $1,550. 

PONTIAC—’48 Streamliner (8) 2-dr., $2,- 
600. 


TOLEDO 


(Dec Greiner Auction (on U.S. 24). Sale 
every Thursday. Prices are for Nov. 4.) 
(Market shows 26 cars sold out of 64 
offerings.) 
BUICK—’'40 Super sedan, $650. 
CHEVROLET—’48 FL aerosedan, $2,075; 
half-ton pickup, $1,520. ‘47 FL aero- 








‘41 SD 2-dr., $1,025; MD 2-dr., | 





SEAWEAVE 


New Upholstery F abric That’s Miles 


Ahead of the Fabrics You’ve Known 


SUDDEN stop —a sudden swerve — but no disastrous 


skidding slides from the seats if they’re SEAWEAVE! 


sedan, $1,805; FL 4-dr., $1,675. ‘46 FM 
sedan, $1,395; SM club coupe, $1,385; 
SM sedan, $1,345. ‘42 SD sedan, $565; 


FL aerosedan, $890. ‘41 MD club coupe, 


$965. ‘40 MD sedan, $725. 
DeSOTO—'48 Custom sedan, $2,375. 
DODGE—’48 Custom conv., $2,165. "47 | 
Custom sedan, $1,635. 
FORD—’49 Custom (8) sedan, $2,205. °48 


(6) sedan, $1,675. 

HUDSON—’48 Commodore (8) sedan, $2,- 
050. 

NASH—'47 (600) sedan, $1,460. 

PONTIAC—'47 Streamliner (8) sedan, $1,- 
780, $1,775; Torpedo (8) sedan, $1,500. 
‘46 Streamliner (8) sedan, $1,660; (6) se- 
dan, $1,500. 


DANVILLE, VA. 


(Danville Aute Auction. 
day. Prices are for Nov. 5.) 
(Market shows buyers more active than 
in past three weeks. Prices have lev- 
eled off and may possibly be picking up 
again.) 
BUICK—'48 RM conv., 


$2,485. '47 Super conv., $1,725. "42 
Special 4-dr., $460. ‘40 Century eonv., 
$470. 


| CHEVROLET—’4S half-ton pickup, $1,560. 


$1,775, $1,750; FM 
club coupe, $1,700. ‘46 FM 2-dr., $1,275; 
%-ton pickup, $910. ‘42 SD 2-dr., $730. 
40 Master business coupe, $550; SD 4- 
dr., $660; half-ton pickup, $560. '39 MD 
4-dr., $470, $450. ‘37 sedan, $360. ‘36 
2-dr., $420. 


CHRYSLER—'47 Town & Country, $1,600. 


DODGE—’46 Custom 4-dr., $1,400. °38 4- 
dr., $405. 

FORD—’'49 Custom (8) conv., $2,290; De- 
luxe (8) 2-dr., $2,115. °48 SD (8) 4-dr., 
$1,900, $1,670; half-ton pickup, $1,625, 


‘47 FL aerosedan, 


SeaweEave Slides easily for comfort — but it’s not too slick 


for safety. 


That’s part of what makes Seaweave the finest car fabric 


we’ve known. The rest is durability: SEAwEAVE will last the 
life of the car. And comfort. And quick and easy cleaning. 


And ease on clothing. And stunning new beauty of weave, 


of pattern, of color. 


Sale every Fri- | 


$2,700; RM 4-dr., | 








(Compiled by A 





$1,340 $1,383 $1,450 


Il 


Nov. (to date) Oct. Sept. 








$1,620. °'47 SD (8) conv., $1,575; SD (8) 
4-dr., $1,810; SD (8) 2-dr., $1,535, $1,- 
760. °'46 SD (8) business coupe, $1,005; 
SD (8) 2-dr., $1,300, $1,370; 2-ton stake, 
| $785. °'41 Deluxe (8) 2-dr., $700, $660; 
half-ton pickup, $420. °40 Deluxe (8) 4- 
dr., $940, $730; Deluxe (8) 2-dr., $650; 
Deluxe (8) business coupe, $910, $790. 
*39 Deluxe (8) 2-dr., $950. ‘38 Deluxe 
(8) business coupe, $720. °37 Deluxe (8) 
sedan, $190. 


MEROURY—’'49 2-dr., $2,375; club coupe, 





$2,595. °47 4-dr., $1,450. °46 2-dr., $1,- 
475. °41 2-dr., $870; 4-dr., $480. 39 
4-dr., $620. 


NASH—'46 (600) 4-dr., $610. 

OLDSMOBILE—’48 (98) 2-dr., $2,610; (76) 
2-dr., $2,200. °47 (78) business coupe, 
$1,670. °46 (66) club coupe, $1,280. ‘41 






COLLINS & AIKMAN 


CORPORATION 


200 Madison Avenue, New York 16, New York 





Average Used Car Prices 


utomotive News) 


Nov. 1948 Oct. Sept. 

Model (to date) 1948 1948 
1948. . $2,271 $2,349 $2,474 
eee 1,727 1,812 1,922 
ee 1,502 1,548 1,655 
i ree 950 973 974 
Bs 94.0500 850 874 913 
BOP Ka ¥d.o0% 742 746 765 

Overall a 
Average $1,340 $1,383 $1,450 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News. 





(66) 4-dr., $650, 
"36 sedan, $105. 


PACKARD—Clipper sedan, $280. ‘40 (165) 
4-dr., $460. 

PLYMOUTH—’48 SD 4-dr., $1,980, $1.925 
‘47 Deluxe 2-dr., $1,390. °46 SD 4-dr., 
$1,470. °42 SD 4-dr., $700. ‘41 Deluxe 
4-dr., $610. ‘39 business coupe, $310. 
"38 2-dr., $495. '37 2-dr., $200. 

PONTIAC—’48 Streamliner (8) 4-dr., $2.- 
510. ‘°47 Streamliner (6) 4-dr., $1,825. 
‘46 Streamliner (8) sedan couve, $1,650. 


$400. ‘37 sedan, $50. 


$1,550; Streamliner (6) 4-dr.. $1,400. '4 
(6) 4-dr., $830. " . 
WILLYS—'48 Jeepster, $1,680. 
KANSAS CITY 
(Kansas City Automobile Auction. Sale 


every Wednesday. Prices are for Nov. 3.) 
(Market shows prices remained steady. 
buying rather slow. Sold 171 cars out 
of 269 offerings.) 

BUICK—’48 Super sedan, $2.675. °46 Suner 
sedan, $1,810. $1,735. ‘41 Super sedan. 
$1,990; Special sedan. $917. °39 Special 
sedan, $675, $575, $550. 


CHEVROLFT — *48 FL sedan. $2. ‘ 
195, $2,192. $2.172. °47 SM aes s. 
725, $1.605, $1.575: FL sedan. $1.755 
$1,605; FM sedan. $1,722, $1,705. '46 SM 
sedan. $1,557, $1,492. $1.147; FL 
outer. $1,147; FL sedan, 

Desnrn—'48 sedan, $2.360. 

DODGE—’48 sedan, $2.125. '41 sedan. $805. 

FORD—'49 (8) sedan. $2,299. $2.145: (6) 
sedan, $2,190. $2.105. °47 (8) sedan 
an $1.642: (2) club coune, £1.600. 

sedan. $1.330, 1,4 ; 
(8) sedan. $1,232. a 

HUPSON—’48 sedan. $2.405. 

MERCURY—’'46 sedan, $1,585. 

OLDSMOBILE—'1 (76) sedan, $910 
(76) sedan, $870, : 

PLYMOUTH — ‘48 sedan $1.970. $1,915 
'47 sedan, $1.650, $1 549. $1,505. $1,375. 

| ‘46 sedan. $1,320, $1.305, $1,130. | 39 


enuve, 
sedan, $2.900, $2,815. 


"40 


$555. 
PONTIAC—'48 (8) 
"41 (8) sedan, $805 


RICHMOND. VA. 


fAntomobile Auction of Vireini 
everv Friday. Prices are for Nov. 5.) thd 
aan ak spews increased activity with 
cking up, wholesale steadying 
rfilow of buyers.) - c 


BU 

JiICK—’47 Super sedan S 

canis ae coy sean 

C—'48 (61) sedan, $3.51 

CHEVROLET—'48 conv.. $1,950. O47 FM 
Sedan, $1.625. $1,650, $1,550. "46 FL 4- 
dr.. $1,425; FM, $1,440; SM. $1.050. ‘42 
club coupe, $850. °'41 sedan. $835. $790: 
business coupe, $700: 114-ton stake, $430. 


"42 Super 


‘40 Deluxe sedan, $695: SD $550. °3 
——. $550; coupe, $425. "+38 siden. 


| CHRYSLER—’38 sed: 

DODGE—'41 coupe, sTio> a 

FORD—'49 (6) club coupe, $1,945: Custom 
(8) sedan. $2,240, $2,230. ‘47 sp sedan 
$1,650; Deluxe, $1.500. °46 SD sedan’ 
$1,440; half-ton pickup. $1,060. °41 se. 
dan, $710. '40 sedan, $810. 

KAISER—'48 4-dr., $1,440, °47 4-dr., $1,- 


MERCURY—'49 club coupe, $2.370. °47 
sedan, $1,600. '46 sedan, $1,510. _ - 
NASH — '46 Ambassador sedan, $1,190; 


(600) sedan, $1,240. 
OLDSMOBILE—’47 (66) sedan, $1.690. °46 
(76) sedan, $1,460. ’42 sedan, $675. 
PACKARD — ’39 (120) sedan, $800. °38 
(120) club coupe, $280. 
ee a = sedan, $710, $400 
uxe sedan, $695. ‘39 59% 
’38 sedan, $475. ee 
PONTIAC—’48 (8) conv., $2,300. 


5 8 
sedan, $1,100. = 


*41 (8) sedan, $1,190. 


OKLAHOMA CITY 


(Oklahoma City 
| Pollock, manager. 


Auto Auction. A. L 
Sale every Wednesday. 


| Prices are for sale of Nov. 3.) 
(Market shows lower prices on late 
models and rough cars. Good, clean 


prewars steady. Sold 89 out of 204 
offerings.) 

BUICK—’'48 conv., $2,385. 
250. °46 sedan, $1,700. ‘41 conv., $705; 
sedan, $630. ‘40 club coupe, $825; se- 
dan, $675, $830. 

CADILLAC—'41 club coupe, $1,205. 

CHEVROLET—’48 FL sedan, $2,025; club 
coupe, $2,310; sedan, $2,100, $1,810, $2,- 

340; half-ton pickup, $1,600; 2-ton truck, 
$2,000; club coupe, $2,040, $2,050. °47 

sedan, $1,600, $1,620, $1,670, $1,625, $1,- 

590, $1,600, $1,650, $1,740; FL aero- 

sedan, $1,850, $1,560, $1,735, $1,795, $1,- 

850; club coupe, $1,665, $1,845. 

| CRS eLam —47 sedan, 1,900. °35 coupe, 

190. 
CROSLEY—’47 sedan, $410. 
DODGE—’48 Custom club coupe, $2,325 
'46 half-ton pickup, $950. ‘41 club coupe, 
| $750; coupe, $465, $490, $710. 

| FORD—’49 (8) club coupe, $2,250; Custom 

| sedan, $2,180. '48 (8) club coupe, $1,785 

| ‘47 coupe, $1,500, $1,675, $1,520; (8) 1- 

|} ton pickup, $1,210; (8) sedan, $1,350 

| station wagon, $1,350; (8) club coupe, 
$1,730. 

MERCURY—’'49 club coupe, $2,695. ‘48 
club coupe, $1,860, $1,800, $1,750, $1,780 
"46 club coupe, $1,600. °40 sedan, $740 

OLDSMOBILE—’47 (66) club coupe, $1,660, 


‘47 sedan, $2.- 





$1,710. ‘46 (76) sedan, $1,500. ‘'41 club 
coupe, $710. ‘40 sedan, $365. ‘39 sedan, 
$380. ‘37 sedan, $300. 


PLYMOUTH—'48 club coupe, $1,770; conv., 
$2,010; sedan, $1,995. °47 sedan, $1,510, 


$1,650, $1,500, $1,590. ‘46 club coupe, 
| $1,490, $975. 
| PONTIAC—’47 (8) conv., $1,700, $1,785 


| ’46 sedanette, $1,470. ‘35 sedan, $95. 
(Continued on Page 31, Col. 1) 
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STUDEBAKER—'49 half-ton pickup, $1,- 
605. ‘47 club coupe, $1,900; sedan, §$1,- 
510, $1,470, $1,615. 

WILLYS—'48 Jeepster, $1,870. ‘46 Jeep, 
$720. 

MISCELLANEOUS—’48 International 1-ton 
truck, $2,000. ‘47 International 1%-ton 
truck, $1,100. ‘47 GMC half-ton pickup, 
$970. 


¥ LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
tion. Sales twice-weekly. Prices are for 
sales of Oct. 28-Nov. 2.) 

(Market shows $50 to $100 drop on all 

units. Prewars still moved but with a 

drop in price. Late models moved but 

were down in price from the past 
week, Sold 42 cars out of 182 offer- 


ings.) 

BUICK—’48 RM conv., $2,945. °42 Special 
sedan, $900, $1,230. ‘41 Special sedan, 
$1,060; Super sedan, $1,125. 

CHEVROLET—'48 %-ton pickup, $1,565; 
FM sedan, $1,800, $1,885; FL aerosedan, 
$2,110. °'47 FL sedan, $1,800; SM sedan, 
$1,675; SM club coupe, $1,705. °41 SD 
sedan, $965; MD club coupe, $1,195. °40 
Master (85) club coupe, $850; SD sedan, 
$1,025. ‘39 Master (85) sedan, $675. 
’38 MD coupe, $375. 

FORD—’'49 (8) sedan, $2,075; Custom (6) 
sedan, $2,120. ‘48 SD (8) sedan, $1,750. 
‘47 SD sedan, $1,510, $1,545; SD conv., 
$1,685. °46 SD (8) sedan, $1,370. ‘'41 
Deluxe business coupe, $760; SD (8) 
coupe, $885; SD (8) sedan, $1,135. ‘40 
Deluxe (8) sedan, $830. ‘39 Deluxe se- 
dan, $625. 

MERCURY—’41 conv., $1,115. 

NASH—’48 (600) coupe, $1,595. °42 (600) 
sedan, $850. 

OLDSMOBILE—’46 (76) sedan, $1,750. 

PLYMOUTH—'47 SD sedan, $1,600. "41 
SD club coupe, $895; Deluxe business 
coupe, $815. 

PONTIAC—'41 club coupe, $1,100. °'40 se- 
an, $405, $740. 





Used Car Auction Prices 


(Continued from Page 30) 


STUDEBAKER—’41 President (8) sedan, 
89 } 


WILLYS—’47 Jeep station wagon, $1,535. 


MASON €EITY, IA. 


(Lapiner’s Used Car Auction. Sale every 

Wednesday. Prices are for Nov. 3.) 
(Market shows retail sales increasing 
rapidly. Greater demand for later 
models. Western buyers returning and 
bidding strongly for newer cars. Sold 
71 out of 143 offerings.) 


BUICK—’48 RM sedan, $3,035; Super se- | 
dan, $2,655, $2,635, $2,610; Special se- | 


dan, $2,505, $2,585. ’47 RM _ sedan, 
$2,110. 

CADILLAC—'41 (61) sedan, $1,235. 

CHEVROLET—’48 FL aerosedan, $2,430, 
$2,355, $2,235; FM sedan, $,2260, $2,210, 
$2,165; FM club coupe, $2,195; suburban 
wagon, $1,775; SM 2-dr., $2,095, $2,055, 
$1,960. °47 SM sedan, $1,700, $1,745. 


46 FM 2-dr., $1,355, $1,335. ‘42 FL 


aerosedan, $1,055. 
CHRYSLER—’48 Windsor sedan, $2,540. 


DeSOTO—’48 Deluxe sedan, $2,635. °47 | 


Deluxe sedan, $1,785. 


DODGE—’48 Deluxe 2-dr., $2,415. ‘47 De- | 


luxe sedan, $1,560, $1,515. ‘46 Deluxe 


sedan, $1,455. ‘42 business coupe, $595. | 


FORD—'49 Custom (8) 2-dr., $2,305, $2,- 


290, $2,210; (6) 2-dr., $2,065. °48 SD | 


sedan, $1,730. ’'47 SD sedan, $1,515, 
$1,505, $1,450. 

HUDSON—’48 Super (6) sedan, $2,380. 

LINCOLN—’49 sedan, $2,905. °41 Zephyr 
sedan, $860. 

MERCURY—’49 2-dr., $2,655, $2,600, $2,- 
595; sedan, $2,740, $2,690, $2,650. ‘47 
club coupe, $1,705, $1,770. 

OLDSMOBILE—’48 (98) sedan, $2,970. ‘47 
(78) sedan, $2,015; (76) sedanette, $1,- 
770, $1,705. 

PLYMOUTH—’48 SD club coupe, $2,195, 
$2,100; SD sedan, $2,275, $2,200, $2,195, 
$2,100, $2,065. ‘°47 Deluxe club coupe, 
$1,530. 

PONTIAC—’'48 Streamliner (8) sedanette. 
$2,745. °47 Streamliner (8) sedanette, 


$1,910. 

STUDEBAKER — '47 Commander sedan, 
$1,980. 

WILLYS—’48 Jeepster, $1,655. ‘47 (4-cyl.) 
station wagon, $1,290. 

MISCELLANEOUS—’48 GMC half-ton pick- 
up, $1,685. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. Sale| 


every Friday. Prices are for Nov. 5.) 
(Market shows 135 cars sold out of 260 
offerings.) 

BUICK—’48 Super sedanette, $2,675; Super 
sedan, $2,750; RM conv., $2,925; RM se- 


danette, $2,725. °47 RM sedan, $1,900; | 


Special sedan, $1,675. *42 RM sedan, 
$770. 

CADILLAC—’47 (62) conv., $3,100. 

CHEVROLET—’48 half-ton pickup, $1,775, 
$1,765, $1,740; %-ton pickup, $1,750, $1,- 
730, $1,725, $1,650; FL aerosedan, $2,175, 
$2,170; SM sedan, $2,000, $1,750, $1,725. 
'47 FL sedan, $1,775. ‘42 SD sedan, 
$1,000; MD sedan, $980. ‘35 sedan, $660. 

CHRYSLER—’48 Windsor club coupe, $2,- 
225; Windsor Highlander conv., $2,175. 
’47 Windsor sedan, $1,555. "46 New 
Yorker Town & Country, $1,550. 

CROSLEY—’47 (4) sedan, $310. 

DODGE—'46 half-ton panel, $1,050; half- 
ton pickup, $910. 

FORD—’49 Custom (8) sedan, $2,225, $2,- 
140, $2,000; (6) sedan, $1,950. *48 SD 
sedan, $1,720. ‘47 SD sedan, $1,515 
46 SD sedan, $1,475, $1,400, $1,390, $1.- 
225, $1,200. ’42 SD sedan, $875. "40 
Deluxe sedan, $1,160, $915, $900, $870 

HUDSON—'46 Super (6) sedan, $975. 

MERCURY—’'49 sport sedan, $2,750 

PLYMOUTH—’'48 SD sedan, $2,040. ‘41 
half-ton pickup, $600; sedan, $930. ‘40 
sedan, $425. 

PONTIAC—’48 (8) sedan, $2,600. ‘38 (6) 
sedan, $10v. 

STUDEBAKER—’48 half-ton pickup, $1,- | 
250. °47 Land Cruiser sedan, $1,930. 

WILLYS—’48 Jeepster conv., $1,790. 

MISCELLANEOUS — '46 International %- | 
ton pickup, $1,000. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales twice- | 
weekly. Prices are combined listing for | 
Nov. 5-8.) 

(Market shows 139 cars sold out of 265 

offerings.) 

BUICK—’48 RM sedan, $2,450; Super se- | 
dan, $2,415, $2,425. Super conv., $1,865; 

Super tedanette, $1,755. ‘42 Super sedan, 








$1,300, 
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sedan, $710. ‘40 sedan, $850, $400. $1,590, $1,465, $1,455. ‘46 sedan, $1,405, truck, $920. ‘46 coupe, $1,325; sedan, 


[ee Champion coupe, $1,- $1,290. °42 sedan, $1,150, $950, $900, | $1,650, $1,395; 1%-ton truck, $735. 

; $810. ‘41 sedan, $1,300, $1,030, $950, | roRD—'49 Custom (8) 48 

MISCELLANEOUS—'48 International half-| $880. 40 sedan, $955, $790, $735, $555. | Stuan $1700, $1,775" $1720" $1,580, 
ton pickup, $1,375; International %-ton| ‘39 sedan, $775, $675. | onv., $1,750.  °47 coupe, $1,650, $1.655. 
pickup, $1,400. ‘39 LaSalle sedan, $375. | FORD—'49 (6) sedan, $1,865. ‘48 sedan, '46 sedan, $1,300, $1,280, $1,370. °42 se- 

$1,690, $1,655, $1,525. 47 sedan, $1,380,/ dan, $1,040, $825, $940. 41 (taxi), $570. 

| DENVER $1,335, $1,300. '46 sedan, $1,360, $1,315, ’40 sedan, $715. ‘37 sedan, $370. 


$1,230. °42 sedan, $730, $675, 7 , 
$1,025. °41 Super sedan, $835. '40 Super (Denver Auto Auction, Inc. Sale every $640. °41 sedan, $700, $660, $400. HUDSON—’38 sedan, $135. 


sedan, $665, $600. °39 sedan, $475. Tuesday. Prices are for Nov. 9.) | HUDSON—’48 (6) sedan, $1,925. °40 se- | KAISER—’47 sedan, $1,300. 
CADILLAC—’47 (60) sedan, $2,900. (Market shows about same as iast dan, $275. LINCOLN—’40 Zephyr coupe, $440. 
CHEVROLET—'48 FL aerosedan, $1,900, week, with buying very active.) | MERCURY—'49 sedan, $2,525. ‘46 sedan, | MERCURY—’41 sedan, $820. 


$2,165; half-ton pickup, $1,650, 2 at) BUICK—’47 RM conv., $2,185. ‘40 Special $1,275. 


NASH—’47 sedan, $1,400. 


$1,637; FM sedan, $1,925, $1,860; SM sedan, $650. NASH—'46 (600) sedan, $1,200. OLDSMOBILE—’46 sedanette, $1,525, $1,- 
sedan, $1,900. ‘47 FM sedan, $1,550, | CHEVROLET—'48 FL sedan, $2,200. ‘46 | OLDSMOBILE—'48 (98) conv., $2,700. '47| 500. 40 sedan, $560, $460. * 38 tin 
$1,650; FM conv., 2 at $1,600; FL aero- SM sedan, $1,475, $1,525. °41 sedan, (76) sedan, $1,700. ‘46 (78) sedan, $405. '37 coupe, $80. 


sedan, $1,700, $1,475; half-ton pickup, 1,055, $995. °40 , ss $1,650. 
$1,275. "46 sedan, $1,150, $1,185, $1,380;| San sgsas eee ee ee 








PLYMOUTH — ’48 sedan, $2,000, $1,960, 


PLYMOUTH—’48 SD sedan, $1,960, $1,790. $1,830. ‘47 sedan, $1,050. ‘46 sedan, 





half-ton pickup, $875, $710. DeSOTO—’48 Custom sedan, $2,605. ‘47 SD sedan, $1,570. ‘46 SD sedan, $1,315. '41 sedan, $760, $700, $655, $600. 
CHRYSLER — ‘46 Windsor sedan, $1,475. | DODGE—’48 Custom sedan, $2,330. $1,340. ‘41 sedan, $680. q "37 sedan, $375. ‘34 coupe, $65. 
'40 New Yorker sedan, $535. FORD—’49 Custom (8) club coupe, $2,370, | PONTIAC—'48 (6) sedan, $2,400. '47 (8) | PONTIAO—’48 sedan coupe, $2,645; sedan, 
DODGE—’48 Custom sedan, $2,000. °37| °'48 SD sedan, $1,775, $1,760. °47 SD| Sedan, $1,700. ‘42 sedan, $1,100. ‘41 $2,675. '46 sedan coupe, $1,675. °40 se- 
sedan, $325. club coupe, $1,555. ‘46 sedan, $1,275. sedan, $670. , dan, $600, $525. 
FORD—'49 Custom sedan, $2,050, $2,100, ’42 sedan, $720. ‘41 sedan, $985. ‘40 | STUDEBAKER — '48 Commander sedan, | STUDEBAKER — '48 Commander club 
$1,900. ‘'47 SD station wagon, $1,500; sedan, $780. $2,200, $2,040. °47 Commander sedan, coupe, $2,695. ‘38 sedan, $160. 
sedan, $1,675; SD (6) sedan, $1,150.. ’46 | LINCOLN—'49 Cosmopolitan sport sedan,| $1,725, $1,600. ‘41 sedan, $725. WILLYS—’'48 Jeepster, $1,655. 
SD sedan, $1,065, 2 at $1,150, 2 at $1,- $3,340. 
160; SD station wagon, $1,700. ‘41 se- | OLDSMOBILE—'41 (6) sedan, $810. ‘39 QUINCY ILL. ie a a 
dan, $675, $735. ‘40 Standard sedan, sedan, $765. 9 Chevrolet Florida Deal 
$740, $810, $825. °39 coupe, $400. '37 ae ieee — '47 — sedan, $1,555. é weer Auto a — every Fri- 
sedan, $400. ’33 (V-8) phaeton, 460; "46 Deluxe sedan, $1,330, $1,250. ay. rices are for Nov. 0. 
sedan, $165. ’28 sedan, $170. | STUDEBAKER—'47 Champion sedan, $1,- (Market cuore doctens | baying and oot. Purchased by Dempsey 
MERCURY—’46 sedan, $1,400. , & more new ‘ Pp 
OLDSMOBILE—’48 (98) sedanette, $2,575. market.’’) Ralph L. (Jack) Dempsey has 
'46 (76) sedanette, $1,525. '41 (76) se- LOUISVILLE BUICK—’47 Super conv., $2,575. ‘39 Spe- | 4nnouneed the purchase of Bartow 
dan, $635, $675. °40 coupe, $375. ’38 ne > cial sedan, $500. Chevrolet from E. C, Turnipseed in 
sedan, $550. (Auto Auction Sales. Sales every Tues- | CHEVROLET—’48 FM sedan, $1,835, $1,- Bartow, Fla. 
PACKARD—’40 club coupe, $525. °30 se- | day. Prices are for sale of Nov. 9.) 960; FL aerosedan, $2,175. °47 FM se- 9 
pri: $125. 1s sp sedan, $1,850. '42| (Market shows 70 cars sold out of 159 dan, $1,760, $1,640; SM sedan, $1,655, os the business Dempsey 
) —’ s sedan, . be offerings. $1,635. °46 SM sedan, $1,420; half-ton 
sedan, $550. ‘41 sedan, $735, $775, $360. | BUICK—’48 RM conv., $2,750; RM sedan, pickup, $920. ‘42 delivery sedan, $560. th ae oe *. oe said 
39 sedan, $550, $605, $650, $435. $2,550, $2,375. °47 Super sedan, $1,775. 41 sedan, $875, $1,035; coupe, $970; se- at he will continue to operate at 
PONTIAC—’48 Streamliner (8) sedanette, 46 Super sedan, $1,750. °41 sedan, $900. dan, $695, $950, $850. ‘40 sedan, 2 at|the corner of Florida Ave. and 
Se cae: (ae acdan” glnitg™ Sd; | language aaa (CB Seta, S080; (OL) | SRE enter He. 2h, eeem $800 | Summerlin St. until & new $76,000 
Stre $1,800, § OLET— ‘ ) ‘ ; building is completed on Carpenter 


Streamliner (8) sedan, $1,800, $1,675. | CHEVROLET—'4S8 FL aerosedan, $2,165; | DeSOTO—’42 sedan, $900. 


’46 Streamliner (8) sedan, $1,575. 41 | sedan, $1,970, $1,890, $1,750. °47 sedan, | DODGE—’'47 sedan, $1,715, $1,775; panel Ave. 
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STANDARD TRUCK CUSHIONS — Poor 
take-up of shock followed by rough 
rebounds. Drivers take up to 50,000 
shocks like this a day. 





BOSTROM HYDRAULIC SEAT—Soaks up 
the initial shock and levels out—like 
a passenger car ride. 








HESE ENGINEERING RIDE-GRAPHS 


tell you better than words why . . . Safety slips! Schedules lag! 


Equipment and cargoes take abuse! 


Yes... Bostrom hydraulic seats more than pay for 
themselves by reducing driver fatigue. You get 
additional savings by cutting seat repair bills. Ask your 
dealer for a demonstration. For free folder, 

“12 Eye Openers Concerning Truck Seats” write: 


BOSTROM MFG. COMPANY 


133 West Oregon Street © Milwaukee 4, Wisconsin 
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fora bostrom Kira, Bostrom Hydraulic Seats 


now stendard or optional equipment on the following 
trucks: GMC, Diamond T, Federal, Hendrickson, Peterbuilt 
Walter, Ward La France, FWD, Dart, Oshkosh, and Cole- 
man. Specify Bostrom Model 47 Seats on your new trucks. 








Cadillac Names Orewiler 


Successor to Coulson 

Don E. Ahrens, general sales man- 
ager of Cadillac, has announced the 
appointment of Paul E. Orewiler as 
manager of Cadillac’s Birmingham 
(Mich.) branch. Orewiler succeeds 
Milton F. Coulson, who has re- 
signed, Ahrens said. 

Orewiler has been engaged in the 
automobile business since 1921 when 
he became a retail salesman in De- 
troit. Until his latest promotion he 
had been, for the last three years, 
wholesale manager of Cadillac’s 
Detroit branch. 


Trailmobile Names Lageman 


Distributor Sales Chief 


Harry A. Lageman has been ap- 
pointed manager of distributor sales 
of Trailmobile Co., it was announced 
by R. C. Taylor jr., vice-president. 

In his new capacity Lageman 
succeeds Alan Waddell, who will 
continue as head of the company’s 
truck body and refrigeration sales 
divisions. Waddell will also take 
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charge of the firm’s export sales, 
the announcement said. 

* * * 
Columbus Auto Parts 


Expands Detroit Office 


R. E. Klages, president of Colum- 
bus Auto Parts Co., Columbus, O., 
was host at an open house in the 
company’s enlarged sales depart- 
ment offices at 2213 Fisher Bidg., 
Detroit. 

Frank D. Tobin and Lee R. J. 
Scott will continue to head the sales 
activities of the company in the 
new offices, which will allow for the 
necessary expansion of the sales 
force, Klages said. 

+ * 





* 
Reeves Honored 


Celebrates Golden Wedding: | 


AMA Orders Portrait 


Mr. and Mrs. Alfred Reeves of 
Bronxville, N. Y., celebrated their 
50th wedding anniversary at a re- 
ception and dinner given them 
Nov. 13 by members of their family. 

Reeves is advisory vice-president 
of the Automobile Manufacturers 







Cage-type, Trico Fans are 
equally effective for those 
who prefer metal blades 
instead of flexible rubber. 











NASH CANADIAN CONFERENCE—Detroit officials of Nash Motors held discussions in 
Toronto, Ont., with Canadian suppliers relative to the development of Nash Canadian parts 


and service plans. 
Lite and other Canadian suppliers. 
Tavish, of Perfect Circle; H. A. 


Lotz, Nash director of parts and service; W. 


Conferences were held with officials of Perfect Circle Co., Electric Auto- 
Front row (left to right): C. G. Phillips and C. E. Mc- 


E. Johnston, 


Toronto Nash zone manager; J. E. Lamy, Nash regional manager; R. J. Molloy, Nash parts 


manager, and T. J. Hertel 
manager, Winnipeg zone; W. L. Sh 
purchasing agent, Toronto Nash central office. 
Assn., and for 25 years was gen- 
eral manager. 

During the week of his anniver- 
sary he was advised that the direc- 
tors of AMA had commissioned a 
well-known artist to paint a por- 
trait of him in oils, to be hung 
in the board room of the associa- 
tion’s offices in Detroit. 

Mr. and Mrs. Reeves have four 


Milwaukee service department. 
annon, parts manager, Toronto zone, and W. J. Warner, 


ack row: J. A. Sime, parts 


sons and eight grandchildren, all 
of whom attended the anniversary 
celebration. 

+ * + 


Libbey-Owens-Ford Adds 


Six Sales Representatives 


Expansion of its sales organiza- 
tion by addition of six field repre- 
sentatives is announced by G. P. 


fasust 


DEFROSTER 


f them oll 


---and it’s easy 
to sell 


---e@asy to install 


The blast from a Trico vacuum-operated 
Fan is the fastest frost, “steam” and sleet 
remover of them all. It doubles the effec- 
tiveness of built-in defrosters...and 
quickly clears windshields on cars and 
trucks not so equipped. 


Trico is the one fan which puts no drain on 
the battery...requires no electric wiring 
...costs nothing to operate. Universal 
attachment bracket fits instrument panel, 
header panel or steering column, 


Wiudshictld aus 


TRICO PRODUCTS CORPORATION, BUFFALO 3,N.Y, 





MacNichol jr., vice-president in 
charge of sales of Libbey-Owens- 
Ford Glass Co. 

The appointees are William (. 
Maxwell, at Seattle; Joseph F. Hy- 
land, Richmond; Chester E. Shep- 
perly, Dallas; W. Z. Frederick 
Walker, Boston; James W. Blumer, 
Atlanta, and Robert W. Troup, 
New York. Their assignments came 
after a six-week sales training 
course. 







& + * 
Victor Promotes Gammie 


To Vice-Presidency 


Edward Gammie, general sales 
manager of the firm since 1945, is 
now also vice-president of Victor 
Mfg. & Gasket 
Co., Chicago, it 
is announced by 
John H. Victor, 
president. 

Gammie will 
remain in full 
charge of sales 
for all divisions 
of the company 
which manufac- 
tures gaskets, oil 
seals and_ sheet 
packings for au- 
tomotive and industrial applica- 
tions. Gammie joined the company 
in 1930 to set up a nationwide 
industrial distributor organization. 

* s s 


ASM Award 


Buick Engineer Is Honored 
By Metals Society 


A distinguished service award for 
“valuable contribution to the ad- 
vancement of alloy steel progress” 
has been given to Robert B. 
Schenck, chief metallurgical engi- 
neer of Buick, by the American 
Society for Metals. 

The award to Schenck, with 
Buick for 33 years, cited his work 
in “devising inspection and produc- 
tion methods whereby manganese 
steel could be widely used for au- 
tomotive parts.” 

The ASM award was Schenck’s 
second citation in 10 days. His 
wartime services to improve light 
armor plate and armor-piercing 
shot were rewarded with an Army- 
Navy certificate of appreciation, 
presented during sessions of the 
Armed Forces Industrial College at 
Detroit. 





Edward Gammie 


4 *« * 


Moule Is Named to Head 
Sales at Plomb Tool 


Thomas B. Moule, formerly as- 
sistant director of sales, has been 
appointed sales manager of Plomb 
Tool Co., accord- 
ing to M. B. Pen- 
dleton, president. 

Since joining 
the company in 
1944, Moule has 
supervised many 
important sales 
and merchandis- 
ing activities. For 
five years follow- 
ing his gradua- 
tion from the 
University of 





Thomas B. Moule 


Michigan, he was advertising and 
sales promotion manager for Ex- 


Cello Corp., Detroit machine tool 
builders. For three years he was 
also sales manager of the Republic 


|} and the Northern Aircraft Products 


divisions of the Aviation Corp. 


* * * 


Bendix Names McDuff 


Appointment of S. I. MacDuff as 
chief engineer of the new devices 
engineering section of the Bendix 
Products division, Bendix Aviation 
Corp., is announced by George E. 
Pontius, manager of automotive 
engineering. 

a * + 
Eaton Names Moss 

R. H. Daisley, vice-president and 
director of manufacturing, Eaton 
Mfg. Co., announces the appoint- 
ment of William D. Moss as traffic 
manager for the company, with 


headquarters in Cleveland. 
* * * 


Begg Appointed 


William S. Begg has been ap- 
pointed vice-president and secre- 


tary of American Steel and Pump 


cover-to-cover readers! 
sell something? 


Corp., according to Robert C. 


Hardy, president. 


AUTOMOTIVE NEWS offers a weekly 
audience of an estimated more than 100,000 
Want to buy or 
Try AUTOMOTIVE NEWS 


WANT ADS! 
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tops in seat cover performance 


wSRamay 


All the qualities your customers admire 
in custom-fitted seat covers are now 
available at prices that mean volume 
sales! Suskana Saran, featured in pre- 
tailored seat covers, provides the same 


brilliant beauty, the same wear resist- 


Unmatched for Style 


WY, 


cs 
rer 0 NE ls inc. 


404 Fourth Avenue, New York 16, N. Y. 





a 


DARAN 


ance and smooth riding comfort for- 
merly known only at much higher 
prices. When you order from your 
distributor, be sure to specify seat 
covers of Suskana Saran—your assur- 
ance of seat covers that sell on sight! 


. Sales... Profits! 





SUSKANA fabrics for Auto Seat Covers, 


Upholstery, Men’s wear, 


Women’s wear, Neckties. 
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Commereial Car News 


{ Regular Monthly section for the men who make, sell and service America’s 5,000,000 








Truckin’ 


Get Break 


Bus Bow 





No Scrap 





Jack Weed 





T LONG LAST the retailer, who 

must make door-to-door deliv- 
eries to his customers, is getting a 
break from at least six truck manu- 
facturers. Announcement of the 
new Ford parcel delivery chassis 
brings all of the “Big Three” into 
active competition for this type of 
haul, along with Divco which was 
one of the first to pioneer the “step- 
and-drive” type unit built especially 
for door-to-door milk delivery, and 
the “Metro” jobs pioneered by Har- 
vester. 

Chevrolet was the first of the “Big 
Three” to get into a special chassis 
for this type of delivery. The idea 
of bringing out a forward-control 
chassis, on which _ special-wide 
bodies where the cargo space was 
brought up practically to the rear 
of the engine by having the driver 
sit alongside the engine, was “in the 
works” right after the end of the 
war. Development of the chassis 
for this type of unit progressed, un- 
til in June this year, it was an- 
nounced to the trade as a standard 
model in the line. 

Bodies for this chassis are fur- 
nished by a number of body build- 
ers around the country, who are sit- 
uated in areas so that the completed 
jobs can be driven from the body 
plant to the buyer’s headquarters 
or delivery point, 

. . * 

ODGE WAS the next to an- 

nounce such a job—called the 
Route Van—in October. This job, 
built with an offset engine so that 
the driver has even more room 
alongside the engine, and with an 
independently sprung rear axle, is 
furnished dealers in complete jobs 
with body. 

General Motors Truck has built a 
forward-control type of unit in two 
capacities—complete with bodies— 
in 7,500 and 8,800 GVW for some 
years and is just now going into 
production with a forward-control 
chassis in the 7,000 GVW class that 
will be furnished in chassis only, 
but with headlights and instrument 

anel as a “package.” This job will 

e available for locally built bodies. 

While the Divco job is not strictly 
a forward-control unit such as the 
others recently announced, it was 
one of the first “frequent-stop” 
trucks to be designed and built for 
this type of service and was par- 
ticularly designed for the use of 
milkmen who have to “work their 
load” and make frequent stops at 
the same time. 

With these “forward-control” jobs, 
body space nearly equal to the COE 
design is obtained, but with a low 
floor height, easy to get in and out 
of from either side of the driver's 
compartment, shorter turning ra- 
dius and several other operational 
advantages are placed at the dis- 
posal of the bakers, dry cleaners, 
florists, grocery and other package 
delivery firms. 

* > * 

AS OUT to General Motors 

Truck a week ago Friday to 
see the new 50-passenger bus which 
has been brought out as the answer 
for the public servide companies 
who are seeking relief from the 
“five-o’elock” crush. The new unit 
will not only handle more people 
faster, but its wide “two-passenger” 
deor will allow the bus to be filled 
(See TRUCKIN’, Page 41, Col, 1) 


Trucks, 


Buses and Commercial Vehicles. 





Complete Cheek | 
Seen Vital in | 


Truck Service 


Exhaust, Brake, Tire 
Inspections Are 
Stressed for Winter 


REVENTIVE maintenance is | 

vital to the efficient and eco- 
nomical operation of trucks, espe- 
cially in the fall months, accord- 
ing to Fred B. Lautzenhiser, con- 
sulting engineer, Motor Truck di- 
vision, International Harvester Co. 

He emphasized this in his talk 
on the “Intangibles of Proper 
Motor Truck Maintenance from 
the Safety Standpoint” for the 
International Harvester “Safety 
Stag” recently. 





“Nearly half of all troubles ex- 
perienced with motor trucks is due 
to overloading and overspeeding,” 
said Lautzenhiser, “A truck de- 
signed to carry a maximum load of 
four to five tons should not have 
eight to ten tons inflicted upon it. 
It may have a high factor of safe- 
ty engineered into it, but that high 
factor of safety can be progres- 
sively reduced until the failure 
point is reached. 

+ + * 

” E ARE all too aware that 

high speeds are accounting for 
about one-quarter of all deaths re- 
sulting from driving errors. In 
spite of the improvements and 
longer life being built into modern 
engines, it is important that close 
attention be given to details of 
maintenance in order to assure ef- 
ficient arid economical service. 
Periodic inspection before repairs 
will save both loss of productive 
time and money to the operator.” 


Lautzenhiser might well have 
added that it is only good busi- 
ness for the truck dealer to sell 
as many of his truck customers 
as possible on bringing their ve- 
hicles in for a “bumper-to-bump- 
er” inspection in the fall, to not 
only catch as many parts of the 
vehicle that show definite signs 
of failure, but to correct those 
faulty adjustments and worn 
parts that might lead to serious 
trouble under the more severe 
winter time operation. 

One of these is the inspection 
for leaky exhaust systems that 
could cause death and destruction 
of the load and truck due to oper- 
ation with a closed cab. Trucks 
usually produce more carbon mo- 
noxide gas than passenger cars, 
due to the greater speeds at which 
the engines operate under load and 
because best engine performance 

(Continued on Page 39, Col, 1) 


Top Trucks 


New truck registrations for 
nine months, plus 16 states for 


October: 
1—235,459 163,044— 1 
2—185,539 157,244— 2 
87,058— 4 


38—103,368 
+ 89,835 99,044— 8 
37,044— 5 


5— 62,214 
6— 56,496 36,448— 6 
7— 38,661 31,893— 7 
9,218 10,016— 9 
9,130 10,110— 8 
8,819 8,066—11 
7,971 8,172—10 
4,682 3,711—13 
3,516 4,545—12 
2,314 3,272—15 
2,101 3,427—14 
2,038 
700 
344 
327 
236 


Chev. 
Ford 
Inter’! 
Dodge 
Willys 
GMC 
Stude, 
White 
Reo 
Diam. T 
Mack 
Divco 
Federal 
Brockway 
Autocar 
Crosley 
FWD 
Sterling 
Kenworth 
W.L’France 408—19 
142 Oshkosh 192—20 
112 Hudson 2,421—16 
17 Nash 
Total All Makes 
825,143 670,413 
For further details see page 26, 
today’s issue. 


914—17 
450—18 








Truck Re 


cords Assured 


For Both Sales, Output 





DESIGNED TO CUT CONGESTION—A preview of the new 50-passenger coaches now bein 
built for the New York board of transportation was staged last week at GMC Truck & Coac' 
plant in Pontiac. Col. Sidney H. Bingham, commissioner of the board, directed christening 


ceremonies. 


Bingham, who was largely responsible for the design of these vehicles. 


will occupy less street space than more than 
an average of 1.7 persons ride in each car. 


"These new coaches will be a great relief to traffic congestion,’ said Col. 


“Fully loaded they 
50 private automobiles."" Traffic counts show 
Features, according to the company, include: 


An entirely automatic heating and ventilation system which supplies 1,000 cubic feet of 


filtered fresh air per minute, eliminating odors. 


Seats over the wheels and across the rear 


of the coach have been lowered so that short persons will be more comfortable. An entirely 
new fully-automatic transmission has completely eliminated jolts and Ba in starting. No 


matter how the driver manipulates the accelerator, there can be no su 
It is estimated that the automatic transmission will 


of gears. The driver also g@fs a break. 


save him at least 6,000 manual motions per day in voluntary stops alone. 


den start or rasping 


Power plant is a 


200-horsepower Diesel engine, mounted crosswise in the rear. 





Group Planned 
By Distributors 
Of Equipment 


At LEAST two groups are well 
on their way toward organiz- 
ing truck equipment distributor or- 
ganizations that will be composed 
solely of the distributors of truck 
bodies, operating equipment, auxil- 
iary component units and other 
products that make cab and chas- 
sis an efficient operating unit. 

No manufacturers of bodies, 
equipment or vehicles will be 
allowed as members, nor will 
these associations include truck 
dealers, it is thought. 

The two groups have already 


held initial meetings surveying the |* 


potential of such an organization. 

One group of distributors, under 
the leadership of Art C. Hoffman, 
president of Buckeye Truck Body 
Builders, Inc., Columbus, O., in- 
cludes Harry J. Reynolds, of H. J. 
Reynolds & Assoc., Columbus; 
Charles Hoffman, of South Side 
Equipment Co., Indianapolis, and 
William Myers, of Bode-Finn Co., 
Cincinnati. 

* * - 

Te OTHER group, under the 

leadership of F. E. Evans of 
Platt, Inc., Chicago, has already 
held a meeting in St. Louis and 
intends holding an _ exploratory 
meeting late this month in Chicago. 

The purposes of each association 
are practically identical—that of 
establishing a code of ethics for 
the industry, a policy of protec- 
tion for the enfranchised truck 
dealer, a standard line of discounts 
to dealers with clearly marked 
lines of what participation in the 
sale of equipment the dealer must 
make to entitle him to a given 
discount. 

Other aims of the associations 
are to discourage the sale of 
equipment by distributors direct 
to users without enfranchised 
dealers appearing in the sale; 
working with truck manufactur- 
ers and dealers to the end that 
both will aid in the maintenance 
of a dealer protection policy, and 
to encourage more dealers to 
avail themselves of the plus- 
profits available by working with 
the truck distributors in their 
areas, 

Since the end of World War II, 
by far the great majority of truck 

(Continued on Page 49, Col. 1) 





NO CONGESTION IN DOORS — The en- 
trances to the 50-passenger coaches bein 
built for New York City at the GMC Truc 
& Coach plant in Pontiac are 45 inches wide. 
GMC has an order for 400 of this type and 
another for 500 with a capacity of 45 pas- 
sengers, it states. 


WASHINGTON.—The volume of 
freight transported by motor car- 
riers in September increased 2 per- 
cent over August and 12.8 percent 
over September, 1947, according to 
the American Trucking Assns. 

Comparable reports received by 
ATA from 287 carriers in 44 states 
showed these carriers transported 
an aggregate of 2,807,215 tons in 
September, as against 2,752,325 tons 
in August and 2,489,496 tons in Sep- 
tember, 1947. 





The ATA index figure, com- 
puted on the basis of the average 
monthly tonnage of the reporting 
carriers for the three-year period 
of 1938-1940 as representing 100, 
reached an alltime high of 248. 

Approximately 79 percent of all 
tonnage transported in the month 
was hauled by carriers of general 
freight. The velume in this cate- 
gory increased 1.8 percent over Au- 
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11947 Production 
Already Reached 


Light-Model Gains 
Send Five Makers 
Over Last Year 


oo seems no question now 


but that both truck production 


and truck registration will set new 
all-time highs this year — marks 
that will go far beyond the most 
sanguine hopes of any of the man- 
ufacturers, 


Right now the industry is with- 
in approximately one week’s nor- 


| mal production of meeting last 


year’s civilian top output year of 

1,310,029 vehicles, On Nov, 13 the 

industry had produced 1,209,366 
commercial units, which was 113,- 
858 more than was produced in 

1947 on the same date. 

At the end of September, dealers 
and branches had sold, and owners 
had registered, 805,584 units, which 
is within 73,548 units of the 879,132 
banner registration of 1947. If 
October registration comes any- 
where near the September figure 
of 85,108, the industry will have 
surpassed its previous high by the 
first of November, leaving two full 
months to go for the new all-time 
high mark. 

+. * * 

pear trucks have been moving 

out to new owners and not 
banking up in dealers’ hands is 
shown by the fact that the end 
of September registration of 805,- 
584 vehicles is within comfortable 
shooting distance of the 891,596 ve- 
hicles built for U.S. domestic con- 
sumption during the first nine 
months and so reported by the 
Automobile Manufacturers Assn. 

In this year’s output, normal 
percentage - by - weight figures 
seem to have gone by the board. 

By far the greatest output has 

been in the 5,000-pounds-or-less 

classification which represents 35 

percent. The next highest output 

(21 percent) was in the 5,000- 

10,000 class—or what was for- 

merly known as the three-quarter 

and one-ton group. 

The two classifications — 10,000- 

(Continued on Page 38, Col. 3) 


ATA Index at All-Time High 
As Loadings Rise 12% 


gust, and 10.8 percent over Septem- 
ber, 1947. 

Transportation of petroleum prod- 
ucts, accounting for about 11 per- 
cent of the total tonnage, showed 
increases of 1.4 percent over August 
and 20.6 percent over September, 
1947, 


Carriers of iron and steel hauled 
about 4 percent of the total ton- 
nage. Their traffic volume increased 
-6 percent over August and 22.9 per- 
cent over September, 1947. 

About 6 percent of the total 
tonnage reported consisted of mis- 
cellaneous commodities, including 
household goods, textiles, gro- 
ceries, chemicals, meat, coal, ex- 
plosives, paper, heavy machinery, 
agricultural, tobacco, wood, motor 
vehicles and motor vehicle parts. 
Tonnage in this class increased 
6.6 percent over August and 20.3 
percent over September, 1947. 


The September tonnage of car- 
riers reporting from the Eastern 
district represented an inerease of 
-T7 percent over August and 9.5 per- 
cent over September, 1947, 
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TRUCK SECTION _ 





HARRISBURG, Pa. (UTPS)—Co- 
operating with Gov. Duff’s Highway 
Safety Advisory committee, the 
Pennsylvania Motor Truck Assn. 
has expanded its accident preven- 
tion program with the view of es- 
tablishing Pennsylvania as the 
“Highway Courtesy and Safety 
State.” 

A full-time secr ‘tai ‘of PMTA’s 
Accident Preventicn division will 
be appointed, it wis announced. 
The Accident Prevention division 
comprises some of the state’s 
leading highway safety engineers 
and fleet owners. It has func- 
tioned since 1938 and has pro- 
duced many safety activities 
wich have reduced the highway 
accident toll in the state. 

The committee also recommended 
establishment of a safety patrol by 
the trucking industry to patrol 








Gottberg Manages 
I-H Truck Output; 
2 Others Shifted 


CHICAGO. — International Har- 
vester Co, recently announced three 
personnel changes. 

H. E. Gottberg, formerly assistant 
manager of manufacturing, Motor 
Truck division, has been appointed 
manager of manufacturing, Motor 





H, E. Gottberg 


Vv. A. Guebard 


Truck division, succeeding Victor | 


A. Guebard. 

Guebard is now manager of 
manufacturing of the Industrial 
Power division, succeeding J. W. 
Phillips, who has been transferred 


to the supply and inventory staff, | 


general office. 


Gottberg began his Harvester | 


service at the West Pullman works 
in 1934 and subsequently saw serv- 
ice at International Harvester’s 
Springfield works, the general office 
manufacturing department, and as 


‘Courtesy and Safety’ 


That’s Title Pennsylvania Seeks; Trucking 
Assn. Pledges Cooperation 








manager of the Indianapolis works. | 


In 1946 Gottberg was appointed as- | 
sistant manager of manufacturing, 
Motor Truck division, the position 
he has held up to his present as- 
signment. | 

Guebard, newly appointed man- 
ager of manufacturing of the Indus- | 
trial Power division, began his serv- | 
ice with Harvester at the Fort | 
Wayne works in 1926 and served in | 
various capacities at the works un- 
til his appointment as assistant gen- | 
eral superintendent, Milwaukee |} 
works, in 1937. He became general | 
superintendent of that works in| 
1939 and works manager in 1941. | 
Since 1943 Guebard has headed the | 
Motor Truck division manufactur- | 
ing. 

Phillips has been with Harvester | 
32 years. For the past 18 months he 
has served as manager of manufac- 
turing of the Industrial Power divi- 
sion. For 10 years prior to that he | 
was works manager of the tractor 
works, 


Cargo of Austins 


Arrives on Coast 


VANCOUVER, B. C.—Comprising | 
the entire cargo of the ship, 498 
British Austin automobiles have 
arrived here aboard the Olsen 
Line’s MS Bataan, in one of the| 
largest single shipments of automo- | 
biles ever sent to North America. 
The retail sales value of the ve-| 
hicles was put at $900,000. 

The shipload was made up of six 
Sheerline sedans, 352 four-door 
Devons, 110 two-door Dorsets and 
30 half-ton panel truck Vans. Of 
this total, 163 cars were destined 
for Canadian dealers and the re- 
mainder were divided among the 
Seattle, San Francisco and Los An- 
geles marketing areas. Direct un- 
loading at the latter three points 
was forestalled because of the) 
dockworkers’ strike. | 









highways of the state, report ob- 
servations to employers and present 
infermation to the Accident Pre- 
vention division for analysis. 

The patrol will investigate causes 
of accidents and pass along werd to 
operators on hew to avoid them. 
Details of the patrol will be worked 
out at a meeting of the Accident 
Prevention division at Hershey 
Nov. 22-23. 

Extension of management-em- 
ploye highway courtesy and safety 
programs in all PMTA chapters 
at the local level was urged by 
the committee. A part of the as- 
sociation’s courtesy and safety 
campaign will be to continue to 
urge all highway users to main- 
tain a safe distance between ve- 
hicles and grant other motorists 
the right to pass, 

“The safety problem,” said W. 
Robert Smith, Philadelphia, chair- 
man of the Accident Prevention 
division, “must be recognized as one 
that involves all highway users, as 


AIR TANK 


AVAILABLE 
FOR 
IMMEDIATE 
SHIPMENT 
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FOR SYNCHRONIZED BRAKES USE MIDLAND’S —> 
HYDRAULIC SYNCHRONIZING VALVE 





ROUTE-VAN 


(center) is inspecting the new Route-Van chassis. 





ROOTERS—Typical of the enthusiasm shown by Dodge dealers at the 24 
introductory meetings being held throughout the nation to show the new Route-Van frequent- 
stop delivery vehicle is this photo taken in the Minneapolis auditorium. The large throng 


Dodge dealers from Minnesota, South 


Dakota, North Dakota and parts of Montana, Wyoming, lowa and Wisconsin attended the 


Minneapolis meeting. 


well as pedestrians, not any one|with Gov. Duff’s Highway Safety 
group, and it is only by the utmost | Advisory committee with a view of 


cooperation between all government 
and industrial groups concerned 
with safety that the accident toll 
can be reduced.” 

The association’s resolution 
pledged “PMTA’s full cooperation 


Gwe ee 


en 


establishing Pennsylvania as the 
‘Highway Courtesy and Safety 
State’ and extending the full facili- 
ties of our Accident Prevention 
division to assist the governor in 
achieving this purpose.” 


FOR YEARS 


35 





Clark Honored 


Veterans’ Program Draws 
Legion Citation 

BUCHANAN, Mich. — Clark 
Equipment Co. has been selected 
by the National Executive commit- 
tee of the American Legion to re- 
ceive its annual citation as the 
outstanding employer in Michigan 
for giving “exceptional service in 
the employment of veterans, both 
physically able and disabled or 
handicapped.” 

All four of the Clark plants— 
Battle Creek, Buchanan, Berrien 
Springs and Jackson—are covered 
by the award. A program of awards 
national in scope was inaugurated 
last year, when Ford Motor Co. 
was the honored concern in Mich- 
igan. 

Selection of Clark Equipment 
was made on recommendation of 
the veterans’ employment repre- 
sentative for Michigan for the U. S. 
Employment Service. 


Remodeling Finished 
Alabama Motor Co. (Chrysler- 
Plymouth), 1205 Gurnee, Anniston, 
Ala., has completed its remodeling 
program. C. J. Alford is the owner 


and Van Bell service manager. 





_ UNIVERSALLY USED 


MIDLAND’ 


COMPACT TRAILER 
VACUUM INSTALLATION 


~ NOW a»ouano’s 


AND EMERGENCY RELAY VALVE ASSEMBLY 
FOR TRAILER AIR BRAKES 


PORES $ 





THE MIDLAND STEEL PRODUCTS COMPANY 


6660 MT. 


ELLIOTT AVENUE e 


DETROIT 11, MICH. 
Export Department: 38 Pearl Street, New York, N. Y. 


LARGE CAPACITY 


QUICK APPLICATION 
AND RELEASE 


SIMPLIFIED 


INSTALLATION 


POSITIVE LEAK- 
PROOF EMERGENCY 
APPLICATION 


MOUNTING INTER- 
CHANGEABLE WITH 
VACUUM TANK 


EASY TO SERVICE 
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Truckers Take a Bow 


Englishman Finds U.S. Highway Drivers 
‘Courteous, Well-Educated’ 


DENVER. — Amazingly tight|the sleeper cabs that you use here 
schedules that keep U.S. heavy /|so much,” Cropper said. 
truck traffic moving continuously} Another source of amazement to 


were noted here last week by Ralph pore sed de as — fact that the big 
Cropper of London, England. semi-trailer sleeper truck in which 


he rode to Los Angeles had to stop 
Cropper had just finished a 


before entering Arizona and Cali- 
$,000-mile trip by truck to the |fornia and be checked over the 
West Coast and back as part of | State line each time. 
his two-month assignment by the “I could imagine such a thing 
National Road Transport Federa- 


in South America, but I hadn’t 
tion of London to study the heavy | ©*Pected it in North America,” he 
trucking industry of this country. 


said. “Arizona collects a tariff of 
“Although some of our lines in 


some sort just as if a truck is en- 
England try to keep traffic moving 


tering a different country.” 

Cro ised Calif h- 
by having changeover drivers wait- an — oe 
ing, the system is better organized 


ways, particularly new super-high- 
in the U.S., and we have none of 








FOR HAULING STOCK—Cattle buyer A. H. Jungerman, Pittsburg, Texas, stands before a 


unique unit which he designed and built. The trailer is towed by a one-ton Studebaker ‘49%er, 
delivered by Arnold-Camp Motor Sales, Gilmer, Tex. 








tors are Alan P. Cusick, Middle- 
town; Leo T. Bush, Providence, and 
Helen Motyl, Pawtucket. Five hun- 
dred shares of no par common 
stock was authorized. 


Kohl Motors, Inc. 


Among charters granted at the 
Rhode Island secretary of state’s 
office is one to Kohl Motors, Inc., 
East Greenwich, R. I. Incorpora- 


ways being constructed there. 
He said U.S. truck drivers are 
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Bendix Brakes 
for Trucks, 
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Bendix 
B-K* Power Vacuum-Power 
Braking System Gear Shifter 


for Cargo 
Trailers 






From Half-Tonner to Highway Giant 


H YDROVAC* 


the World's Most Versatile Power Brake! 












More truck capacities and types are served by Bendix 
Hydrovac power braking than by all other power 
brakes combined! This versatility actually /owers the 
cost of Bendix power braking because it has resulted 
in such widespread usage and quantity production. 
Regardless of size, therefore, every truck you make or 
own can be Hydrovac-equipped at a price in line 
with the truck’s original cost —an exclusive Hydrovac 
advantage! Contact the factory for specific information. 

*REG. U.S. PAT. OFF. 








TRUCK SECTION 


generally courteous, trying con- 
stantly to let faster traffic pass 
them and always turning a spot- 
light on cars on the roadside at 
night to see if anyone needs assist- 
ance. In this regard he said: 

“I found American drivers a very 
well educated bunch of fellows on 
the whole. Of the nine with whom 
I drove, only one was a bit taciturn 
so that I had to draw him out with 
questions. They gave me a good bit 
of inside information about the 
trucking industry here.” 


Young Heads Up 
Arkansas Bus 
And Truck Assn. 


LITTLE ROCK, Ark.—Robert A. 
Young jr. of Fort Smith, Ark., was 
elected president of the Arkansas 
Bus and Truck Assn. at the an- 
nual meeting of the organization 
held here. 

R. W. McClendon of Little Rock, 
retiring president, became execu- 
tive vice-president, and Carroll 
Owens of Little Rock was reelected 
executive secretary. Roy C. Martin 
of Fort Smith was named Arkan- 
sas member of the industrial rela- 
tions committee of the industry. 

L. C. Allman of Detroit, vice- 
president of Fruehauf Trailer Co., 
said in an address before the con- 
vention that many highways in this 
country are not carrying their full 
load capacity and that too many 
size, weight and regulation rulings 
had been made on assumption “by 


| politicians” instead of highway en- 


gineers. He urged full use of roads 
to capacity and said that bridges 
should be built to highway strength 
so that they can carry full high- 
way loads. 

John N. Bauman of Cleveland, 
vice-president of White Motor Co., 
said that truckers should buy 
trucks with a view toward the spe- 
cific jobs which they are to per- 
form, and said that manufacturers 
are producing trucks capable of 
handling efficiently all required 
specific tasks imposed by industry. 


Crackdown 
Balky Pa. Truckers Face 


License Revocation 


HARRISBURG, Pa. (UTPS).— 
The governor’s Highway Safety Ad- 
visory committee has recommended 
suspension of driving privileges of 
truck drivers on the Pennsylvania 
Turnpike who, according to state 
police, have been submitting to ar- 
rest for a minor violation of the 
motor code to evade heavier penal- 
ties for overloaded vehicles. 

The truckers, it was said, have 
been refusing to leave the turnpike 
at Irwin, the western terminus, be- 
cause a state police weighing detail 
was waiting for them just outside 
the gate on route 30. 

Ordered to move on, some truck- 
ers parked on the turnpike inside 
the gate and refused to obey the 
command. Four were arrested and 
paid $10 fines. By the time the 
hearing was held and the fines paid, 
the police weighing detail had com- 
pleted its work for the day and de- 
parted. 

Had the trucks involved been 
found to have overweight cargoes 
a fine many times in excess of $10 
would have been imposed. At one 
time as many as 75 trucks were 
parked along the turnpike. 

The action means that truckers 
who disobey the command to “move 
on” will not escape by paying the 
$10 fine, but will now be cited to the 
revenue department for a hearing 
to determine whether or not operat- 
ing privileges should be suspended. 

Meanwhile, the Pennsylvania Mo- 
tor Truck Assn. urged motor car- 
riers to obey state truck weight 
regulations, but to protest their in- 
equity with those of surrounding 
states at the next session of the 
general assembly in January. 


Alger Builds Terminal 


At Jackson, Mich. 


DETROIT. — Announcement of 
construction of a new Jackson 
(Mich.) terminal at a cost of $40,- 


|000 was made here by A. C. Scott, 


president and general manager, 


|Geo,. F. Alger Co., 3050 Lonyo Rd. 


The new terminal already being 
built is located at the intersection 
of the new U. S. 12 Jackson bypass 
and Highway M-50, Scott said. It 
is expected to be finished by Jan. 1. 
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TRUCK SECTION 








NEWARK, N. J.—Replying to 
what he assailed as “intemperate 
and uninformed charges against an 
entire industry based on isolated | 
and spectacular accidents,” Daniel 
J. Crecca, manager of the New| 
Jersey Motor Truck Assn., declares 
that the safety record of trucks 
in New Jersey is far better than 
that of passenger cars. 

Crecca asserted farther that| 
trucks pay more than their share | 
of highway construction and main- | 
tenance costs; that New Jersey 
does not permit unusually large 


and heavy trucks, and that trucks|: °° 


do not destroy roads. 

His statement, together with 
similar statements by other in- 
dustry representatives, was 
prompted by a series of articles 
in the Newark News purporting 
to point up the differences in 
what railroads pay in the way of 
taxes to the state and how truck 
operators, particularly those from 
out of state, benefit from use of 
New Jersey highways. The ar- 
ticles also depicted trucks as a 
safety menace. 

Excerpts from Crecca’s_ state- 
ment, as published by the Newark 
News with a front page lead, fol- 
low: 

“New Jersey citizens have too 
big a stake in the continued de- 
velopment of the state’s highway | 
transportation facilities for us to 
permit the recent attacks on mo- 
tor trucks by some newspapers to 
go unanswered... . 

“Truck accidents are often sen- 
sational, provide graphic pictures 
and copy and as a result are played | 
up. But the safety record of trucks | 
in New Jersey is actually far bet- 
ter than that of passenger cars. | 
In the first six months of 1948, 15.3 
percent of all motor vehicles reg- | 
istered in New Jersey were trucks. | 
In the same period, 15.4 percent | 
of all New Jersey traffic accidents 
involved trucks. Since the average 
motor truck will run at least three 
times as much mileage annually | 
as the average passenger car, it 
is obvious that the accidents per 
hundred miles of travel for trucks 
is only about one-third that of 
passenger cars. 

“Furthermore, most trucks 
travel in all kinds of weather 
and under all kinds of driving 
conditions while passenger cars, 
under no such necessity to de- 
liver the food and fuel or the 
raw materials and finished parts 
for industry, keep off the roads 
in bad weather and under bail 
conditions. 

“This association is much more 
concerned about accidents involv- 
ing trucks than any newspaper edi- 
tor or any public official. Our very 
existence depends upon safe driv- 
ing. Therefore, and despite the 
fact that our members have been 
intensifying their safety efforts, 
the New Jersey Motor Truck Assn. 
pledges to Col. Charles Schoeffel, 
superintendent of state police, and 
Arthur W. Magee, commissioner of 
motor vehicles, its wholehearted 
cooperation in any and every ef- 
fort to cut down truck accidents. 

“By use of highly colored terms 
such as gargantuan, huge, mam- 
moth and box cars in connection 
with trucks, an effort has been 
made to give the impression that 
motor trucks in New Jersey are 
somehow larger than they are in 
other parts of the country. This is 
not true. 

“In the tier of northeastern 
States from the District of Colum- 
bia up to Maine, six of the 13 
States (Maryland, District of Co- 
lumbia, New York, Pennsylvania, 
Rhode Island and West Virginia) 
allow heavier loads than the 60,000 





gross weight maximum permitted 
in New Jersey. 

“As for length, seven of the 
States have the same limit as 


New Jersey for single vehicles, 
only one (Pennsylvania) allows 
less than New Jersey’s 35 feet 
and their limit is 33 feet, while 
four.states allow greater length. 
Connecticut and Maine permit 10 
feet more length than New Jer- 
sey. Vermont permits 15 feet 
more and Maryland permits 55 
feet, or 20 feet more. 

“Width is the same in all states 
ind height is the same or greater 
in every state here in the North- 


east. We have used the Northeast | 


Defense of Truckers 


New Jersey Association Head Answers Blast 
Against Commercial Vehicles on Roads 







because in the Far West all dimen- 
sions allowed are greater and we 
want this comparison to be fair. 


“Why is a truck 35 feet long a} 
monster, a box car, a behemoth in 
New Jersey and just another truck | 
in a state where it is 55 feet long? | 
And the same with tractor-trail- | 
ers, whose length in New Jersey | 
is 45 feet as it is in every other | 
state in the Northeast except in| 
the four where 50 feet is permitted. 


“A great deal of misinformation 
about taxes has been printed, also. 
Here are the facts: 


“In New Jersey in 1947, trucks 
constituted 15.3 percent of total 
motor vehicle registration out of 
the total user revenues of $55,- 
666,000, trucks paid 28.8 percent, 
or $16,032,000. Trucks paid 34.7 
percent of total registration fees 
and 24.4 percent of total gasoline 
taxes. In addition, trucks in New 
Jersey pay thousands of dollars 
in special fees not levied against 
other motorists. 

“According to the U. S. Public 


| disbursements 





BOYERTOWN 


BODY FOR BAKERIES—New allo 
| delivery body, mounted on Willys chassis, Model 2 


wie 


job aE ROS 


metal merchandiser M-8 Twice-the-Load 
D, for Javes’ bakery, Milford, N.J. The 


merchandiser adoption for forward control has been approved by Willys, one of the few now 


Roads Administration figures, total 
for state-adminis- 
tered highways in New Jersey in 
1947 amounted to $29,542,000... . 


“Here is our answer as to 


| approved, according to Boyertown Auto Body Works, Inc., Boyertown, Pa. 





way. Trucks alone paid in taxes 
an amount which last year was 54 
percent of the total spent by the 


| state to build new roads, maintain 


old roads, administer the system 


whether trucks are paying their|and police and protect it as well 
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as pay interest on highway bonds 
|and retire principal. 

“In the period 1934 through 1946, 
$125,694,000 of the money collected 
by New Jersey as highway taxes 
was diverted to non-highway pur- 
poses. That much money would 
have built, over the years involved, 
697 miles of first class roads. That 
kind of money would have done 
a nice job in re-designing and mak- 
ing safe highway 28 in the Jug- 
town mountain area, for example. 

“As for trucks destroying New 
Jersey roads, that fallacy has 
long been exploded, as has the 
parallel argument that were it 
not for trucks, roads could be 
built of lesser thickness and shal- 
lower subgrade. Our leading 
highway engineers tell us that, 
generally speaking, our highways 
would be built just as thick and 
just as wide as they are today, 
even if there were no trucks, The 
primary factor which determines 
thickness is the weather. Roads 
have to be built to a certain 
thickness to withstand the heat, 
cold, frost and rain, and roads 
built to such standards usually 
will carry the truck weights 
authorized by our state laws 

(See DEFEND, Page 42, Col. 1) 
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longer axle life. See your truck dealer for complete information. 
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Upholds Toledo 


Tax on Income 


TOLEDO.—Lawrence W. Angell, 
who is challenging Toledo’s right to 
levy a 1 percent income tax on his 
wages at the Badger Construction 
Co., saw his battle get a temporary 
setback last week from Judge A. V. 
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Truck Industry Continues Climb... 


"48 Sales, Output Records Assured 


Baumann of Sandusky county com- 
mon pleas court. 

Ruling the tax legal, Judge Bau- 
mann pointed out that Angell’s 
rights under the U.S. Constitution 
had not been impaired because the 
ordinance providing for the tax had 
been passed before he became em- 
ployed in Toledo. Angell’s lawyer 
indicated than an appeal would be 
made in a higher court. 
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@ They’re smoother and faster 





REPLACEABLE — 
CARTRIDGES 4 
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SEALCO Relay Emergency Valves are uniquely different — 
operating on only ONE POUND opening pressure, which gives 
far smoother and faster stopping. Prevents jack-knifing, and 
means less wear and tear on the rig, load, tires and driver! 


They’re simpler and safer 


Behind SEALCO performance is a new conception in sim- 
plicity. Fewer working parts assure greater safety. Then, too, 
because the cartridge containing all working parts except the 
diaphragm can be changed so easily and quickly (5 minutes), 
PREVENTIVE MAINTENANCE can be economically employed. 
All of which adds up to far greater driving safety. 


They’re dependable and proved 


SEALCO Relay Emergency Valves have been proved by mil- 
lions of performance miles. Operators, shop men and drivers 
alike have learned and praise their efficiency, dependability 
and all-around satisfaction. They'll win friends for your 
equipment...and good judgment. Let us mail literature giv- 


ing the complete story. 


WRITE TODAY FOR 
our New Catalog 


giving complete 
particulars 
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AIR-BRAKE EQUIPMENT 
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OMER T. SEALE, 
5330 ALHAMBRA AVE., LOS ANGELES, CALIF. 
' Proved by millions of miles 
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COLD WEATHER WORRIES? 


It's 


HOMOGENIZED! 


oa 


Sprays easier even in winter 
Won't clog gun or settle in drum 


Wrile today for name of nearest distributor 
of fast-spraying, trouble-free NOX-SOUND 
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14,000-pound with 16 percent and 
14,000-16,000 class with 17.5 percent 
—fell short of the prewar output 
in the combination, or what was 
known as the _ ton-and-one-half 
classification. This used to be the 
big output group, representing ap- 
proximately 42 percent of all trucks 
produced. The two new classifica- 
tions represent but 33.5 percent of 
output. 
* * 

RUCKS in the 16,000-19,500 GVW 

represented 5 percent of output, 
those in the 19,500-26,000 GVW rep- 
resented 3.5 percent and trucks of 
over 26,000 GVW represented but 
2 percent of the total. 

The big change in size-output 
came in the so-called “pickup and 
panel” class, which jumped from a 
normal 28 percent of output to 35 
percent and the normal three-quar- 
ter and one-ton class which jumped 
from a norm of around 12 percent 
to 21 percent of the year’s produc- 
tion to date. 

This change in itself shows a 
considerable change in sheet steel 
availability, in that manufactur- 
ers prior to this year were pro- 
ducing approximately 45 percent 
of the entire output in the light 
truck class and this year jumped 
to over 56 percent of the entire 
production, 

There is every indication that 
output will stay high in the low- 
tonnage sizes for several years to 
come if the factories can obtain 
the necessary sheet steel to produce 
the lighter jobs. This classification 
was starved most during the war 
period, and for the first two years 
of production since, yet the big in- 
crease in demand has been for 
trucks in these lighter models. 

+ * * 
HHOUSANDS of farmers who 
never were able to own trucks 

prior to the end of the war have 
come into this market in addition 
to the needs of retail delivery and 
other users who depend on pickups, 
panels light stakes for their 
transportation needs. 


Most of the farmers who have 
come into the truck buying market 
for the first time in their lives want 
either half- or three-quarter-ton 
jobs that can be used not only for 
the transportation of their crops 
and animals but for general trans- 
portation as well. These people, in 
many cases, have but one vehicle, 
the light truck, which they use as 
both truck and passenger car. 


The concentration on the out- 
put of the smaller sizes is one of 
the major reasons why only five 
companies selling through dealers 
have increased their output over 
that of last year. 


These companies — Chevrolet, 
Ford, General Motors Truck, Inter- 
national Harvester and Willys— 
have always built a heavy percent- 
age of their output in the lighter 
models. While this is commonly 
recognized in the case of Chevrolet, 
Ford and Willys, the same thing 
applies to the two other companies 
who sell through branches as well 
as having large dealer bodies. 


Harvester now has in the neigh- 
borhood of 4,700 truck dealers of 
all types and GMC has approxi- 
mately 3,800 under its banner— 
most of the GMC dealers being 
General Motors passenger-car deal- 
ers who dual with a truck fran- 
chise. Many of these, too, have 
gone into separate truck facilities 
—some even building separate 
truck buildings which make their 
truck business actually a separate 
business as far as sales and service 
is concerned. 

> . * 


DePse has crept into third place 
in the listing of top producers 
during the past month, having dis- 
placed Harvester by 1,142 units in 
the accounting of Nov. 13. 
Top 10 makers today definitely 
emphasize the importance of light 
truck output in this year’s produc- 


Plans Third Austin Outlet 


Frank Arute, owner of P. & A. 
Sales and Service Co. (Austin), 
Hartford and Berlin, Conn., has an- 
nounced that he will open an Austin 
dealership in Miami, Fla. The new 
company will operate under the 
name of Arute Motors. 


tion with Chevrolet leading the field 
with a margin of 70,170 units, Ford 
comfortably in second with a mar- 
gin of 127,516 vehicles over third- 
place Dodge. Harvester, fourth, is 
50,670 ahead of Willys who must be 
called a truck builder because of 
the commercial use of the Jeep, 
and 63,028 ahead of GMC, the com- 
parable builder which has made on 
outstanding production record this 
year to take sixth place. 
Studebaker, only 955 units be- 
hind last year, is comfortably 
seated in seventh place with Dia- 
mond T in eighth, Mack in ninth 
and White in tenth place. Reo 
missed the top 10 by only 82 units. 
Other truck companies which 
have improved their position and 
registered more trucks in 1948 than 
in 1947 besides those in the first 
10 mentioned earlier are Diamond 
T, 822 ahead for the first nine 
months, Divco ahead 1,029, and 
Studebaker 6,708 units. Studebaker 
seems to be the only truck maker 
registering more trucks in 1948 
than in 1947 for the nine-month 


SWAP 


UNAPPLIED TIME 


TRUCK SECTION 


period and which is still behind in 
production as compared with last 
year. 

* e ? 

NLY 1,890 commercial vehicles 

were exported from this coun- 

try to Canada as against 8,592 for 
the same period last year. Foreign 
export this year was 151,462 vehi- 
cles as against 184,331 in the same 
period the year before. 

Exports from Canada to other 
countries was far greater than 
her imports of commercial vehi- 
cles from this country, Canada 
having exported 17,469 vehicles 
during the nine-month period. 
Imports of commercial vehicles 

from other countries was but a 
drop in the bucket as compared 
with imports of passenger cars. A 
total of 173 commercial vehicles 
came into this country as against 
16,046 passenger cars during the 
nine months. Of the trucks, 58 
came from Canada, one from 
Mexico and 114 from the United 
Kingdom for a total value of 
$213,142. 
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control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 


kept and service sales increase. 
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DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
died by full utilization of existing 
facilities ... and efficient handling 
means more satisfied customers, 


SERVICE MANAGER . . . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 


SHOP FOREMAN .. . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 


% tails of handling repair orders, assign- 


ing jobs and answering inquiries. 


SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 
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Exhaust, Brakes, Tires Stressed . . . 


Complete Truck Check 
Seen Vital for Winter 


(Continued from Page 34) 


in terms of power and miles per 
pound of fuel require a mixture of 
from 12 to 13 pounds of air to one 
of gasoline. 
* 
A§ IT TAKES 15 pounds of air 
to one of fuel to give perfect 

combustion, about 4 percent of the 
exhaust gases is carbon monoxide. 
At 60 percent combustion effi- 
ciency, the amount of carbon mo- 
noxide is about 10 percent. 

Recent tests by an operating 
transportation company resulted in 
the finding that 60 percent of its 
equipment was operating at only 
60 percent combustion efficiency. 

If this is true in a fleet that is 
operated at a high degree of 
efficiency, it seems logical that 
most trucks are high producers 
of the deadly monoxide gases. 

Precautionary measures that 
should be taken in all fall preven- 
tive service operations: 


1. Adjust the engine to its best 
operating condition, and preferably 
up to the manufacturer’s standard. 

2. Inspect exhaust manifold and 
pipe gaskets for leaks, paying par- 
ticular attention to the point 
where exhaust pipe enters the 
muffler. 

3. See that exhaust tail pipe dis- 
charges well beyond the rear end 
of the cab or body. Keep floor 
board tight and preferably insu- 
lated between engine and driver's 
compartment. 

* * * 

T HAS also been found from 

tests made of the mechanical 
condition of vehicles in many 
states that well over 50 percent of 
all types are running on defective 
or inadequate tires. These are—or 
soon will be—nothing more than 
cripples on the road—potential ac- 
cidents looking for places to hap- 
pen. 

Tires that will run without trou- 
ble on smooth hard highways pro- 
duce accidents when subjected to 
the rigors of winter driving over 
ice-encrusted roads, where side 
thrusts throw an increased burden 
on the worn or defective casing. 

Overloading very often uses up 
the entire factor of safety of 
the tire. Therefore, the correct 
size for the load should always 
be used. Operators who continu- 
ally exceed tire capacities which 
have been definitely established 
from actual experience, are not 
only kidding themselves on main- 
tenance costs, but also are gam- 
bling with driver's safety and 
that of other vehicles and of pe- 
destrians. 

For example, a tire carrying a 
load of 25 percent over its rated 
capacity will give only 64 percent 
of its normal mileage expectancy 
and an overload of 50 percent gives 
only 45 percent normal service. 

The ability to control front 
wheels depends in a great meas- 
ure on the type and condition of 
the steering mechanism. In spite of 
this, it has been noted that there 
is a decided lack of care given 
to maintenance of the steering 
mechanism of trucks, even among 
filleet operators. Front-end mis- 
alignment is one of the greatest 
offenders and contributes to much 
unnecessary tire expense and gen- 
eral increase in operating costs. 


~ a +” 
Te SAME ssituation applies to 
brakes. Most of our better 


trucks today are equipped with 
brakes of sufficient size and area 
to give a rate of deceleration, when 
loaded to the manufacturers au- 
thorized capacity, of 22 feet per 
second. This is considered about 
maximum for driver comfort and 
safety to load. 

This means that at a vehicle 
speed of 20 miles per hour, the 
distance required to stop is 19% 
feet. At 40 miles per hour this dis- 
tance increases to 78.2 feet or four 
times that required at 20 mph. 

Correct lubrication is also es- 
sential to economical operation. 
The various units in motor trucks 
require different grades and types 
of lubricants to properly meet 








the needs of the conditions under 
which they operate. 

This is especially vital in winter 
time operation and the truck should 
not only be thoroughly lubricated 
at all points before getting into 
cold weather operation, but all 
transmission and rear-axle lubri- 
cants should be changed to winter 
or cold-weather lubricants before 
severe cold weather arrives. 

Some dealers this fall, it is un- 
derstood, will offer this “bumper- 
to-bumper” inspection as well as 
a complete engine diagnosis as a 
“unit” service to their customers, 
making a charge for the inspection 
and giving the operator a list of 
the things his vehicle needs to re- 
store it to its original efficiency 
such as is being done in the pas- 
senger-car diagnosis departments 
or clinics. 
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Resale Contract 


Upheld in First 
Oregon Challenge 


PORTLAND, Ore.—The validity 
of the dealer repurchase option 
contract has been upheld by Dis- 
trict Judge Fred L. Olson in the 
first ruling of its kind in Oregon. 

The court decision sustained 
charges that John Wong had vio- 
lated terms of an agreement he 
made with George R. Wallace Co., 
which was awarded $300 in dam- 
ages. Wallace said he would do- 
nate the $300 to the Community 
Chest. 

It was shown that Wong ordered 
a new car from Wallace last April 
27 and signed a repurchase agree- 
ment dated May 1, the day the car 
was delivered. Wong sold the car 


FRUEHAUFS TO HAUL NEW LUSTRON HOMES—A $4,000,000 purchase of 700 trailers, the |}to a used-car dealer on May 1, 


largest single order ever placed with Fruehauf Trailer, was recently made by Commercial « 


House Equipment Corp., Chicago, according to W. J. Robinson, vice-president in charge of 
sales, The Chicago contract carrier has ordered 700 flat-bed trailers fitted with special racks 
to haul “knocked-down"' homes. Each trailer is designed to haul a complete house in one 
load. Specifications call for a trailer length of 32 feet 9 inches, the maximum length per- 
mitted to meet all state restrictions. Production on the units has begun at the Avon Lake 
(O.) factory and delivery will be completed in early March. 


AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated more 


than 100,000 cover-to-cover readers! Whether you need a man or a hard-to-find part, 
Automotive News WANT ADS will do the trick! 


the date of delivery, it was estab- 
lished. 

Wong said he would appeal the 
decision to the circuit court. 


Named Mack Dealer 


Mayeux Motor Co., 2104 Third St., 
Alexandria, La., announced its ap- 
pointment as Mack truck dealer. 
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New 8-Foot 


for 


3/4 Ton Trucks 


Mid West Invades Light Truck Body Field With a 
New Line of Low Price Heavy-Duty Truck Bodies 


Mid West presents 
heavy-duty, quality 


features truck owners have long demanded! Imagine 8-foot 


truck bodies with 


engineering, more efficient design, made of better materials— 
and offered at a price down with the lowest! 


Leader Truck Bodies open a whole new field. There’s a Leader 


8-ft. Commercial sta 


ing; there’s an 8-ft. Leader Fold-down truck body for all- 
purpose farm use. Each has many innovations truck owners 


appreciate. Each is d 


use. For the best, turn to the Leader! 


COMPANION LINE TO 


1a Shen 4 TN aa BY 


Mn ast 


FOR LEADERSHIP... AND ADDED PROFITS 


Body 


—the Leader line! Mid West introduces 
features to the light truck body field— 


greater load-carrying capacity, better 


end gate... 
ventilation . . 


ke and platform body for all-around haul- 


esigned to stand up under the most rugged 


height. 
added safety. 


THE GREAT MID WEST HEAVY-DUTY TRUCK BODIES 


to rust. 


Wire, Write or Phone for Literature and Name of Nearest Distributor 


EADE 


as all-steel rear grain door . 
removable filler sections for controlled 
. and a score of other features found 
only on high priced truck bodies. 


Adaptable to any truck... 
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FOLD - DOWN TRUCK BODY MODEL 


For all-around farm trucking, the Leader 8-ft. Fold- 
down model has high rack sections that fold down 
over a grain body. Incorporates unique features such 


. « Slide-and-lock rear 


CHECK THESE FEATURES: 


Kiln-dried 


hardwood racks, floor and longitudinal 
sills... 
sills and stakes... 


*High-tensile steel rub-rail, cross 


Tight-side sections 


33” high; hinged racks 27’; 60” overall 
Top racks painted white for 


*High Tensile — 50% stronger, 4 times as resistant 


MID WEST BODY AND MANUFACTURING DIVISION 


PARIS, ILLINOIS 
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WISCONSIN MOVES TOWARD UNIFORM LAWS—Wisconsin state highway officials have | 
received a special 132-page comparison of Wisconsin's motor vehicle code with the model 








Veterans’ Bonus May Force 


| Sales Tax in Minnesota 
Prospects of a state sales tax 


| of payment for a state bonus which 
is virtually assured of being 
passed at the 1949 legislature foi- 
lowing approval by the state’s vot- 
ers of a bonus referendum. Cost 
of the bonus has been estimated at 
from $200 to $300 million dollars. 
Most experts on Minnesota state 
finances have listed a general sales 


source for large new state reve- 
nues. It is estimated a 2 percent 
retail sales tax would bring in 
about $30,000,000 annually or enough 
to pay off a bonus in about 10 
years. 





national code. This study is regarded as a first step toward traffic safety, for it is expected 4 a * 


to lead to more uniformity in motor vehicle laws among all states. Shown presentin 


to Wisconsin Highway department officials is F. M. : 
sers Conference. The highway officials (front, left to right) are: 


stud 


of the Wisconsin Highway 


the 


Elliott (left, seated), chairman) Wisconsin May Tax Income 


Ben L. Marcus, commissioner of the Wisconsin Motor Vehicle Department; James R. Law, Of Non-Resident Firms 





chairman, Highway commission of Wisconsin, and R. C. Salisbury, safety director, Wheesnete | 
Motor Vehicle Department. Standing are members of the uniform laws committee of the 


Wisconsin users conference, which made the study possible. They are (left to right) Stuart | income tax payments on the earn- | 


loomed in Minnesota as a means | 
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In the Hopper 


in the state legislature in January 
by the state department of taxa- 
tion and the Wisconsin legislative 
council, it was reported in Madi- 
son. 


TRUCK SECT IN 


levy a tax on property handed 
|down by will or inheritance; clas. 
| sify and tax property at a rate uni- 
|form in each class; substitute an 
| occupation tax for a stock-in-trad. 
tax on manufacturers, and exempt 
| merchants from the tax on stock- 
| in-trade if the tax was imposed on 
| their gross receipts. 


The other tax proposal, Question 


Under the terms of the bill, a) No. 5, was rejected 62,909 to 55,013. 


business operating within and with- 


|out Wisconsin would be required 


to report its income for Wisconsin 
corporate income tax purposes by 
using the statutory apportionment 


|method rather than the separate 


tax as the last remaining untapped | 


accounting method. 
* & + 


New Hampshire Rejects 


Pair of Tax Proposals 


Official tabulation of New Hamp- 
shire’s votes in the recent election 
shows that two proposed consti- 
tutional amendments which would 
have affected merchants’ and man- 
ufacturers’ taxes were overwhelm- 
ingly defeated. Approval of the 


| measures would have required a 


A bill designed to capture state | two-thirds vote. 


Question No. 3, the omnibus tax 


B. Wright, chairman and secretary of the Wisconsin division, American Automobile Assn.; | ings of large non-resident corpora- | proposal, was defeated 69,978 to 


George Manson, president, Wisconsin Motor Bus Operators Assn., and Louis Milan, execu- 
tive secretary, Wisconsin Automotive Trades Assn. The fourth member of the committee (not 
ward J. Konkol, general manager, Wisconsin Motor Carriers Assn. i 
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tions which operate in Wisconsin | 52,282. This measure would have 
| has been approved for introduction given the legislature authority to 





ee 





plant at Kansas City with its latest 


| This proposed amendment wouid 
| have empowered the legislature to 
| classify the stocks-in-trade of man 
|ufacturers and merchants separate 
| from other property and from each 

other, and apply to them special 
| assessments, rates and taxes. 

+ * + 


|Texas Weighs Reduction 


In Unemployment Taxes 


| Lower unemployment tax contri- 
| butions by employers and more lib- 
j}eral benefits to recipients will be 
| proposed to the 1949 Texas legis- 
lature, according to Gov. Beauford 
H. Jester. 


Maximum benefits to the unem- 
ployed would be raised from $18 to 
|$20 a week, under the proposed 
| changes. At the same time the ba- 
| Sic rate for employers’ contribu- 
| tions to the fund would be reduced 
|from % of 1 percent on payrolls 
| to .4 of 1 percent—a 20 percent cut. 
The Texas Employment Commis- 
sion also proposes that credits for 
experience ratings on employment 
be allowed in degrees of .1 of 1 
percent, rather than % of 1 per- 
cent. 

* ob * 


Automotive Legislation Due 


In Wisconsin Legislature 


More important automotive i:- 
dustry bills will be offered in the 
1949 session of the Wisconsin leg- 
islature than in many recent 
years, the Wisconsin Automotive 
Trades Assn. has informed its 

| members throughout the state in 
a current bulletin. 


Legislation may be expected in 
the fields of taxation, regulation 
and highway safety, Louis Milan, 
executive secretary of the trade 
group, advised local dealers. 


* * * 
Boston Seeking Income Levy 
And Higher Corporate Taxes 


Passage of enabling legislation to 
permit the city of Boston to impose 
a 1 percent salary withholding tax 
on all persons working in the city 
and to increase the present corpo- 
ration tax from 5% to 15 percent 
|will be sought by the city during 
1949 session of the Massachusetts 
legislature, according to Mayor 
Curley. 


“There is a good chance of getting 
these bills through the new legisla- 
| ture to provide relief for home and 
property owners, especially with 
|the Democrats in control,” Mayor 
Curley said. “We will file both 
measures and let the legislature 
|decide upon which one to pass.” 
|City officials estimated the pro- 
posed income tax would yield $10,- 
|000,000 a year, while increased cor- 
|poration taxes would produce $15,- 
000,000 to $20,000,000. 


* * * 


eeeeterete fleet operators 
who have been buying custom- 
built truck bodies have now found 
new economies in the Fruehauf 
Truck Body Line. In some cases Frue- 
hauf prices were little more than 
half the amount they’d been paying. 





Others who formerly bought mass- 
produced bodies are discovering 
Fruehauf Bodies are surprisingly low 
in price for a finer, sturdier unit 
styled to their operation. 


But how can Fruehauf sell for 
less? The answer lies in these factors: 
(1) The modern mass-production 


type precision, labor-saving machin- 
ery. (2) Fruehauf’s big-scale purchas- 
ing of raw materials. (3) Trailer 
body-building “know-how” incorpo- 
rated in Truck-Body manufacturing. 
(4) Well established nation-wide 
distribution and service. 


The most convincing proof of 
Fruehauf value superiority is best 
determined by comparison. So when 
you contemplate the purchase of any 
Truck Body get 2 bids with complete 
specifications — and be sure one is 
Fruehauf. 


BODY DIVISION 


FRUEHAUF TRAILER COMPANY 
DETROIT 32 





Hear Harrison Wood, Interpreter of World Events, Every Sunday, 3:00 P.M., E.S.T. over ABC. Consult Your Local Paper! 





Wisconsin Studies Proposal 


To Widen Compensation 


A drive in the next Wisconsin 
legislature to expand the work- 
|men’s compensation act to provide 
| coverage for all gainfully employed 
|;workers is heralded by a _ hard- 
hitting report of a legislative coun- 
cil subcommittee. 


The subcommittee has filed a re- 
|port demanding increased cover- 
j}age, and calling the exemptions 
| now provided a “travesty on jus- 
| tice, a disgrace to the state, and 
| a reflection on the legislature.” 

| The present law exempts em 
| ployes of persons or corporations 
| which have fewer than three em 
| ployes, as well as all farm workers 


Portland (Ore.) May Close 


| Vehicle Testing Station 

| There is a possibility that the 
| much-discussed motor vehicle test- 
jing station in Portland, Ore., will 
be closed Nov. 24, which is the date 
for the city council to consider an 
ordinance which would permanent- 
ly close the station. 

Commissioner William A. Bowes 
introduced the ordinance becaus¢ 
of poor public patronage and the 
mounting deficit of the station. 
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(Continued from Page 34) 


quickly at points of passenger con- 
centration. 

While out at the plant, I had a 
chance to “gabfest” a little with 
Morgan Douglas, GMC prexy, and 
found he was all hopped up about 
the early reports they are getting 
on a new all-aluminum Diesel en- 
gine they have in test. This job, 
which saves about 1,800 pounds of 
engine weight, has pressed-in cylin- 
der walls and cast-iron bearing 
caps—everything else in the power 
plant being of aluminum with the 
exception of the crankshaft and 








By 
Jack Weed 


64,621 vehicles—or to be a little 
more specific, the 265,701 vehicles 
that were brought out of hiding and 
put back into use above the scrap- 
page for 1946 still leaves 64,621 ve- 
hicles that can be scrapped in 1948 
and the industry will still show no 
scrappage for the period. 

As the industry continued to reg- 
ister more vehicles every year from 
1938 up to 1941, there are a whole 
whale of a lot of trucks from seven 
to 15 years old out there in service 
that must be replaced soon if the 








con rods, of course. The engine is 
still very much in the embryo stage, 
however, and may or may not be 
the answer to producing engines of 
250 horsepower or more that will 
save upwards of a ton in chassis 


needs of transportation should stop 
dead still as of now. And with the 
economies of truck transportation 
growing fast, no economist in his 
right mind would be rash enough to 
state that the need for an increas- 
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BALTIMORE WELCOMES A NEW FLEET—Mayor Thomas L. D'Alessandro jr. (right) points 
out to Markland Kelly, president of the city council, some outstanding features of the 14 new 
Federal trucks recently purchased by the “: bureau of sanitation for garbage and trash 
collection. The units are Model 29M's with I2-yard Gar Wood Load Packer bodies. The new 
disposal units will aid in the city's campaign to ‘Help Make Baltimore the Cleanest City 


weight that can be used for pay- 
load. 

He also said that, as far as GMC 
outlets were concerned, the “iron 
yard” wasn’t giving them any par- 
ticular problem as yet—that recent 
reports from branches indicate that 
the stock of used trucks on hand 
was but a couple of hundred higher 
than it was a year ago and still far 
below a normal prewar stock. 

This seems to refute recent 
charges that used truck stocks, 
especially in the heavier sizes, were 
beginning to give the branches and 
dealers some concern. He is very 
happy over the number of dealers 
they now have — some 3,800 — who 
are doing an outstanding job of 
selling commercial vehicles, in the 
sizes under two-ton capacity in par- 
ticular. He says that a wholesale 
man usually has to get into the sale 
with the dealer on the large jobs, 
but as they don’t run into too large 
a percentage of dealer sales, it has 
not become a problem and they are 
glad to be able to work with the 
dealers on these sales. 

> > * 

PEAKING ABOUT truck sales, 

I ran into some interesting fig- 
ures in the last issue of Industry 
Report — Domestic Transportation, 
put out by the transportation divi- 
sion of the U.S. department of com- 
merce, that may be of interest to 
some of my readers—if any. 

For instance, during the past nine 
years, or since 1939 up to and in- 
cluding 1947, the truck industry has 
had a 148 percent increase in regis- 
trations while the passenger-car 
end of the business was increasing 
but 117.6 percent. That during the 
same period the total traffic carried 
by the Class I motor carriers had 
increased 277.7 percent, while that 
of the Class I railroads had in- 
creased but 177 percent. 

In 1946, truck drivers alone, ac- 
cording to this authority, numbered 
4,753,035 gainfully employed, or ap- 
proximately 3.5 times the total num- 
ber of people employed by the en- 
tire railway industry. 

To those who think that the truck 
industry has just about filled the 
needs of transportation, a_ table 
showing the extremely low scrap- 
page that has taken place in the 
truck industry during the four years 
from 1944 to 1947 might be of ex- 
treme interest. This table shows 
that in 1944 total scrappage was 
only 88,105 vehicles, while 121,269 
were produced. 

In 1945 scrappage was 29,530, as 
against a 350,932 increase in regis- 
trations, while in 1946 the industry 
actually put back into service 265,- 
701 more vehicles than were built 
that year. In 1947 the scrappage 
was only 83,455, while 879,132 new 
vehicles were registered. 

+ e + 





N OTHER words, during this 
four-year period, there actually 
has been a minus scrappage of 
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ing number of trucks won't con- 
tinue to grow year by year. 

One can easily see why “for-hire” 
truckers are going about the prob- 



















































very carefully, however. Since 1940, 
according to this book, wages 
among Class I motor carriers have 
increased 71.1 percent, equipment 
maintenance has risen 113.1 percent, 
tire and tubes 142.2 percent, insur- 
ance and safety 118.1 percent, fuel 
145.3 percent, terminal expense 160.8 
percent, operating taxes 33.1 per- 
cent and administrative costs 51.8 
percent, 
+ * +. 

Bw OF MY good friends among 

the over-road haulers, Al Scott 
of Geo. F. Alger Co., sent me a copy 
of a letter which he received from 
a lady giving high praise to the 
honesty and thoughtfulness of one 
of his drivers, Stanley Henning. 
This letter told Al that the lady had 
lost a purse containing several hun- 
dred dollars and some other val- 
uables while changing seats in her 
car near Three Rivers, Mich. Al- 
though they had gone back to the 
spot where they changed drivers 
and searched diligently, they had 
found no trace of the purse and had 
given it up as lost when, to her sur- 
prise, the lady received a phone call 
from Henning letting her know that 
he had found the purse and was re- 
turning it to her intact. 

In her letter to Scott, the lady 
went all out. She wrote, “To say 
that I was bewildered ard speech- 
less is putting it mildly, as I am 
sure that Mr. Henning could have 
benefited, possibly to a small de- 
gree, with his finding. But due to 
his unusual honesty, integrity and 
extreme sincereness, he evidently 
had no desire to enjoy another's 
loss. Congratulations to you, sir, on 
your selection of such choice per- 
sonnel and all the success in the 
world to Mr. Henning for his 
righteousness and honesty.” 


Al’s comment in his letter to me 
was, “Our industry is constantly 
practicing ‘Safety and Courtesy’ on 
the highway and we are: proud to 
see such evidence of that campaign 
bearing fruit as is contained in the 
attached letter.” 

Some day the public may be 
brought to realize that truck drivers 
as a whole are a pretty good sort of 
individual and do not merit in any 
particular the disdain that is con- 
stantly being thrown their way by 
people who “look down” on our 
over-road drivers. If the guys who 
deliver our milk and coal and other 
things that we and our wives are 
friendly with because we come into 
actual contact with them were half 
as much interested in driving safely 
and being as courteous as the “over- 
road” boys, truck drivers as a whole 
would not be cussed as much by 
passenger-car drivers. 

There is one truck driver, how- 
ever, I would like to do something 
about—and he is that Harry Hartz 
who is writing the name Stude- 
baker across the nation in a Stude- | 
baker truck. He didn’t back off a 
cliff while crossing the T in Colo- | 
rado, according to latest press re- | 
leases, so I presume he will end up 
in Boston all primed for a codfish | 
dinner one of these days. 


lem of replacement of power units | 


| in the Nation.” 


| Pa. Test Shows 
| Braking Power 


Of Heavy Loads 


PHILADELPHIA.—The Pennsyl- 
vania Motor Truck Assn.’s Engi- 
neering subcommittee, chairmaned 
by Atlantic Refining Co.’s Emil 
Gohn, set out recently to discover 
|if a tractor and tandem axle semi- 
trailer with a 62,000-pound gross 
weight could stop as quickly as the 
| Pennsylvania law requires a tractor 
|semi-trailer with a 45,000-pound 









| in 30 feet at 20 m.p.h. 

It was the first time that such a 
load had been tested. A WB-28 
White tractor of 185 h.p. and 510 
cu. in. engine displacement, equipped 
with standard air brakes, and a 32- 
foot Strick aluminum trailer were 
selected. 

Representatives of the Bendix 
Westinghouse Automotive Air Brake | 
Co., Elyria, O., who conducted the 
test under the direction of C. R.| 
Mitchell, Philadelphia, regional 


gross weight to stop; namely, with- | 


| 62,000-pound gross weight is not 
| legal in Pennsylvania for this type 
| of equipment. 

The instrument used in the test, 
the Wagner Stopmeter, is a wheel- 
and-gun arrangement rigged up to 
| the foot brake of the tractor which 
| acts as a trigger for the gun. Coast- 
ing at 20 m.p.h., the driver applies 
the brake and the gun goes off. A 
specially prepared shell marks the 
spot on the pavement with yellow 
powder. After the vehicle comes to 
a full stop, the gun fires again, 
making another mark on the road. 

The distance between the powder 
marks is then measured. The aver- 
age stopping distance for five tests 
was 27 feet 9 inches. The shortest 
was 26 feet 3 inches; the longest, 
28 feet 10 inches. 

The axle loading was _ 7,250 
pounds; tractor rear, 22,470; and 
tandem, 32,915 pounds. The test 
proved that 62,000-pound gross loads 
on these units can be controlled as 
well as the lesser legal loads in 
Pennsylvania, 





| manager, installed the te8t instru- | 
ments, as a city policeman stood by 
to observe the test. Special permis- | 
sion had to be obtained, because a 





Minn. to Enforce 
Law Requiring 
Turning Signals 


ST. PAUL.—Beginning in Jan- 
uary, 1949, it will be unlawful to 
sell or offer for sale any new mo- 
tor vehicle which is not equipped 
with directional signals meeting 
with requirements of the Minne- 
sota highway traffic regulation act. | 

Enforcement of those sections of | 
the act pertaining to the use of 
directional signals on motor ve- 
hicles is expected to create a tre-| 
mendous demand for signal devices, 
particularly from truck operators, 
usually the first to cooperate in 
any program designed to promote | 
highway safety. 

While the law has been on the| 
books since 1941, enforcement has} 
been negligible due to wartime re- | 
strictions which prevented manu-| 
| facture of signals that would meet 
the act’s requirements. Now that) 
these devices are becoming avail- 
able state highway patrol officers | 
will clamp down on motor vehicles | 
without proper signals. 

The law permits signals being | 
made by hand or arm, “but when | 
a vehicle is so constructed or sone: | 
ed that a hand and arm signal 
would not be visible in normal sun- | 
light, and at night, both to the| 
front and rear of such vehicle, | 
then the signals must be given by | 
such lamp or device.” The signal | 
lamp or device must be of a type} 
approved by the commissioner of | 
highways. 

Only one mechanical signal de- 








But something should happen to 
the guy to make his face red—I’ve | 
been trying to ever since he quit | 
race driving and haven’t succeeded | 
as yet. 


Bryant Motors 


Bryant Motors, Prince George, | 
B. C., has been formed by George | 
Choban and will now engage in the | 


new and used-car business. | 
i 


vice, a semaphore type with flasher | 
unit for trucks, had received ap- 
proval up to the present. 





Zahorsky Heads Service | 


L. B. Smith Motor Corp., 1212} 
Abbott Rd., Buffalo, has named/| 
Stephen J. Zahorsky as superin-| 
tendent of service, it was an- 
nounced by John C. Owens, gen- 
eral manager. 
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Express Highway Urged 
Through Salt Lake City 


SALT LAKE CITY.—Building 
of an express highway for trucks 
which would provide a straight- 
line route through Salt Lake City 
is advocated by Darrel Welling, 
manager of the Utah Motor 
Transport Assn, 

“Salt Lake City has grown and 
its needs have increased to a 
point where improved highway 
facilities must be provided for 
the trucks which bring in and 
take out merchandise,” he said. 


NSPA Arranges 
Stellar Program 


For 25th Parley 


CHICAGO.—By way of celebrat- 

ing its 25th year in the aftermarket 
industry, the National Standard 
Parts Assn. through J. L. Wiggins, 
executive vice-president, last week 
promised that its silver anniversary 
convention Dec. 3-4 at the Hotel 
Sherman will present “one of the 
most comprehensive programs” in 
NSPA history. 
The opening session on the morn- 
ing of Dec. 3 will be restricted to 
wholesalers, who will hear from 
Willis J. Ballinger, economic ad- 
viser to the House Small Business 
committee; Lynn F. Woolman, ex- 
ecutive manager of the Equipment 
and Tool Institute; Herb Coggins of 
Patterson Parts, Inc., San Fran- 
cisco; William J. Barron of Barron 
Motor, Inc., Cedar Rapids, Ia.; Har- 
old T. Halfpenny, legal counsel of 
NSPA, and others. 


Also on the convention program 
will be a production of the Automo- 
tive Advertisers Council, entitled 
“Advertising Is Selling.” 


In addition to the business meet- 
ings, the silver anniversary banquet 
is scheduled for Dec. 6, along with 








other functions earlier. 
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CENTERLINE 


PACKETTE ano 


America’s newest and strong- 
est retail or house-to-house 
delivery bodies. Solidly built 
and styled to compliment 
modern flat 
face cowl chas- 
sis on which 
these bodies 
are mounted. 


Standard or wheel 


, MICHIGAN 
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VAN TYPE BODIES 


house models in 9’, 
12’, 14’ or 16’ lengths. 
Solidly built of all- 
steel, all-welded con- 
struction on modern 
production lines. 
Highest quality, 
low priced. 
Also all-weld- 
ed, all-steel 
platforms in 9’ 

to 16’ lengths. 
Sold through 


dealers only. 


OLTMAN O'NEILL CO. 









PAUL te. OT 
Centerline, Michigan 
suburban Detroit 
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BINDER for 
Automotive News 


ANSWEBING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 


stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 








with black Levant leather cloth, 















BOOK 
DEPT. 






DETROIT 26 





42 


The Other Side of the Picture 





FO MOPEL « BRING 


SOME OF VYOUWR BEST 


PROSPECTS 1F VO 








Progress Tied to Sheriff 


Kettering Tells Automobile Old-Timers That Vision 
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worms SQ-1F NOU FELLOWS WOULD 

Like TO HAVE A PREVIEW OCF OUR 
49 MODEL-BEe HERE AT SAM. AND 
You CAN DRIVE IN TO TH’ CITY 
WITH ME AND WANE A LOOK 7 


a thing for more than it costs you 
to make, or the sheriff gets you, 
and if the thing isn’t worth more to 
the customer than he paid for it, 
the sheriff will get you that way, 


Had Little to Do With Auto Progress too.” 


NEW YORK.—Curiosity and 
sheriffs are responsible for the suc- 
cess of the automobile, according to 
Charles F.. Kettering, technical con- 
sultant to General Motors Corp. 

“I do not think anybody had any 
vision at all as to what the automo- 
bile was going to be,” he told 700 
guests and pioneers of the automo- 
bile world who gathered here for 
the ninth annual luncheon of the 
Automobile Old Timers, Inc. 

ttering recalled that he had 
once been asked why he had be- 
gun the self-starter business in 
Dayton, O. “I didn’t have enough 
money to get out of town,” he 
said. 


Kettering told the group he was 





OLD TIMERS HEAR BOSS KET—Charles F. 
Kettering, director and consultant of General 
Motors, addr 700 mem! and quests 
of the Automobile Old Timers at the ninth 
annual luncheon in New York. Kettering was 
the recipient of a distinguished service cita- 
tion on this occasion. 


Defend 


(Continued from Page 37) 
without any unusual wear or 


“As far as width is concerned, 
the primary factor is not the size 
of trucks but the speed of passen- 
ger cars and the traffic volume to 
be carried. This association will be 
happy to furnish authoritative sup- 
port for these statements on high- 
way destruction to any one inter- 
*ested in details. 

“The public can settle this ques- 
tion for itself, without reference 
to any conflicting engineering data 
or the claims of any special in- 
terests, by inquiries, that highways 
from which trucks are prohibited, 
such as the Merritt parkway, are 
built just as thick and just as wide 
as the general purpose roads built 
to carry all kinds of traffic—includ- 
ing tricks. 

“This attack on motor trucks, 
and particularly on the tractor- 
trailer combinations, must make 
the railroads very happy. It is al- 
most identical in tone and content, 
including some of the reference 
material used, with the campaign 
which they have for years spon- 
sored in the hope of throttling 
progress in transportation. 

“Notable is the attempt to create 
resentment against out-of-state 
trucks crossing New Jersey. Some 
of these newspaper stories refer to 
them as foreign trucks, using the 
word foreign repeatedly in editori- 
al matter. 

“Apparently it has not occurred 
to these propagandists that every 
truck owned by a New Jersey citi- 
zen or corporation, carrying New 
Jersey-made products for sale and 
delivery in neighboring states, is 
also a foreign truck by the samc 
method of classification. . . .” 


“ ’ At the luncheon, Kettering, Alvan 
not a business expert. “I don’t ’ ° 
understand business,” he said, “It |Macauley, former Packard board 


(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 


MEW MOPE. 





TRUCK SECTION 


By Fred Kempf 
BA MY 8 


) f 





OR 1949 


i. xpueoit® 


es 


eran San Francisco Chronicle auto- 
mobile editor, and Joseph Tracy, 
pioneer race driver, were awarded 
AOT distinguished service citations. 

Alfred P. Sloan jr.,GM board di- 
rector, was named honorary presi- 
dent of the AOT for 1949. David C. 
Fenner was elected president-in- 
fact. 
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Reginald M. Cleveland, first vice- 
president; Morton R. Cross, sec- 
ond vice-president; William L. 
Hughson, third vice-president; 
George H. Robertson, treasurer; 
and Frederick H. Elliott, secre- 


tary. 
William E. Holler, former Chev- 
rolet sales manager, Sloan and Ma- 


is too complex for me, but I do|chairman; H. O. Koller, pioneer 
know this, that you have to sell! Buick dealer; Leon J. Pinkson, vet- 


Other officers elected were: 


cauley also made brief remarks at 
the luncheon. 





ROADEO RESULTS PROVE THAT 
YEAR AFTER YEAR, MORE DRIVERS WIN 
WITH REO THAN WITH ANY OTHER TRUCK! 


The American Trucking Associations’ 
TRUCK ROADEOS are the world’s 
toughest contests of driving skill. Every 
year champion drivers—winners of all State Roadeos 
—take part in gruelling National Roadeo competition 
to find the nation’s best and safest truck drivers. 





Contestants in both the State and National Roadeos 
have free choice of any make of truck—and six out 
of eight national champions, in all divisions, for the 
last three years, have picked Reo Trucks. 


This year, two out of three chose a Reo! Why? Be- 
cause champion drivers know the advantage of Reo’s 
shorter wheelbase. 


This wheelbase is inches shorter than the wheelbase 


of comparable models of other makes of trucks. It is 
a feature of the exclusive Reo “More-Load” design, 
which gives Reo the same payload capacity, yet much 
greater maneuverability—a shorter turning radius 
for easier backing, turning, parking. 


On the highway or narrow city streets, in everyday 
driving or on the Roadeo course, Reo’s maneuver- 
ability, smooth operation, responsiveness, and excep- 
tional visibility show any driver at his best. 


Yes, the Roadeo’s designed to test the drivers—but 
it tests the trucks they drive, too. And 
for the Roadeo or open road, the 
champions’ choice is Reo! 


REO MOTORS, INC., LANSING 20, MICH. 





In the Past 3 Years, Reo Drivers Won 


* 6 OUT OF 8 NATIONAL CHAMPIONSHIPS! 
* 5 OUT OF 8S NATIONAL 2nd PLACES! 
*% 58 OUT OF 135 STATE CHAMPIONSHIPS! 
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Cost of Congestion 
Cited to Truckers 


ECLARING there is no “easy 
answer’ to the problem of 
traffic congestion, Ed J. Buhner, 
chairman of American Trucking 
Assns., Inc., told an audience of 
traffic men in Cincinnati the prob- 
lem calls for 
joint effort on the 
part of all who 
have an interest 
in low-cost trans- 
portation. 
Buhner ad- 
dressed the 25th 
anniversary 
meeting of the 
Associated Traffic Clubs of Amer- 
ica, pointing out that the trucking 
industry’s for-hire carriers always 
have considered over-all low cost 
service as their great asset and 
have been determined to keep it so. 
Many factors, however, have 
contributed to constantly rising 
costs, he said, and one of the 
most important has been the 





question of traffic congestion on 
streets and highways. 

“You need only check the down- 
town areas of any major city to 
observe what has happened to 
pickup and delivery costs due to 
retarded movement of trucks,” he 
said. “Taken in conjunction with 
inadequate receiving and shipping 
facilities in industrial and com- 
mercial establishments, you have a 
basic situation which threatens 
economical transportation. 

+ * x 

© A= THIS problem is not one 

for the trucks alone, although 
trucks happen to be the medium 
upon which the direct impact falls. 
Railroads, waterways, airlines and 
express companies all utilize motor 
trucks for pickup and delivery and 
a jammed up street knows no dis- 
tinction between delivery and orig- 
inating carrier. Nor does it make 
much difference where the ship- 
ment originated or over how many 
forms of transport it rode before 


it came to rest on a truck waiting 
15 or 18 hours at a port to deliver 
to shipside. 

“Redesigning our cities to take 
care of the vast increase in busi- 
ness now being done over a street 
pattern which was not too ade- 
quate even in horse and buggy 
days is a most expensive under- 
taking. 

“Therefore, city engineers, traf- 
fic experts and transportation in- 
terests are working mightily to 
effect make-shift arrangements 
based on existing patterns, with 
only here and there attempting 
to take drastic steps involving 
relocation and redesigning of 
city areas. 

“Redesigning of docks and re- 
ceiving and shipping areas in many 
industrial and commercial estab- 
lishments is the key to reduced 
costs for both shipper and carrier. 

“There is a very real movement 
among shippers, encouraged by in- 
dustrial architects and efficiency 
organizations, to check into the 
lost time and effort due to inade- 
quate or antiquated platform and 
dock installations. We have been 
urging this upon shippers for the 
past two years and the reaction 
from the shipper side has been 
most encouraging.” 








LATEST CREATION FROM PARIS—Mid West Bod 
specially 


commercial stake and platform model 
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& Mfg., Paris, Ill., has introduced a new 
esigned for use with %-ton trucks. The 


stake and platform model differs from Mid West's other models in having a different type of 


longitudinal sill. 
with integral stake 


The rub rail is of heavy-gauge, high-tensile steel, formed and embossed, 
pockets, and is 4//, inches deep. Rear corners are stamped to it 


installation of a unique three-way corner clearance light as optional equipment. oa 


embossed high-tensile steel stakes support rack sections. 


throughout, in flooring and side racks. 


Illinois Users Map 
Highway Reforms 


A legislative program for high- 
way economy was adopted by the 
Illinois Highway Users Conference 
at its fall meeting in Chicago. The 
organization passed a_ resolution 





TRUCKS ARE THE 





In 1948, Reo drivers win 2 out of 3 Championships! 


For the second straight year, Chester Smith proved himself 
master of the largest over-the-highway trucks. Chet covered 
the rugged Roadeo course in the truck of his choice, a huge Reo 
Truek with Full Trailer, to win. He has a 14-year accident- 


free record with Reliable Transportation Co., Los Angeles. 


YEAR AFTER YEAR, 
MORE DRIVERS WIN 


WITH REO 


WITH ANY OTHER TRUCK! 


THAN 


Thomas Bennane, second Champion in two years to win the 
Straight Truck crown in a Reo, swung skillfully around the 
tricky A.T.A. Roadeo course to score 385.62 of a possible 
400 points. He won over drivers in almost every make of 


truck. Tom drives for Trucking Incorporated, Detroit. 


‘ 


TRUCKS AND BUSES 





Kiln-dried hardwoods are us 





urging that as an alternative to 
increasing taxes for motor vehicle 
owners, all possible reform and 
economies in road and street ad- 
ministration should be inaugurated 
to assure the automotive taxpayer 
more miles of road per tax dollar. 


It was agreed that annual ap- 
propriations from general revenue 
should be used to reimburse any 
highway fund loss; that prevention 
of future waste of funds should be 
forestalled by legislation to elim- 
inate diversion, dispersion and mis- 
use of motor vehicle tax revenue, 
and that the commission should re- 
classify road and street systems 
according to current needs based 
upon the type and volume of traf- 
fic. C. W. Coons, manager of the 
Illinois Automotive Trade Assn. 
and chairman of the conference, 
presided. 


Indians a OK 
Proposal for New 
Type Car Tax 


Proposed legislation to abolish 
personal property taxes on automo- 
biles in Indiana and substitute an 
extra state tax to be collected when 
license plates are purchased has 
been approved by the Indiana High- 
way Users’ Conference, 

The plan, which was advanced by 
a subcommittee of the Governor's 
Tax Study Committee, was referred 
to by the highway users’ group as 
“a money-saver for the motorist” 
and a “money-maker for the state.” 

The conference said persons now 
listing passenger vehicles for taxa- 
tion pay an average tax of $14.25 
in addition to their $9 license fee 
for light cars. Under the proposed 
new plan, an $11 tax in addition to 
the license fee would be levied. 

Commercial vehicles, under the 
plan, would be taxed according to 
shipping weight rather than the 
present manufacturer’s rated ca- 
pacity. 

The Tax Study Commission esti- 
mated 500,000 vehicles now are un- 
listed for personal property taxes. 
Taxing vehicles when licenses are 
bought would increase revenue $6,- 
000,000 a year, the commission esti- 
mated, oe ahaa 


Columbia Course 


An intensive 40-hour course in 
driver education and training for 
high school teachers in New York 
and nine surrounding counties will 
be conducted by Teachers college, 
Columbia university, the week of 
Dec, 6, according to Martin Klein, 
director of traffic engineering and 
safety for the Automobile Club of 
New York. The course, designed to 
train teachers who will conduct 
classes in automobile driving for 
high school students in 1949. 

* * * 





San Antonio Dealers 


Back Safety Course 

San Antonio (Tex.) dealers are 
among the sponsors of a short 
course for teachers in driver 
education and accident preven- 
tion at St. Mary’s university in 
that city. 

The course will be conducted 
Nov. 29-Dec. 3. Other groups 
backing the project are San An- 
tonio Safety Council, Texas 
Safety Assn., the Red Cross, the 
Department of Public Safety and 
- State Department of Educa- 
tion. 
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Off 
the Hook 





material a little off the regular 


OME OF THE folks who sample 
people for the auto industry are 
chewing their nails for fear the 
election forecasters’ flop will reflect 
on them. 

Yet the auto dealers and mak- 
ers usually take surveys with the 
proper amount of salt, and they 
had been conducting these things 
or studying them long before the 
election prophets started to crawl 
out on limbs. 

However, the fumbled forecasts 
will probably make those in the in- 
dustry a lot more conscious of the 
hidden-ball possibilities in surveys 
that have poor foundation. 

So for those who aren’t familiar 
with the techniques of market and 
opinion research, we are setting 
down some dope we got the other 
day at a Business Communications 
Clinic at Wayne University. 

7 + + 

HERE’S A STORY that goes 

with this: 

One pleasant spring evening, a 
rather attractive worm wriggled its 
way out of a hole. It stretched, and 
looked expectantly about. 

In a moment or two, it spotted 
another pink worm emerging 

from a hole. 

“Hello, darling,” the first worm 
said, 

“Don’t be a darned fool,” snapped 
the second, “I’m your other end.” 

That has something to do with 
getting the right slant on people, 
according to Harvey Campbell, 
head of Detroit’s Chamber of 
















By— 





Bob Finlay 


editorial path.) 


Commerce, who is fond of telling 
the story. ; 
+ * 

= THE most important 

ingredient of any survey is com- 
monsense. For instance, Lee M. 
Copp, research director of Maxon, 
Inc., tells of a firm that put out a 
mild ketchup locally on the basis of 
a survey that showed that 80 per- 
cent of those checked in Highland 
Park, Mich., wanted mild, while 
only 40 percent in neighboring 
Hamtramck wanted a hot blend. 

Sales didn’t meet expectations, 
because the survey folks found out 
too late that Hamtramck, with its 
high Polish population, used four 
times as much ketchup as did the 
folks in Highland Park. 

* * + 
NE OF OUR sources for this 
piece is Richard W. Oudersluys, 
president of Commercial Services, a 
forecaster who didn’t shudder as 
the vote came in. 

Oudersluys, whose “Detroit 
Speaks” is carried in the Detroit 
News, listed Truman for 53.7 per- 
cent. The vote was 56.7. He had 
Dewey down for 42.7 percent. The 
vote was 40. Wallace was down for 
2.9, while he got 3.3. Oudersluys 
says that when he found about 10 
percent of those interviewed re- 
fused to tell interviewers whom 
they were going to vote for, he de- 
vised a‘secret ballot especially for 
them which they could drop in a 
locked metal box. 

He says that the number sam- 





| department. 
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FORTY-FIVE EMPLOYES WORK HERE—The new home of Davidson Bros. Motor Co., Inc., 
| Ninth and State Aves., Kansas City. This building houses showrooms, spare parts, and service 


use in servicing trucks. Ear! 


pled is not as important as accu- 
racy in drawing a cross section of 
those to be interviewed and in 
getting a proportionate return 
from each classification—farmers, 
businessmen, union workers, non- 
union workers, housewives, ren- 
ers, homeowners, or what not. 

First step in any survey is deter- 
mination of the objective, according 
to Dr. E. N. Tisdale, research direc- 
tor of Ross Roy, Inc. 

* = 7 
—— THE problem is analyzed 
and the procedure prepared. 
Most problems come under these 
headings: 

1. Product—Does it meet needs or 
desires of customers? Is the price 
right? 

2. Market itself—When and to 
whom can it be sold profitably? 
Facts about customers, etc. 

3. Policy—On credit, inventories, 
discounts, etc. 

4. Methods and Means—How to 
move the product, merchandising, 
training of salesmen, advertising, 
promotion. 

Where to get the facts: 

1. Internal—From company rec- 
ords, off the cuff of employes, etc. 

2. External—What is done in the 
field, new data, etc. 

How? Direct investigation, ob- 


servation, mail questionnaires, tele- 
phone inquiries, personal interviews. 
Dr. Tisdale emphasized that it 
is important to put the problem 
down in black on white. 
If the problem involves opinion, 





HYDRAULIC 


and DUMP BODIES 
make easy sales for 
Truek Dealers 





Always recommend Galion hoists and bodies. Their reputa- 
tion among contractors and operators for long 
dependable service encourages more repeat sales without 


selling effort. Galions are built to outlast the chassis. 


THE GALION ALLSTEEL BODY CO., GALION, OHIO 
Distributors in all principal cities 





The dealership's _—— eae at ag on aa eat — for 
now- ~ } . and Fred Davidson, brothers, establishe eir business in * * : 
(Not the fish that got away, but a and-then column of | Kansas City in 1916. and have had their present Dodge dealership since 1934. 





_ TRUCK SECTION 


must be honest. Then qualifica- 
tions of personality and friendli- 
ness are important to win the 
confidence of subjects. 

Geddes also discussed depth in- 
terviewing—a method to ascertain 
buying motives of which the sub- 
ject is not aware. For instance, a 
Chevrolet buyer may not know just 
|why he bought a Chevrolet, al- 
though skillful questioning may re- 
veal that some ad of the past hit 
the mark, or a conversation with a 
friend or an experience on the road 
left an important impression. 


ITH REFERENCE to cross- 

sections of those to be sam- 
pled, there are only so many people 
in relation to the problem. For in- 
stance, the study may involve only 
Buick owners and non-Buick own- 
ers; home-owners or renters, union 
workers and non-union workers, 
etc. 

Two kinds of samples are com. 
mon: The quota method and the 
area or random method. For the 
quota method, the _ cross-section 
must be in accurate proportion to 
the kinds of people involved. 

Random samples are usually 


personal interviews are usually nec- 
essary to avoid misunderstandings. 

If it is factual, but those to be 
|interviewed are widely separated, 
then a mail questionnaire may be 
best. 

If the problem is clear-cut and | 
the group not scattered, a telephone | 
inquiry may be made. Here it is 
important to work hard for sim- 
|plicity and clarity with specific 
questions. 

Don’t ask, for instance, “What 
|dentifrice do you use?” Instead, 
ask, “What do you clean your teeth! made in homogenous areas, like 
with?” the better sections, the medium 
hs les or the poorer sections. 
a H. GEDDES, manager On mail questionnaires, research 

of market research for R, L.| men say the normal response is 20 
Polk & Co., points out that there is | percent, although this varies great- 
a great deal of information already | ly, depending on the education of 
| available which may bear on prob-/|those questioned. Most people are 
lems. Census reports, association | interested in questionnaires and 
material and newspaper and radio | will reply if they have the ability. 
studies of particular areas often|So the response is usually high 
provide a starting point. umong educated groups. 

Geddes says that there is often It is helpful to put in a check 
much discussion over how long a|‘“#estion, like what kind of car do 
questionnaire should be. The an-|¥°U drive? Figures are available 
swer is simple: It must be long |! the number of owners of various 
enough to do the job, and then the | ™@kes of cars. Thus, you can de- 
length determines the method. If| termine if the returns match with 
only a few, specific questions are the known number of Buick own- 


needed, it may be made by phone. | ©; Ford owners, etc. 
If more questions are needed, but Random questionnaires are set up 


not too many, it may be done by in this manner: Some states (or 
‘mail. If a great many questions areas) prefer one make of car more 
must be asked, the survey should than others. List the states in order 
be made by personal interviewers of preference and then take every 
with skilled investigators. eee vod Se ae ot 

e, states to be use e 

The interviewer above all else | counties by size, and then take 
every nth county. For key names, 
take two names before and two 
names after every nth name. 

In personal interviews, select cer- 
tain homogenous areas, and take 
every nth house in the areas. 

Two other research devices are 
used—A consumer panel, made up 
of a given number of families; 
store inventories by brands, as a 
distribution check on what stores 


are handling. 
* * * 


O INTERPRET the returns, they 

are first divided in classifica- 
tions which you are interested in— 
by areas, age groups, sex, etc. Ob- 
viously faulty returns are dis- 
carded. 

A tabulation sheet and a sum- 
| mary sheet are helpful. 

The tabulation sheet is of aid in 
checking on field workers. If re- 
ports of one worker are out of line 
with the others, check up. He may 
be faking the returns or he may be 
making an honest mistake, For this 
reason it is usually better to have 
20 interviewers than five, because if 
one gets off the beam in a small 
| number of interviewers, it is more 
| serious, 

Use known controls such as 
| census breakdowns of men and 
women, age groups, homeowners, 
car owners, income patterns to 
check returns. If the returns 
match the controls, the sample 
probably represents the whole. 
There are obvious pitfalls that 
|}may be avoided through checks. 
For instance, on personal inter- 
views, be sure to get the name and 
|address and then check back on a 
few to see that the interview was 
made, and made properly. 

| In one appliance campaign, some- 
thing like 3,000,000 booklets were 
mailed to those who wrote in for 
them, as well as countless diagrams 
of model kitchens. 

Later, the firm sought to learn 
how many of those interested had 
followed through with purchases. 
Returns showed 45 percent, an im- 
possible figure because the firm had 
not produced that many. 

Humans, being what they are, 
sometimes give the answers that 
they think the interviewer wants. 

Guards can be set up against this. 
As an example, when a new ques- 
tionnaire was prepared, asking the 
subjects to give the names of the 
dealers from which they had pur- 
chased the appliances, the returns 
were in line with sales. 
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Coming Competition 


Cited by Analysis 


By George Deery 


Associate Editor 


TS passenger car divisions will 
have substantial earnings for 
some time to come, but competition 
is expected to become increasingly 
severe over the next year or so, 
says Merrill Lynch, Pierce, Fenner 
& Beane in its current quarterly, 
“Security and Industry Survey.” 


“This will be felt especially by 
the smaller producers and the 
latter’s equities are in uncertain 
longer term position,” it adds, 
and singles out “only General 
Motors” as having an “invest- 
ment type status at this time.” 
Surveying the accessory and 

parts field, the article points out 
that “the substantial profits gener- 
ally indicated for accessories com- 
panies should be reflected in rela- 
tively generous dividends for some 
time ahead. 

“Market action of most issues 
may roughly parallel the general 
stock list in coming months. On a 
longer range basis, risks in this 
group are fairly high in view of the 
outlook for lower earnings when 
automotive demand slackens. While 
not of investment grade, individual 





Farmers’ Income 
Dropping, Price 


Decline Seen 


NEW YORK.—Declining farmers’ 
purchasing power may eventually 
necessitate a downward readjust- 
nent in the prices of manufactured 
goods, according to a forecast by 
the Alexander Hamilton institute. 

“With farm income from market- 
ings in August running somewhat 
above the level of a year ago as in 
most of the preceding months of 
this year, the total for the first 
eight months amounted to $18,150,- 
000,000 as compared with $17,188,- 
000.000 in the corresponding period 
last year, an increase of 5.6 per- 
cent,” according to the institute. 

“The present prospect is that this 
gain in income will not be main- 
tained during the remainder of the 
year because of a drop in the prices 
of farm products below last year’s 
level. Nevertheless, it is probable 
that farm income from marketings 
for the full year of 1948 will ap- 
proximate the record high figure of 
$30,186,000,000 for 1947. 

“Including government benefit 
payments of $261,000.000, which 
were only slightly smaller than the 
$264,000,000 paid out a year ago, the 
farmers’ cash income during the 
first eight months totaled $18,411,- 
000,000 this year as against $17,452,- 
000,000 last year, an increase of 5.5 
percent. 

“The gain, however, fell consider- 
ably short of offsetting the rise of 
10.1 percent in the prices of goods 
which the farmers bought. As a re- 
sult, the farmers’ purchasing power 
during the first eight months of 
this year was 4.3 percent smaller 
than in the same period last year. 

“For the full year of 1948, indica- 
tions are that the farmers’ purchas- 
ing power will show an even greater 
decrease from the 1947 level than 
that shown during the first eight 
months, in view of the prospective 
elimination of the gain in their in- 
come, and the probable failure of 
prices paid to show an offsetting 
decrease, 

“This development will not be 
conducive to the maintenance of | 
the present high rate of industrial | 
activity. It may be expected that it | 
will eventually necessitate a down- | 
ward readjustment in the prices of | 
manufactured goods.” 


Dividends Totaling $5 


Renorted on Ford Stock 

DETROIT.—An accounting of 
dividend payments by Ford Mo- 
tor Co. showed returns of $2 a 
share on Dec. 19, 1947, and $3 
a share on April 23, 1948, it was 
revealed here last week when 
Clara J. Ford, executrix of the 
estate and widow of Henry 
Ford, filed the accounting in 

court, 
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equities show widely variable spec- 
ulative characteristics,” it adds. 
* + * 

EGARDING oil shares, the firm 

states: “Stocks of fully integ- 
rated companies have performed 
price-wise only slightly better than 
the market generally over the last 
12 months and still appear to be 
reasonably priced. 

“Large capital expenditures of 
these companies are limiting divi- 
dend payments, but are strength- 
ening their competitive positions. 
Price risks are above average. 
Stocks of the large fully-integ- 
rated companies continue to be 
suitable for semi-investment long 
term holdings. 

“Shares of producers and refiners 
have risen sharply and may not 
perform as well as the general 
market with the supply of oil and 








FITS MOST TRUCKS—A new 1949 truck seat 
model, completely self-contained for simple 
and fast installation, has been announced by 
Monroe Auto Equipment Co. The seat has 
integral base and back support which re- 
quires no special brackets, and design does 
not require removal of the gas tank at the 
time of installation, the company states. Ride 
cushioning action is provided by a direct- 
double-action hydraulic shock absorber, and 
comfort by a variable-rate coil spring accom- 
modating a driver of any weight, according 
to Monroe. 


demand. Price risks appear to be 
above average.” 
* * + 


Earnings 


months of this year were $7,828,374, 
equal to $5.24 a share. This com- 
pares with $7,816,946, or $5.23 a 
share, for the 1947 period. Sales 
for the quarter ended Sept. 30 
amounted to $5,189,335, a new quar- 
terly high, wtih sales for the nine 
months totaling $145,708,318, against 
$136,297,867 for the like period of 
last year. 
* cd + 

Commercial Credit—For the third 
quarter ended Sept. 30, consolidated 
net income was $4,307,953, compared 
with $2,103,400 for the same period 
in 1947, an increase of 104 percent; 
for the nine months it was $12,- 
547,789, compared with $5,411,956, an 
increase of 131 percent, and for the 
12 months ended Sept. 30, it was 
$15,131,243. 

* * * 

Timken-Detroit Axle—Net profits 
for the three months ended Sept. 
30, after provision for depreciation, 
income taxes, etc., but subject to 
year-end inventory and audit ad- 
justments, were $927,458, equivalent 
to 43 cents per share. Sales for 
the same period amounted to $18,- 
955,050. This compares with sales 
of $27,404,445, and net profit of $2,- 


Electric Auto-Lite — Net consoli- | 382,623, equivalent to $1.09 per 
oil products now in balance with | dated earnings for the first nine|share on shares now outstanding, 
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Auto Stocks 
Nov. 15 Nov.8 
56 


Chrysler .................. 54% % 
CHOBDOY ...........00...00000 8% 8% 
General Motors .... 61% 60% 
ID. sdecsetaseoniootle 145% 15% 
Kaiser-Frazer ........ 8% 9% 
Nash-Kelvinator .... 15% 16% 
Packard .................... 4% 4% 
Studebaker .............. 23% 24% 
Willys-Overland ,... 7% 8% 

Average for ae —— 

Nine Stocks ........ 22.18 22.61 





for the three months ended Sept. 
30, 1947, 
* * * 

Tide Water Associated Oil re- 
ports consolidated net income of 
$28,723,243 for the nine months 
ended Sept. 30, after all charges 
and necessary provision for federal 
taxes on income, compared with 
net income of $18,073,515 reported 
for the corresponding period of 
1947. Total net income of the three- 
month period ended Sept. 30 totaled 
$8,559,688, compared with $7,166,943 
in the third quarter of last vear. 


Want to Buy or Sell something? Try 
AUTOMOTIVE NEWS WANT ADS! 


in the Mountain State!” 


@ All over the country alert dealers are looking ahead and going ahead with Mack. 


In West Virginia, for example, sales are climbing in the “Mountain State” for Mack 


dealers in: 


PARKERSBURG . . . CLARKSBURG . 


. . WHEELING . . . CHARLESTON 


HUNTINGTON ... MORGANTOWN .. . BLUEFIELD 


They’re getting increased business in the real dollar volume class — 20,000 Ibs. gross 


vehicle weight and up. They’re out ahead with the pacemakers — trucks, buses and 


fire apparatus that are acknowledged leaders in their field. They sell more fleets; 


make more repeat sales; get profitable volume in service and parts. Their sales are 


well diversified, too, because they have a comprehensive line that meets the needs of 


practically every line of business. 


2K Mack franchises are still available in many large communities. For 


further information, write to W bolesale Department, Mack Trucks, Inc., 
Empire State Bldg., New York 1, N.Y. 


IT’S PART OF THE LANGUAGE: 









GA Built Like a 









aren rentie SS 
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Dealers Elect Reinhold .. . 


Macy Probe Assailed 
At Ohio Parley 


(Continued from Page 1) 


Washington congressional probe of 
car sales conducted by Congress- 
man Macy. 

The 1,000 attending dealers and 
their wives also heard speakers 
declare that the days of soft sell- 
ing are nearing an end, and that 
dealers will soon be out compet- 
ing for customers. 

Dealers elected R. E. Reinhold, 
Cincinnati, president; Lou Wilsch, 
Columbus, first vice-president; Mar- 
cus Feder jr., Cleveland, second 
vice-president; M. R. Purdy, Van 
Wert, treasurer, and F. C. Arm- 
strong jr., Warren, secretary. Ray 
Brandenburgh, Washington Court 
House, outgoing president, has been 
named an NADA director. 

; THE course of speeches during 
the two days, the Washington 


probe came under attack. Branden- 
burgh maintained that only about 


10 percent of the dealers accept 
tips and bribes, but the whole in- 
dustry gets a black eye. Produc- 
tion catching up with orders will 
eliminate these “unscrupulous deal- 
ers,” he said. 

Another speaker, Robert W. 
Kneebone, managing director of 
the NADA, called the Macy in- 
vestigation “a trumped-up affair.” 
“Congressman Macy got some fig- 
ures from a couple of Washing- 
ton dealers and then projected 
them nationally to come up with 
the claim that the public lost 
$450,000,000 this year through low 
used-car valuations and unwant- 
ed accessories. That’s patently 
false reasoning,” he said. 

He added that a recent NADA 


survey shows 7,000,000 unfilled or- 
ders on new-car dealers’ books. 
“Our increased population since 
prewar days adds 500,000 more cars 
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THEY'RE 


* Let a Holmes wrecker bring 
big profits to your shop. 
See your automotive jobber 


for details. 
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HOSMER 


SAFETY SIGNAL 


SAVES LIVES AND VALUABLE 
EQUIPMENT 


Operates and Synchronizes Stop and Warning 


Lights 


@ Burn-Out Proof 
@ Explosion Proof 
@ Constant Speed 
© Durable 
@ Fused 
© No Radio Interf 


erence 
© For 6-, 12-Volt Systems 


-+ » 85 Flashes Per Minute 
@ Provides Safety for: 


@ Semi-Trailers 
@ Petroleum Transporters 
@ Ambulances 
® School Buses 
© Police, Fire Equipment 
@ All Other Vehicles 


Mfg. by Kilmur Corporation, Kilkenny, Minn. 


DISTRIBUTORSHIP TERRITORY OPEN 
Burton Sales Co., Brisbane Bidg., Buffalo 3, N. Y. 


I am interested in the Hosmer Safety Signal. 


complete information to: 





Please send 










BUILDING NASH CARS IN WEST—The new 1949 Nash Airflyte models are coming from 


the assembly lines at the new El Segundo —- ane 
present, 


plant in Kenosha. Production is limited a 


production of the main assembly 
anager Campbell Wood, because 


of steel and material shortages, but if proposed schedules are maintained, he foresees 
production of 80 cars per day by next March. According to L. T. Kouns, Los Angeles zone 
manager, shipments from the El Segundo plant will not be sufficient for some time to meet 


increasing West Coast sales demands. 
Kenosha plant. 


Supplementary shipments will be made from the 





annually to our needs,” he said. “It 
will be a long time before these 
needs will be met.” 

+ 


+ + 

1“ THIS respect, a cautionary 

note was added by Alan G. Rude, 
vice-president of the Universal 
Commercial Investment Trust Corp. 
of New York. Speaking at a lunch- 
eon meeting, Rude declared that 
installment credit regulations, re- 
cently reinstated, were “more of a 
result of political expediency than 
a desire to attack inflation.” 

He warned that with nine million 
Americans waiting to buy new au- 
tomobiles, there still is danger that 
this customer-potential may be 
driven out of the market by a 
combination of credit controls and 
a pricing range beyond the reach 
of the average buyer. 

A similar warning came from 
Edward A. Sahli, past president of 
the Pennsylvania Automotive Assn. 
He maintained that the automotive 
‘ndustry has “priced itself out of 
the market” and he warned dealers 
to prepare their business for a fall- 
off in orders unless prices are re- 
duced. 


* + + 

GABLI, who hails from Beaver 

Falls, told the delegates that the 
factory should be blamed if the 
new car has unwanted accessories. 
He said many accessories come in- 
stalled and that manufacturers also 
send packages of other equipment 
with instructions to sell all possible. 

As dealers, he maintained, we 

can’t eat the accessories, and any 
good businessman would “try to 
dispose of them if they were forced 
upon him.” 

He cautioned dealers against 
over-expansion of their physical 
equipment and indicated they 
should withstand factory pressure 
to build new agencies. Comparing 
the dealers’ profits to those re- 
alized in other fields, he declared 
the dealer profits “were not as 


Karl M. Richards, of the Automo- 
bile Manufacturers Assn., told the 
convention that the industry is 
approaching a new record in car 
production. 

Joseph H. Leopold, Dallas, South- 
western manager of National Tax 
Equality Assn., told the dealers that 
tax-free cooperative businesses are 
spreading and that they are a 
threat to private enterprise. 


Teen Driver Pacts 
Now Available 
To All Dealers 


WASHINGTON. — The “Man-to- 
Man Agreement,” which proved so 
successful in Michigan where it 
was distributed by the Michigan 
Inter-Industry Highway Safety 
Committee and the Detroit Auto 
Dealers Assn., is now being made 
available for use by all dealers, M. 
R. Darlington, managing director 
of the Inter-Industry Highway 
Safety committee, said here last 
week. 

NADA has supplied all state as- 
sociation managers and inter-indus- 
try state chairmen with copies of 
the agreement form and a sug- 
gested letter, he stated. It is recom- 
mended as an outstanding supple- 
mentary safety activity for state 
and local use. 

The “man-to-man agreement” is 
a voluntary pledge between father 
and son concerning the use of the 
family car and offers many oppor- 
tunities for widespread application. 


Used Cars 


(Continued from Page 2) 
desirable prewars in trade. Post- 
war cars are down about 20 percent 
with a very unstable market. Vol- 
ume of trading off about 40 per- 
cent. Dealer’s profit per unit is also 
down. 

* * + 


ARTY BARRAR, Detroit.—Ex- 
+" pects no substantial break in 
the market although believes de- 
cline will continue until low point 
is reached in December. A good, 
alert dealer can make money buy- 
ing and selling in this market if 
he does not hold cars too long and 
buys wisely. 

+ + * 
Ray Hayward, Omaha. — Based 
on price six weeks ago, prewars 
rough down 15 percent, prewars 
down 5 percent, prewar 
heavies down 15 percent, postwar 
high mileage down 15 percent, 
postwars low mileage down 7 per- 
cent, postwar new light weights 
down 10 percent, postwar new 
heavies down 15 percent. Volume 
down 20 percent above seasonable 
and model change expectancy. 
* - > 
Howard Stark, Denver.—All deal- 
ers have lowered retail prices. Our 
business dropped about 60 percent 
in October but has come back to 
about normal for the first 15 days 
of November. We have gone into 
the clean prewar car business ai- 
most exclusively. Credit controls 
are hindering us some. I would say 
that prewar cars are off 10 to 15 
percent for clean cars and as much 
as 35 to 50 percent on rough cars. 
Postwar cars are off on the average 
of 10 to 15 percent. Finance com- 
pany reports average retail selling 
prices about $50 over high book, 
with some postwars selling for as 
much as $200 to $300 less than high 
book. From registration lists, used- 
car volume is off from 35 to 50 per- 
cent, with new-car sales increas- 
ingly strong. 
. * o 
C= GORSON, Philadelphia.— 

Steady employment, continuous 
flow of exports under Marshall 
plan, and military buying under re- 
armament program should main- 
tain demand for cars. High prices 
of new cars, high living costs com- 
pared with current salaries and 
Regulation W will drive many buy- 
ers into used-car market for cars 
at $1,000 and under. Used-car mar- 
ket declining since latter part of 
September. People not in buying 
mood. Buyers with plenty of money 
have satisfied demand. Postwar 
used cars have dropped approxi- 
mately 10 percent this fall. Prewar 
models holding price. Dealers re- 
placing cars sold at lower prices. 
Main complaint is scarcity of buy- 
ers in market. There has been a 
spurt over the past week-end which 
is probably temporary. 

+ * * 


Charlies J. Stover, Birmingham, 
Ala.— Used-car prices definitely 
down. Postwar models off 25 per- 
cent, prewar models off 20 per- 
cent, Volume down 60 percent. 

* * + 


Cliff Pettit, Knoxville, Tenn.—The 
prices here are about the same for 
the past six weeks. My business is 
about normal for this time of year. 
I think prices are off about 12 per- 
cent from what they were 90 days 
ago. I think prices will continue to 
drop about 2 percent per month 
until spring. 
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AUTOMOTIVE NEWS offers a weekly 


audience of an estimated more than 100,000 
cover-to-cover readers! 
sell something? Try AUTOMOTIVE NEw s 
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BUYING 
Burrrlap? 


Weel, it's wise and 
thrifty to deal with 
folks who really know 
bu:-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 









‘Each year Bemis de- 
ermines the grading 
»f burlap from indian 
ste mills. Bemis- grad- 


: thy 
widieoe aaa a oy Detroit « Chicago « St. Lo sis 
Cleveland «+ Indianapolis 


alike as the standard _ A F 
for burlap quality. and other principal cities 
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= Gain Comes in Cars .. . Ford Completes 








“ | Week’s Output Rises 


Slightly to 112,557 


(Continued from Page 1) 


volume production of 1949 models, 
but the corporation’s rate last 
week was still far below postwar 
normal. 
No substantial gains were re- 
corded by any of the independent 
producers, but passenger car output 
at Hudson, Studebaker and Pack- 
ard held at a postwar high. 

Although U.S. plants have been 
unable this month to hike produc- 
tion to any great degree, for the 
past several weeks car and truck 
output in this country has been ex- 
ceeding 22,000 units daily. 

= + * 


Ts WEEK may find that daily 
rate bettered to some extent, 
but the Thanksgiving Day holiday 
will cut down the week’s effort 
more than 20 percent. Some plants 
are planning to close Wednesday 
for the entire weekend. 

Those planning to reopen Fri- 
day after Thanksgiving are re- 
portedly not too optimistic about 
the prospects for employe attend- 
ance that day. 

There seemed little doubt last 
week that the auto industry was 
headed for the second best year in 
its history. Preliminary tabulations 
showed that U.S. plants during 1948 
had built 3,427,406 cars and 1,234,984 
trucks for a total of 4,662,390 units. 

This week will see an alltime 
high in annual truck production for 
U.S. plants, with the 1948 volume 
already exceeding the record of 
1,237,974 trucks established during 
all of 1947, 


pouLowine t. a conmane of pas- 
ae car output in U.S. plants 
last week 

CHRYSLER: Slow start after strike 
settlement; built 2,311 cars last 
week, compared with 1,834 week be- 
fore. 

DeSoro: Started day later than 


spotlight 


for 
1949 
FORDS 


paid 
New Ha 









Just as Miss Liberty sym- 
bolizes ao warmth of hos- 
pitality and friendliness 
to visitors arriving inside 
U.S.A., so does the Hotel 
Fort Shelby represent 
those cherished qualities 
to visitors in Detroit. 













Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and attractive 
cocktail lounge. 


GARAGE AND PARKING FACILITIES 







HOTEL 


=f 
FORT Ahead! 


DETRO! 










Chrysler. Output last week 1,082, 
compared with 1,412 previous week. 

Dopez: Output steady; 5,983 last 
week, 5,841 week before. Still ship- 
ping 528 units weekly for West 
Coast assembly. 

PiymouTH: Built 9,804 last week, 
compared with 9,713 previous week. 
West Coast plant built 1,314 cars 
during week ended Nov. 13. Detroit 
plant reportedly busy on pilot mod- 
els of 1949 Plymouth. 

Forp: Built 16,217 last week, com- 
pared with 16,189 week before. 
Temporary supply problems being 
ironed out. 

LINCOLN: 
week, 1,433 week before. 
schedule calls for 320 cars but sup- 
plies are deterrent factor. 

Mercury: Output down slightly; 
3,391 last week, compared with 3,509 
week before. Daily plans for 757 
cars also hampered by supply prob- 
lem. 

Buick: Output up to 3,964 from 
2,940 previous week. Changeover to 
1949 models complete at all assem- 
bly plants. 

Capitac: Edging toward volume 
output of 1949 models. Output up 
last week to 937 from 340 previous 
week. 

Cuevro.tet: Output down slightly 
to 16,636 from 17,024 previous week. 

OvpsmosiLE: Also creeping toward 
volume output on 1949 models. Out- 
put last week, 3,360; 2,850 week 
before. 

Pontiac: Production steady. Built 
5,148 last week; 5,255 previous week. 
Slated for changeover middle of 
next month. 

Kaiser: Output steady. Built 2,484 
last week; 2,444 week before. K-F 
apparently placing emphasis on 
production of Kaiser cars. 

Frazer: Built 924 last week; 1,349 
week before. 

Cros.teY: Material problems hold- 
ing output. Built 226 last week, 


Obituaries 


Kingham, 63, Dies; Head 


Of Louisville Trailer Firm 


LOUISVILLE.—Charles H. King- 
ham, 63, president and founder of 
Kingham Trailer Co., died here 
Nov. 16 in Kentucky Baptist hos- 
pital, 

Mr. Kingham started the manu- 
facture of trailers in Oklahoma in 
1924. Two years later he came to 
Louisville to join Kentucky Wagon 
Mfg. Co. He resigned as manager 
of that firm’s trailer department in 
1930 to form bis own business. 


Beaman 3. Haskins 

CANANDAIGUA, N. Y. — Raymond J. 
Haskins, 52, a partner in Randall Auto 
Sales, Palmyra, N. Y., was found dead of 
a heart attack in his automobile Nov. 5. 
Mr. Haskins had been an automobile sales- 
man in the Canandaigua area for many 
years and only recently had entered part- 
nership with Chartes Randall. 


Assembled 1,403 last 





George W. Broyles 
OKLAHOMA CITY.—George W. Broyles, 
50, owner of George Broyles Motor Co., 


died here unexpectedly Nov. 7 following a | 


heart attack. 
* * * 
Claude S. Nye 
BALTIMORE.—Claude 8S. Nye, 42, sales 
manager of Talbott Motor Co., Inc., died 
here as the result of a heart attack. 
+ ca + 


Frank C. Thompson 
BAY CITY, Tex.—Funeral services for 
Frank C. Thompson, 56, pioneer Bay City 
automobile dealer, were conducted here 
Oct. 29 
* * 


* 
Reinhold C, Berner 


BUFFALO.—Reinhold C. Berner, 63, pio- | 
neer Buffalo auto dealer, died Nov. 10 at| 


Clearwater, Fla. He left Buffalo five years 


ago to establish an auto court in Florida. | 


He was formerly president of the Berner 
Motor Co., founded here by his father, 
Jacob F. Berner, in 1912. 
* - * 
Thomas J. Guy 
ALBANY.—Thomas James Guy, 41, Sche- 
nectady automobile dealer, died Nov. 7 
after a long illness. Mr. Guy was president 
and sole stockholder of the Guy Buick Co., 
Inc., Schenectady. His wife and three sons 
survive. 
* * * 
C. W. Humphreys 
EUGENE, Ore.—Charies W. Humphreys, 
48, Dodge-Plymouth dealer here, was killed 
instantly last week in a motorboat accident 
at Lakeside. 
© * 


. 
James Kirk 
TORONTO.—Proprietor of King Motors, 
James Kirk, 59, died Nov. 8 at Toro 


nto 
General hospital. He estabitshed his busi- 
ness 10 years ago. 











RID'EM CAR BOYS—Emplo taro Miller Chevrolet pe. St. Joseph, Mo., pictured before 


rade 


start of the annual 
iller, Bill Gouslon 


Left to right: Jim 
and Jess Maxwell. 


compared with 194 previous week. 

Hupson: Output at steady post- 
war high. Built 4,351 last week; 
4,506 previous week. November 


Daily | Should be postwar record produc- 


tion month for Hudson. 


NasH: New model output gain- 
ing momentum. Built 2,177 last 
week, compared with 2,032 previous 
week. 


Pacxarp: Company’s output con- 


ny express 
Doyle Chelf, ik 


nsored by chamber of commerce. 
iller, Ray Bonham, Louie Campbell 


tinues to establish new high each 
week. Built 2,549 last week; getting 
slow start after postwar record of 
2,652 week before. 

Srupesaker: Production steady. 
Built 3,472 last week; 3,426 previous 
week. 

Wutys: Output last week, 1,054; 
previous week, 1,089. Material short- 
ages restricting schedules. 


YU 


TY 


Mammoth New 


Blast Furnace 


DEARBORN. — Construction of 
Ford Motor Co.’s new blast furnace, 
the “William Clay Ford,” has been 
completed at the Rouge plant, it 
was announced here. 

The mammoth furnace will ap- 
proximately double Ford’s present 
output of iron, with a daily produc- 
tion capacity of between 1,300 and 
1,400 tons of iron. The 226-foot 
height of the furnace is equivalent 
to that of a 25-story building. 

Eventually the new furnace is ex- 
pected to be an important factor in 
minimizing the company’s depen- 
dence on the outside scrap market. 
While it will have no noticeable af- 
fect on automobile production for 
some time to come, building of the 
furnace is a major move in stepping 
up steel production, the key to 
a automotive output, Ford 


The new blast furnace is located 
directly north of the present two 
750-ton capacity blast furnaces, Its 
daily production of 1,400 tons of 
iron will increase total output. of 
basic iron to approximately 2,800 
tons a day. 


VJ * 
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EXTRA Earning Power 


for Dealers in the New 
WHITE WC Line 





WHITE Distributors and Dealers—truck headquarters from coast 
to coast—are making big news... setting the pace in the truck 
industry with the new WC Line—new evidence of White 


leadership in action! 
New WC Model Whites have still greater sales potential 
because engineering improvements add new truck usefulness 


--- greater fuel economy... lower maintenance costs... 


longer life. 


Extra earning power in the New Whites—for truck-users 
everywhere—for White Dealers everywhere. 





THE WHITE MOTOR COMPANY « Cleveland 


Builders of the complete line of White Super Power Trucks, city and 
intercity coaches, Safety Schoo! Busses and the famous White Horse 


For more than 45 years the greatest name in trucks 














s Detroit 20, Michigan 
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ing companies in St. Louis. Black i : |account executive with Foltz-Wes- 
Cee-Bee Adds said the expansion of manufactur-|| Affecting Factories and Dealers . . . i Inc., Lancaster, Pa., adver- 
° ing facilities was made in an effort sing agency. 
St. Louis Plant to reduce both shipping time and ve 






* * f 
LOS ANGELES.—C. B. Black,| costs to any part of the country. Auto Advertising The auto folks on the West Coast 


vice-president of Cee-Bee Chemi- wi Pea. 2 honored Slim Barnard, auto editor 
cal Co., here, has announced that By Jim White He was formerly with Lennen &| Of the Los Angeles Examiner, and 





































arrangements have been made for | ,, AUTOMOTIVE NEWS omers <2. Associate Editor Mitchell, Inc, his wife on their silver wedding 
the manufacture of Cee-Bee clean-| more than 100,000 cover-to-cover readers'| A collection of 7,500 facts about a anniversary with a party which 
ee Se market of two million automo-| R.J.Helihan has joined DiMarco- | drew 250 guests. 


biles has been prepared for distri- | Fitzgerald Studios, 803 Donovan aD 
bution by The New York News in| Bldg., Detroit, in a sales capacity. Second Birthd ay 


FRILL OR ORNAMENT |:22s2hscie5| ec ates on mae 
market directed to those interested| EE. S. Sensenderfer has been ap-| Rialto Motors, Inc. (Kaiser- 


in sales of automotive products. pointed advertising manager of | Frazer), had a party in its plant at 


Bonney Forge & Tool Works, Allen- | 2220 Reisterstown Rd., Baltimore, to 
BUT A PRACTICAL ANSWER The survey was prepared by the | Bonney Forge é Too! Works, Allen |220 Reisterstown Ra. Baltimore t 


passe . |with Raybestos- Manhattan, Inc.,| The dealership is headed by Jerry 
eat in To A SERIOUS NEED 9 SS an tee Yok City a American Trucking Assns., and as | Parmer and Bernie Klein. 


suburbs, The first section shows : 
all cars in New York City and 
suburbs according to makes, 
models and price groups. The 
second shows all 1942-47 models, 


all 1937-41 models and all 1931-36 
STUR-DEE | | Fogo ae | Bl ATTENTION 
me Ta Ta - regintrations in the, U.S. by | SOUTHERN AND SOUTHWESTERN DEALERS! 


The New York market is de- | You are cordially invited to attend a special showing 


“. |scribed as being those communities } J J / 

(RH, 4 YL RDS * © icuhin o Go-mils eedion ur en of the new 1949 GREEN-RENAULT of France at the 
‘| |York City. Five counties in New 
= York City list 2,047,919 families and i BAKER HOTEL 


743,208 passenger cars. In the sub- 
urban registrations, 21 counties 
show 1,385,296 families and 1,263,- DALLAS, TEXAS 


355 car registrations, according to 
the survey. From Noon, November 30th —to—Noon, December 3rd 








The 
STUR-DEE 


* * * 


30-Year Term Purpose of this showing is to discuss opening new dealer- 
An interesting notation on the | ships in your territory. We are prepared to offer a definite 
advertising history of the AC Spark and continuous supply of automobiles and parts . . . for 


Plug division of General Motors : : . ‘-: . : . 
was supplied recently by The Sat- immediate delivery. Choice franchises also available in 


urday Evening Post. other key points throughout the country. 
During the past 30 years, AC ran 


is an engineered 


grill guard with an 


. a total of 434 separate advertise- 
exclusive method ments in The Post, totaling 361 WHS Stowe fon 
° . . pages. This represented an invest- 
of mounting that provides maximum protec- Ele of oneieee foc a hota) at 
, ° : 1,257,813,093 individual Post mes- 
tion of costly front-end parts . . . No vibration sages, at a cost of approximately 


one-fourth of a cent per message. 

In 1918, when AC placed its 
first advertising with The Post, 
the magazine’s circulation was 
1,934,361 copies. Today, the cir- 
culation numbers nearly 4,000,000 
copies, 


... no rattling . . . no excess weight to 
affect front-end balance . . . and no frills to 
“compete” with the carefully planned lines 
of the truck. Write for prices and details. 


Customer Quiz 


Shel Hecker of Don Allen’s cen- 
tral office recently came up with 
a timely idea that is succeeding in 
gaining many friends for Don Al- 
len’s City Chevrolet, Inc., Buffalo. 


Shel, who was a football star 
himself and later head coach at 
Niagara University, set up a game 
called “Don Allen Test of Football 
Knowledge” which is advertised in 
a local paper. Football fans every- 
where are urged to select winners. 
Results are announced over a radio 
sports program sponsored by the 
dealership, and winning contestants 
are given handsome merchandise 
prizes. 

The idea has caught on quickly 
and Shel is finding himself snowed 
under with thousands of replies. 

* s > 


Account Placed 


Yankee Metal Products Corp.. 
Norwalk, Conn.. mannfacturer of 
automotive safety devices for 
passenger cars and trucks, is 
launching a new national con- 
sumer campaign through Furnam 
Co., Inc.. New York, Murray F. 
Furnam is account executive. 

The campaign will be carried 
in leading national magazines, 
and trade papers. 

Ss s 
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>» SELLS ON SIGHT! 
Robbins “FULL VIEW” Rear Window 
for Convertibles 


EXTRA PROFITS 
FOR YOU 


On Convertibles 





e ENGINE-IN-REAR — Highest efficiency — Motor is right where power 
is applied. 





e 50 miles per gallon 
e Lockheed Hydraulic Brakes 


e Independent wheel suspension 






e Safety Glass all around 






and all accessories: LESS THAN ANY 4-DOOR 
SEDAN IN AMERICA. 


JOHN L. GREEN OPERATIONS CORP. 


1920 Broadway, New York 











@ Robbins “Full View" Rear Win- 
dow adds luxury rear vision to 
postwar model convertibles. When 
owners see it, they want it—at 





521 North La Cienega Blvd. 525 First National Bank Building 
Los Angeles, California Atlanta, Georgia 







135 South La Salle Street 2508 Chamberlayne Avenue 
Chicago, Illinois Richmond, Virginia 
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NO CUTTING, NO FITTING Blackboard Technique 


The National Assn, of Radio Sta- 
tion Revresentatives has vrepared 
an easel presentation of the story 
of spot broadcasting as a follow-up 
to the earlier launching of a cam- 
paign designed to increase the use 
of spot commercials by advertisers, 
according to T. F. Flanagan, man- 
aging director of the association. 

The easel, which will be released 
shortly to agencies and advertisers, 
uses the blackboard technique to 
carry the general theme of “Spot 5 3 . 
Broadcasting Lets You Decide.” ents a 
Soest mapoate > placed on the © Minimum of deta 
marketing role played by spots, | j 
Flanagan points out. q . : Low wean hose 

ote . tention 
: Ce dod ale tod bs mia et 


No installation problems. Clear, 
shatter-resistant plastic window in- 
creases rear vision over FOUR 
times. Safe, smart, can't discolor. 
Stainless steel moldings with foam 
rubber insulation, sealed against 
weather. No altering of car top 
necessary. No special tools needed 
to install. 


Liberal dealer discounts. Dealer- 
ships still open! Write or wire for 





details on this new money-maker 
today! Models available for all Ford, General 
Motors, and Chrysler postwar convertibles. 





Names 
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Newell & Ganger, Inc., New York. oe 't 
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TRUCK SECTION 


Seek Discount Standards... 
Equipment Outlets 
Plan Association 


(Continued from Page 34) 


equipment distributors have been 
working with the truck dealers in 
their distributing area on a basis 
of selling only through enfran- 
chised truck dealers and making 
certain that the truck dealer par- 
ticipated in the profits of every 
sale to the extent to which he and 
his organization cooperated with 
the distributor in the sale. 
* * * 

ECENTLY, however, some deal 

ers have been giving retail 
buyers discounts on the bodies and 
other truck equipment that was 
included in the sale. 

In a recent case of this type, 
P. C. Duckworth, manager of Vir- 
ginian Motors, Inc. (Ford), Lynch- 
burg, Va, wrote a_ neighboring 
dealer who gave away his profit on 
the body on a certain sale and 
pointed out the danger in this 
practice. In his letter he says: 
Dear Mr. —— — : 

We recently figured with Mr. 
— on a truck and body 
and we understand you later 
sold him. We do not regret par- 
ticularly that you sold him, but 
we do feel somewhat concerned 
about the methods employed. 

He asked us to give him a dis- 
count on the body, and we flatly 
refused. We already had his or- 
der for the truck which he later 
cancelled. 

You gave him your profit on 
the body. We believe this to be 
a dangerous policy because this 
and similar trade practices were 
responsible for many dealers 
either going broke or barely 
making a living before the war. 

Unless the dealers take a firm 
stand together, no one will make 








a profit from the truckers. The | 


body companies will soon sell to 
them direct at the same discount 


that you get. They will figure | 


there is no point in giving a 
dealer a discount if he gives it 
away. 

We certainly hope that in the 
future you will give matters of 
this nature more serious consid- 
eration and endeavor to refrain 
from trade practices that might 
jeopardize future profits of ali 
dealers. 

Yours very truly, 
Virginian Motors, Inc. 
P. C. Duckworth 
Manager. 
* * * 


T= TRUCK equipment distrib- 
utors feel the same way about 
their end of the truck business. 

They know that the truck dealer 
not only is going to need every 
cent of profit there is in the sale 
of a complete truck when dealers 
get into a truly competitive mar- 
ket, but that if the “weak sisters” 
among both dealers and distribu- 
tors start giving discounts to the 
one-two truck buyers, the sale of 
all truck bodies and equipment will 

drop back into the same “dog- 
eat-dog” tactics that prevailed 
prewar. 

Dealers who give away their 
body and equipment profits on 
the sale of a truck are never good 
dealers—they either are poor bus- 
inessmen that will go by the 
board during times of keen com- 
petition because of poor business 
methods, or they are the car- 
minded type dealers who go out 
for volume and “shovel out” the 
commercial vehicles without any 
regard to what their practices do 
to the truck market in their area 
generally. 

Now with such a large percent- 
age of truck dealers having either 
greatly expanded their truck serv- 
icing facilities or gone into sepa- 


» Tate buildings, just one car dealer 


of the type mentioned can be ruin- 


» ous in a city or otherwise good 


truck area. 
a a ok 


JHILE the formation of distrib- 
utor organizations—or a strong 
National distributor organization— 
Can go a long way toward elim- 
inating many of the “cutthroat” 
Practices that prevailed prewar, 





even a strong organization must 
have the close cooperation of the 
truck makers to keep many of the 
truck outlets doing business on a 
clean basis. 

In the past, they have had the 
experience of letting one of the 
“volume” boys run wild on his 
trades and discounts, and know 
that while such a dealer may bring |. 
a volume for a short time, he} 
kills off any desire to sell trucks | 
on the part of other dealers, and | 
ruins eventually what may have | 
been a good market. 


While there was little excuse 
for that type of truck represen- | 
tation in the past, there is no 
reason for it today. The need for | 
trucks is on the increase and 
while the industry is just finish- 
ing up a second record year, 








—*! 
6u wouldn't dew a 





NATION-WIDE SALES AND SERVICE 
THROUGH TRUCKSTELL DISTRIBUTORS 


for 


FOUR REAR WHEEL DRIVES 
TRAILING THIRD AXLES 
AUXILIARY TRANSMISSIONS 


ELECTRIC TACHOMETERS 
FIVE-SPEED TRANSMISSIONS 
QUICK CHANGE TIRE CARRIERS 
FIFTH WHEELS . GRILL GUARDS 
SERVICE TRUCK DERRICKS 


SAFETY GAS TANKS 


and Other Special Equipment for 


All Trucks 


aT rt Ue ey 


THE KEY TO MAXIMUM 


More than 40 Distributors in Principal Cities of the U.S. A. 
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|ence between future truck selling 
|and that of the past two years 
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DEALER HOSTS NOTABLES—George Marcus of R & S Motor Co. (Chrysler), Indiana, Pa., 
is shown in a Town and Country convertible with Gov. Duff of Pennsylvania, Actor emes 
Stewart, Stewart's mother, and Mrs. Duff. Stewart returned from Hollywood to his Penns 
vania home to be appointed along with K. T. Keller, Chrysler president, as "'Goodw rn 
Ambassador" from the Keystone state. Marcus and Stewart have known each other since 
they were boys. 

there is no indication that there | little less due to the increased cost 

will be any great letdown in | of selling. 

need for the forseeable future. * * & 

Experts believe the only differ- RUCKS will have to be sold 

from now on out. Pipelines in 
all but the very low tonnage sizes 
will be that net profits may be a| have fairly well filled—at least to 
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the point where the buyer is much 
more selective and is not buying 
any vehicle just so that he can 
get a truck. 

Today the buyer is very careful 
in his selection, to make certain 
that he is getting the most eco- 
nomical and efficient vehicle for 
his job. 

This means that the average 
truck dealer is going to need the 
assistance of the equipment dis- 
tributor and his trained sales per- 
sonnel more and more as we get 
into competitive selling. 

Equipment salesmen are 
trained in transportation, espe- 
cially in the categories in which 
the products they sell are used. 
They can bring to the aid of the 
truck dealer and his salesmen 
the engineering and technical in- 
formation that the vehicle men 
usually lack, but which is of 
prime interest to the user. 

A strong equipment distributors’ 
organization, with the cooperation 
of the enfranchised dealers and 
the factories, can no doubt main- 
tain the truck equipment business 
on a profitable basis for dealer 
participation and help keep the 
truck business more profitable for 
all engaged in it. 


ar this way, 





ia 


handle his hauling problems. 


Appre Ca 


Ld 
DISTRIBUTED 


In<& 


PROFIT ON 


= Fits 


SPECIALIZED EQUIPMENT FOR PLUS 








Why then, deliver a stripped chassis and let your customer go 
elsewhere for the special equipment that may be needed to best 


He looks to you for the one right truck that will best serve him. 
Very often you can give him that truck by calling on your Truckstell 
distributor to help choose the right basic chassis and recommend 
the right special equipment that’s needed. 


Your Truckstell distributor will work with you to help boost your 
profit on every truck sale and to assure your customer the satis- 
faction that comes from owning a truck equipped to operate at 
lowest cost per ton mile. Too, he provides the service and main- 
tenance that will keep it on the job for long periods of time. 


Have your Truckstell distributor sit in with you soon on a session 
...it will open your eyes to bigger profit possibilities. 


Tah 


PERFORMANCE 


SUK E35 





THE TRUCKSTELL COMPANY 
TRUCKSTELL MANUFACTURING CO. 


Union Commerce Building 
CLEVELAND 14, OHIO 
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Davis Offers His View 
On Path for Dealers 


(Continued from Page 1) 


ginia. It put the association onj| dealership facilities and keep in- 
record “as condemning the prac- | formed on developments in the in- 
tices of overcharging the public on | dustry. 

the sale of motor vehicles, either 
directly or indirectly or through the 
sale of unwanted accessories.” 

The association’s board of dir- 
ectors reelected all but two officers. 
J. L. Tysinger of Hampton and W. 
H. Witt of Norton were named 
vice-presidents, replacing Paul W. 
Freed of Waynesboro and S. J. 
Flournoy of Norfolk. 

Reelected were John P. Hughes, 
Lynchburg, president; Thomas C. 
Utterback, Richmond, vice-presi- 
dent; W. G. King, Richmond, sec- 
retary-treasurer, and John E. Raine, 
Richmond, general manager. 

+ + + 


inia Parle 


























* * * 


F HE WERE a dealer, Davis as- 
serted, “I’d subscribe to the basic 


treated its own dealers fairly and 
maintained equitable relations, the 
factory would suffer relatively much 
greater harm than the dealers.” 


dealers should welcome a return to 
a buyer’s market, which he warned 
“will soon be here for all cars, re- 
gardless of price.” 

“Some dealers mistakenly asso- 
ciate a buyer’s market with a no- 
profit market,” Davis continued, “I 
will admit there is a certain per- 
centage of automobile dealers who 
go through the wringer in a buyer’s 
market. Far more so than a seller’s 
market. 

“But the dealer mortality rate 
is negligible for those represent- 
ing well-cstablished lines of cars, 
backed by intelligent, helpful fac- 
tory policies and practices. 

“Regardless of this relatively se- 
cure business future, I know there 
is a small percentage of dealers 
who have already made up their 
minds to run for cover at the first 
loud clap of buyer’s-market thun- 
der, to liquidate, take their capital 
= and seek rest, relaxation and 

un. 

“I can appreciate how some deal- 
ers size up this situation, but on the 
other hand, if the dealer is one who 
enjoys an active, vigorous life, one 
who thrives on rivalry and competi- 
tion, then it seems to me it is bad 
business philosophy.” 

” s . 
DAYS SAID a buyer’s market 
has arrived nationally for “one 
or two higher-priced lines” and has 
been reached in certain sections of 
the country for two other makes. 

“I think the average John Doe 
will be able to get immediate deliv- 
ery of almost any make of car de- 
livering for more than $2,500 within 
the next six months,” he predicted. 

“But I still feel that it will be 
at least one year, possibly a year 
and a half, before we will move 
from a seller’s to a buyer’s mar- 
ket in the Ford-price field.” 

The Ford company is not antici- 
pating increased production next 
year, he said, pointing out that 
prospects are for a 10 percent steel 
supply reduction in the first quarter 
of 1949 and possibly a 20 percent 
cut in the second quarter. 

* * > 


AVIS ADVOCATED continuous 
market surveys by the factories 
designed to assure dealers that the 
manufacturer was scheduling its 
available cars and parts according 
to sales potential. Surveys can 
help to avoid an over-supply of 
dealers in communities, he asserted. 
Incentive pay plans and “other 
evidences of real partnership” are 


Packard Expects 
2nd Best Year 
As Output Rises 


DETROIT.—Nearly 55 percent of 
the 1,077,720 cars built by Packard 
from Nov. 6, 1899, to Nov. 6, 1943, 
are still on the road in the U. S. 
and elsewhere, George T. Chris- 
topher, president and general man- 
ager, said last week. 

This year will be at least the 
second best in Packard’s 49-year 
history, he predicted. The best pre- 
vious year was 1937, when 109,518 
cars were built, and the second- 
best year, 1936, when 80,699 were 
produced. 

“With 78,483 new Packards built 
this year through Nov. 6 and a 
month and three-quarters to go, 
the company seems certain to beat 
the 1936 second-best record and 
likely to come close to the 1987 all- 
time high,” he said. 

The 10 best years in Packard's 
production history to date: 1937, 
109,518; 1936, 80,699; 1940, 76,927; 
1939, 76,573; 1941, 66,906; 1947, 55,- 
477; 1935, 52,256; 1938, 50,260; 1928, 
50,054, and 1929, 48,318. 


AVIS MADE recommendations 
for dealers and factories alike. 
He said that dealers should: 

1. “. .. realize that good relations 
with the factory were essential to 
the success of both of us .. . think 
of the setup as one with rights and 
obligations on both sides.” 

2. Deal fairly with the public and 
maintain their own business prac- 
tices, but “respect the factory’s sug- 
gestions on how to improve them.” 

8. Expect a “workable” griev- 
ance system, through which there 
would be access for dealers to the 
highest factory level. 

4. Discuss the replacement parts 
situation with their factories before 
“passing judgment” on puzzling as- 
pects of this phase of the trade. 

5. Build up a hard-hitting sales 
force and efficient service depart- 
ment, be of help to the factory in 
the community at large, consult 
with the factory on improvement of 


HOWARD'S 





PROFIT DOLLARS 
& TOP NOTCH REPAIRS 


speedier, low-cost, all-purpose 
ane that requires NO HEAT for perma- 


HOWARD PAINT DIVISION 


of Reconditioning Products, Inc. 
ween melita lime ta * CLEVELAND 2, 0 
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theory that unless the factory] 


The Ford sales chief said that | 


DOSS IS DELIGHTED—H. C. 
president in charge of Nash sales, Dewbtlent 


oats the more than 1,200 telegrams 
Nash dealers a, and after the i 


Section of the 1949 Nash Airflyte cars. 





advisable, Davis said, in maintain- 
ing a vigorous morale among the 
members of a dealership team. 

In defending the factory position 
on replacement parts distribution, 
Davis told the Virginia dealers: 

“If the automobile manufacturers 
were to get less of the replacement 
parts business, prices of new cars 
certainly would be increased. A lot 
of the engineering and tooling costs 
for a new car are carried over a 
period of years by the continual 
sale of parts for that car. 

“‘But what about these indepen- 
dent jobbers?’ I’d ask if I were a 
dealer. “They come around with 
parts that seem pretty good to me.’ 

“The manufacturer would prob- 
ably ... explain that no jobber 
could offer me a complete line of 
parts for the car I handle. He 
would tell me that as a factory 
dealer I ean handle the only com- 
plete line of replacement parts in 
which every item meets the manu- 
facturer’s engineering specifica- 
tions for that item.” 

Were he a dealer, Davis said, “I 
would want the factory to recognize 
my reasons for joining dealer asso- 
ciations and do everything in its 
power to promote their growth.” 
But he added: 

“I believe I would clearly recog- 
nize the area of operations for 
dealer associations and the direct 
tie-in with my factory for settle- 
ment of all internal problems or 
issues that directly involve me and 
my factory.” 

* a 
RD MOTOR CO. has told its 
dealers that “unfair practices 
will not be tolerated,” Davis pointed 
out. Citing the initial report of the 
Macy investigating subcommittee, 
he said: 

“We have asked all our dealers 
not to force accessories with new- 
car deliveries. We have urged them 
to give fair allowances on used cars 
and make no preferences between 
customers who have a car to trade 
and those who do not.” 

Other speakers at the Virginia 
convention included Ben Wright, 


also| NADA president; Frank W. Love- 


joy of Socony-Vacuum Oil Co., and 
Loring Schuler of the National Tax 
Equality Assn. 

The 700 dealers in attendance 
also heard talks by Virginia’s Gov. 
Tuck; C. F. Joyner jr., state com- 
missioner of vehicles; Ernest Bur- 
well, Spartanburg (S. C.) dealer 
and former assistant Under-Secre- 
tary of the Navy; Capt. William 
L. Groth, Virginia state police safe- 
ty engineer; Sally Woodward, New 
York public relations executive, 
and John E. Snow, Federal Reserve 
bank official. 

A dealer symposium for the dis- 
cussion of the various problems of 
the industry was held, with R. E. 
B. Blanton, Richmond Studebaker 
dealer, serving as moderator. 


IHC Buys Site 
For K.C. Depot 


KANSAS CITY.—Purchase by In- 
ternational Harvester of a 33-acre 
tract of land located in the Fairfax 
industrial district was announced 
jointly here by C.:W. Davis and 
W. O. Nordbrock, managers of the 
company’s Kansas City general line 
district sales office and transfer 
house, respectively. 

Harvester’s present plans call for 
the eventual erection of a new gen- 
eral line district office, a wholesale 
oe depot and a machine transfer 

ere, 
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TRUCK SECTION 


Makers’ Role in Financing 
Called Still Uncertain 


(Continued from Page 1) 


ers should enjoy “complete freedom 
of choice” in choosing their finance 


| facilities. 


Still pending in the Chicago 
Circuit Appeals court is GM’s 
appeal against the original gov- 
ernment order decreeing a break- 
up of auto maker-loan house 


Whether Ford and Chrysler 
would wait for this decision before 
proceeding with any finance setup 
programs was not known last week 
by company officials. They said 
they were “carefully investigating” 
last week’s court rulings and other 
legal ramifications. 

+ + 


- iy| WHAT the Supreme court did 


last week was to order a north- 


ntro- | ern Indiana District court to nul- 


lify the consent decree in which 
Ford agreed 10 years ago to aban- 
don its relationship with Universal 
C.LT. Credit Corp. 


Chrysler had also entered a con- 
sent decree, foregoing its setup 
with Commercial Credit. Techni- 
cally, a Chrysler spokesman point- 
ed out, the corporation is still 
bound by that consent decree, al- 
though no difficulty is expected 
now in getting a verdict discard- 
ing the Chrysler agreement, as well. 


Instead of following suit and 
consenting to a breakup as did 
Ford and Chrysler, General Mo- 
tors chose to appeal. The case 
has dragged through the courts 
for the past 10 years without ap- 


Ford attorneys contended that 
the company’s consent decree was 
proving competitively unfair so 
long as GM was able to maintain 
its GMAC operation. 


Four Supreme court justices 


Delivery Pledge 
‘Not Binding,’ 
Ia. Court Rules 


DES MOINES, Ia.—An agree- 
ment to deliver an automobile is 
not binding upon a dealer if it is 
not specific, according to a ruling 
in a 6-3 decision passed down by 
the Iowa State Supreme court last 
week, 

The decision held that such 
agreements between purchasers and 
dealers which do not set a specific 
price and delivery date do not bind 
the dealer even when the purchaser 
can prove that cars are available. 

The ruling grew out of the case 
involving Leo Kelly of Creston, Ia., 
and Creston Buick Sales Co. Kelly 
sued the Creston company, alleging 
that it had failed to provide a vehi- 
cle for him although he had a 
written agreement with the firm for 
a car. Kelly charged that the firm 
could have delivered the car he 
ordered. 


The court declared that the con- 
tract, instead of naming a definite 
price, said the car’s cost would be 
“the price effective on the date of 
delivery.” The court ruled that 


“under this kind of contract, a 
court of equity is powerless to de- 
termine any day of delivery on 
which the effective price would 
govern.” 






agreed—Vinson, Reed, Burton and 
Frankfurter, the latter author of 
the lengthy majority opinion. Three 
disagreed and wrote separate dis- 
senting statements—Black, Rut- 
ledge and Douglas. Jackson and 
Murphy took no part in the case, 
having been connected with the 
Justice department during the 
Ford litigation. my 


4 E LIFTING of the restraints 

imposed by the consent decree 
does not affect the liability of Ford 
for any violations of the Sherman 
antitrust law that the government 
may establish in court,” Justice 
Frankfurter pointed out in the ma- 
jority opinion. 

“Moreover, to the extent that 
such restraints may at some future 
date be imposed on General Mo- 
tors, they will (by provisions of 
the decree) equally fetter Ford.” 

Frankfurter said that Ford’s en- 
tire course of action was based on 
protecting itself against competi- 
tive disadvantage. 

“Circumstances that were 
found extenuating on behalf of 
the government two years after 
the entry of the decree are hard- 
ly compelling 10 years after- 
wards,” he stated. 

The majority opinion conceded 
that during the war years, when 
automobile competition was sus- 
pended, it would have been justifi- 
able to require Ford to show just 
how the decree was putting it at 
a competitive disadvantage. 

“The resumption of full-scale 
competition makes such a showing 
unnecessary (now),” Frankfurter 
added. “And this is unaffected b: 
the fact that automobiles are still 
in short supply. . The crucial 
fact now is not the degree of actual 
disadvantage but the persistence of 
an inequality against which the 
appellants had secured the govern- 
ment’s protection. 


“If the government seeks to out- 
law possible arrangements by Ford 
with a finance company, it must 
establish its case in court against 
Ford, as against General Motors, 
and not draw on a consent which 
by its very terms is not available.” 


STICE BLACK asserted for the 

three dissenters that the deci- 
sion means that the “future de- 
struction of competition in auto- 
mobile financing by Ford, Chrysler 
and General Motors has the tacit 
approval of this court.” 

“Hereafter,” he added, “dealers 
and retail purchasers cannot de- 
pend on competition to keep in- 
terest rates at a fair level. Their 
sole hope for low interest rates 
and loans on liberal terms will be 
the spontaneous generosity of 
Ford, Chrysler and General Motors. 

“It may be that monopoly in auto 
loans is a good thing, but the anti- 
trust laws assume that competi- 
tion is better.” 

“There can be no doubt that affi- 
liation between Ford and a certain 
group of finance companies will 
lessen the opportunity of other 
finance companies to compete for 
the auto loan contracts both of 
dealers and retail purchasers,” the 
dissent said. 


Want to buy, sell, or trade? See the 
classified ads in AUTOMOTIVE NEWS. 





THE MAYOR WAS THERE—When Price-Collins geet a A (Sedebebed, 
house and ready for business," the 
phase of the ceremony. Watching ‘Nee ai 


proclaimed “open 
the ribbon-c: 
Collins, left, and W. K. Price. 


Gtente, Fie. 
| took charge of 
ere James W. 
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Zimmer-Keller Gets Fruehauf 


DETROIT.—Zimmer-Keller agen-| Trailer advertising account, with 
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The agency has been handling 
Fruehauf’s radio program for some 
time. 

The account has been held for 


cy here is taking over the Fruehauf | Ralph Keller as account executive. | several years by the Kudner agency. 





EXTRA PROFITS 


a Ts 
YOU SELL! 


HERE'S A PLAN FOR YOU 
TO MAKE EASY ADDITIONAL SALES 
(as proven by over 4,000 dealers) 


We pioneered the idea of fitting that empty lug- 
gage compartment of every car you seli, 
MAXIMILLIAN Matched Luggage. Now the idea is 
sweeping the country. Auto dealers everywhere 
are finding this an easy, quick way of making 
extra profits. 


MAXIMILLIAN LUGGAGE IS EASY TO SELL— 
New car purchasers are always “travel-minded” 
... envisioning a trip in their new car in the not 
too distant future. You will find it easy and 
profitable to sell them nationally advertised 
MAXIMILLIAN Matched Luggage... which they 
can conveniently pay for as part of their car 
poyments. 

ORDER NOW ...a small investment will put you 
in business with a top-profit accessory line. 


MAXIMILLIAN LUGGAGE 
COSTS YOU LESS 
BECAUSE YOU BUY 
DIRECT FROM 
THE MANUFACTURER 








THE FIELD EXECUTIVE ... Men's 2-pc. set consisting of 2-Suiter 
+ and Companion. imported Pigskin or Top Grain Aniline Cowhide with 
exclusive removable Suit-Pac feature. Dealer's Cost $81.00 
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SETS FOR MEN AND WOMEN 

IN TOP-GRAIN ANILINE COWHIDE * 

*aecopted by the U.S. Tennérs Council 

as the finest quality cowhide. 

@ The utmost in style, quality of 
materials, and fine craftsman- 


ship. 
© Scientifically designed for light- 
weight, wrinkle-free packing. 


@ Hand-polished solid brass 
hardware 


© Stitched leather handles. 
© All workmanship fully guar- 
anteed. 







\ 


LADY VOYAGER 
ledies’ 3 Pc. Set, 21” 
Overnight, 21” Werd- 
robe, 26” Pullman. Dis- 
tinctive long-beund 
styled Top-Grain Aniline 


. Rayen lined, 
shirred pockets, tie 


Decler's Cost: $106.00 
Set. Alse shewn: 14” 
Victoria Train Case. 
Dealer's Cost: $28.50 
CONVERTIBLE TWO-SUITER IN FIELD EXECUTIVE SET 


Simply snap out MAXIMILLIAN's Exclusive Removable Swit-Pac 
(shown ot right) end you have on uitre-lightweight all-purpose beg. 
Suit-Pac permits easier ond rapid wrinkle-free packing and unpeck- 
ing. Contains: built-in soiled laundry comportment; tie rack; light- 
weight plastic hangers; ripper closed curtain; and stiff divider. 





a ar a aS ered : 
TFIRMAN LEATHER GOODS CORP., 137 «. 250 St, NEw YORK 10, W. ¥. 
Plea AOVERTISED 

” ship cenprtag CONSUMER PRICE 


your 
QUANTITY DEALERS COST INCL FED Tax 


| 
! 
1 
2 1—2. pc. FIELD EXECUTIVE Set $161.48 | 
#2 —3 pc. LADY VOYAGER Bosc Set | 
Matching Victoria Train Case 
ZIPPER LUGGAGE COVERS 
2-pe. FIELD EXECUTIVE Set \ 
3-pe. LADY VOYAGER Basic Set \ 
| 
| 
| 
| 
| 
| 


Specify Other Covers Below: 





ceaienmemmcnennee CITY on. 








BUYER'S SIGNATURE 
baw oes oe 





-ORDER NOW FOR DELIVERY BEFORE XMAS 





TRUCK SECTION 
e 
Car, Truck Output Estimates 
| e 
| By Automotive News 
| PASSENGER CARS 
> (U.S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
Nov. 20, Week, Nov. 13, Nov., Nov. 22, Nov. 20, 
1948 1947 1948* 1948 1947* 1948* 
CHRYSLER .......... 19,088 17,644 18,942 58,843 669,270 712,596 
Chrysler ............ 2,311 2,418 1,834 7,128 95,773 108,068 
| ee ee 1,082 1,943 1,412 4,316 69,965 716,453 
SES eee 5,841 5,184 5,983 17,570 200,908 201,151 
PRpMEOGER . ww 5.65500. 9,804 8,104 9,713 29,329 302,629 331,924 
PU soe ce seeecct eects 21,011 20,985 21,1381 68,393 672,606 636,290 
6666 et0teebesed 16,217 16,355 16,189 48,560 536,651 463,504 
RS 0 yr 1,403 669 1,433 4,276 26,061 35,808 
DEEN, 0 ac ddin gee 6 3,391 3,961 3,509 10,557 109,894 136,888 
GENERAL MOTORS. 30,045 31,687 28,409 87,237 1,267,506 1,405,776 
BER wecleecck feb ebb 3,964 5,952 2,940 10,372 241,980 237,139 
besvwaspnsas 937 1,721 340 1,277 51,610 56,101 
6 eee 16,636 14,917 17,024 50,128 611,282 7 
Oldsmobile .......... 8,360 4,112 2,850 9,710 171,053 177,690 
EE, ehccebeness 0 5,148 4,985 5,255 15,750 191,581 226,454 
KAISER-FRAZER .... 3,408 4,421 3,793 11,802 128,897 166,255 
DD éue bb knseees ee 924 2,213 1,349 4,194 62,972 53,545 
PP eee 2,484 2,208 2,444 7,608 60,425 112,710 
CROSLEY ............ 226 395 194 478 17,352 
ere ee 4,351 1,258 4,506 13,065 91,525 119,151 
EE. ds evebtsaeees ts 2,177 2,903 2,032 6,063 100,901 102,892 
DMEMEEEED occ cc veivee 2,549 1,056 2,652 7,823 46,048 83,254 
STUDEBAKER ....... 3,472 3,099 3,426 10,085 108,897 148,118 
DUM” svivesccevtne 1,054 767 1,089 3,210 29,445 26,100 
Total Cars, U.S. .... 87,831 84,215 86,174 261,949 3,126,947 3,427,406 
+Station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Nov. 20, Week, Nov. 13, Nov., Nov. 22, Nov. 20, 
1948 1947 1948* 1948 1947* 1948* 
CHEVROLET ........ 7,841 10,399 7,977 28,022 288,546 352,021 
RUPE oes ci ccc c ses 17 14 10 52 2,861 2,527 
DIAMOND T......... 201 304 207 602 14,625 11,981 
Ey ee ee 137 34 40 5,455 6,013 
EE + G28 oo 0.03 sds es 3,534 3,112 3,261 10,388 150,995 149,038 
FEDERAL ........... 40 193 47 121 9,199 3,753 
Ssh kcensessaeete 4,614 15 4,641 14,023 240,378 277,811 
TT 1,844 1,831 2,085 5,486 57,971 83,521 
EE ini c 80s. 04s vie <.telsko  ochtiiee> ~ Seantad, seme 2,918 — 
INTERNATIONAL 3,150 3,417 3,145 9,155 135,815 147,775 
is edd a ale aie cei 164 351 108 363 18,750 11,259 
SE tas eb sic ede eteeee se 18 566 164 413 19,5380 10,789 
STUDEBAKER ....... 1,607 1,593 1,636 4,689 60,462 59,442 
ai aii a nth wine 270 435 270 824 17,640 11,190 
UMISIEED «so on cicwe sees 1,573 1,864 1,598 4,325 75,518 95,501 
MISCELLANEOUS 353 305 353 1,121 14,785 12,463 
Total Trucks, U.S. .. 25,226 24,586 25,531 75,124 1,115,398 1,284,984 
Total Cars, Trucks 
MA nana whines bhalews 112,557 108,751 111,705 337,073 4,242,845 4,662,396 
Total Cars, Trucks 
i achalae triplets ad 5,749 5,173 5,312 16,742 281,824 228,275 
Grand Total, 
Cars and Trucks 
U. S. and Canada. ...118,306 113,924 117,017 353,815 4,474,169 4,890,665 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brock- 
way, Four-Wheel Drive, Sterling, Nash, etc. 
U.S. Grand Jury 
oe 
Probing DuPont 
Supply Setup 
CHICAGO.—A federal grand jury 
was scheduled to resume its in- 
vestigation here this week into 
charges that DuPont interests form 
&@ monopoly in supplying products 
to General Motors. 
The probe last week was devoted 
to questioning Lammot DuPont, 
former chairman of E, I. DuPont 
| de Nemours Co. In all, 48 witnesses 


have been subpenaed to testify. 

Prominent among the potential 

witnesses are: Alfred P. Sloan, GM 
chairman; Francis B. Davis jr., 
president of U. S. Rubber Co.; Wal- 
ter S. Carpenter, present DuPont 
chairman; Henry B. and Pierre 
DuPont. 
_ According to federal officials, the 
jury will seek to find out whether 
DuPont and its affiliates, through 
stock interests in General Motors, 
have frozen out competition in sup- 
plying GM with paint, chemicals, 
rubber and other products. 

The jury will also inquire into 
charges that other large suppliers 
to GM “find it expedient” to buy 
DuPont products in order to main- 
tain the goodwill of GM. 


A & B Ups Capital 
| The Texas secretary of state has 
} @pproved an amendment to the 
charter of the A and B Pontiac 
Co. in Laredo which permits the 
company to increase its capital 
stock to $60,000. 


BIG MARKET 





Hua ANTHONY 
Ua tall 7 


HYDRAULIC 


Great Sales Features 
To Talk About! 





Keep Your Sales Ferce Busy 
Your men can sell LIFT GATES in 


important numbers by going after the 
business. The market is big and it is 
increasing as time , pene and addi- 
tional thousands of GATES prove 
themselves in operation. 

Anthony LIFT GATES are long past 
the experimental stage. They enable 
truck owners to load and unload trucks 
faster at less cost. They save work; 
they make extra profits for truck own- 
ers. Immediate delivery. New sales 
helps dramatically show LIFT GATE 
benefits. Write for them teday. 


ANTHONY CO. siccc: ii 


Streator, Iilinois 
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Auto-Truckh Equipment Co. 


Builders of Modern Streamlined 


WRECKERS 


For Any Make or Capacity of Chassis 


A Wrecker You'll Be Proud to Own 





For Any 1% or 2 Ton Chassis 


QUICK DELIVERY 


Write, wire or phone for prices and 
catalogue. Sold only through author- 
ized Distributors and Truck Dealers. 


AUTO-TRUCK EQUIPMENT CO. 


HOgarth 9040 - 9041 - 8268 - 4933 
8300 LYNDON 








Cath in on Cold Weather! 


e AUTO DEALERS 
e¢ GARAGE OWNERS 


SERVICE STATION 
OPERATORS 


GET YOUR SHARE OF 
i COOLING SYSTEM 
SERVICE PROFITS 
THIS WINTER! 


KMO 598 “TELS” COOLING SYSTEM ANALYZER 


1. SAVES TIME AND MONEY—Complete cooling system check 
and diagnosis made in 10 minutes—an operation that 
normally takes up to 2 hours. 

2. NO GUESSWORK —Not only reveals internal and external 
defects, clogged radiators, faulty thermostats, leaks and 
restrictions; but quickly and accurately locates the specific 
trouble. 

3. PROMOTES PARTS SALES—Helps you sell radiator repair 
service, flushing and replacement parts such as: water pumps, 
hose, clamps, fan belts, gaskets, thermostats, etc. 

MAIL COUPON BELOW ATTACH CHECK AND SAVE 5%! 
































CHECK ATTACHED 
DEDUCT 5% FOR CASH $ 











wr RY N 5 
KMO 598 ELS'' COOLING $12.50 
SYSTEM ANALYZER 










KENT-MOORE ORGANIZATION, INC. 
5-105 GENERAL MOTORS BUILDING DETROIT 2, MICHIGAN 









DETROIT 21, MICH. 






TRUCK SECTION 


division business manager of the 
Western division. Olson was busi- 
ness manager for Nash prior to 
World War II. 





he joined K-F to head the dealer 
business management division. 
Replacing Wartchow in the latter 





Firestone Sees 
Steady Output, 
Better Product 


AKRON.—High-level employment 
in the rubber industry and better 
tires for car owners in 1949 were 
predicted by Har- 
vey S. Firestone 
jr., chairman of 
Firestone Tire & 
Rubber Co., in a 
statement issued 
here following the 
completion of the 
company’s fiscal 























































Immediate Delivery 
on all auto GRILLE GUARDS 


e 1948 NASH 


front and rear 
1948 PONTIAC 
front and rear 
1948 CHEVROLET 
front only 

1948 KAISER 
front only 


1948 FRAZER 
front only 


e 1949 MERCURY 
front and rear 


1949 FORD 
front and rear 


1948 CHRYSLER 


front and rear 


1948 DeSOTO 


front and rear 


1948 PLYMOUTH 


front and rear 


Also Immediate Delivery on Exhaust 
Reflectors for All Makes of Autos 


Ford & Mercury GUARDS 


FORD MERCURY 
Peet .wcccccce Ge Front ........- 16.00 
Rear ......... 10.00 Rear ........- 16.00 


Alse HEAVY QUALITY 
GRAVEL DEFLECTORS 


for Chrysler * Plymouth * Dodge * DeSoto 


Rop-loc products are famous for quality and dur- 
ability. All made of heavy quality steel—with 
finest chrome plating that lasts and lasts. 
Wire... write...or phone your orders in today 
«0 seas 


year. 
“During the 
past year,” Fire- 
pe stone said, “we 
H. Firestone, Jr. continued to pro- 
duce tires at a capacity rate, and 
the next year we anticipate that the 
demand for tires will be about the 
same as in 1948.” 
In support of his optimistic fore- 
cast, Firestone revealed not only 
that there are more cars and trucks 
in service today than ever before, 
but also that the average annual 
mileage per vehicle has substan- 
tially increased. 
As a result, he said, the number 
of replacement tires required for 
passenger cars is 22.5 percent higher 
and 76 percent greater for trucks 
and buses, as compared with 1939. 
Firestone expressed his belief 
that, as a consequence, the high 
level of tire requirements in 1948 
may be regarded as a new postwar 
normal. He also pointed out that 
for the first time since 1940 inven- 
tories of tires are approaching a 
balance with sales requirements. 
“Safer, longer-wearing tires in 
1949 are assured by a number of 
new developments which have been 
perfected by the rubber industry,” 
he said. “One of the most impor- 
tant of these is the production of 
synthetic rubber by a new cold 
process.” 
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Budd to Build 
Tools and Dies 
For Fiat Car 


PHILADELPHIA. —In an effort 
to speed up production of its new 
four-cylinder medium-sized auto- 
mobile, Fiat Automobile Co. of 
Turin, Italy, has contracted with 
Budd Co. for the construction of 
dies, jigs and other tools here. 


According to a statement by Ar- 
mando Fiorelli, managing director 
of the Fiat works, who is here for 
the consummation of this contract, 
it is hoped that a daily output of 
300 of the new-type automobile will 
be reached by the end of 1949. 


Fiorelli explained that the short- 
age of facilities for machine tool 
production in Italy and the fact 
that his firm is attempting to co- 
operate with the Marshall plan by 
achieving maximum employment 
and production as rapidly as possi- 
ble make this step necessary. 

The huge Fiat organization, em- 
ploying approximately 75,000 per- 
sons, is regarded as one of the 
most important manufacturers in 
Europe. Since 1935 it has built au- 
tomobile bodies, using Budd meth- 
ods, under a licensing arrangement, 
but this is the first time that Budd 
has built tools for the Italian firm. 


Also here to work out details of 
this contract were Giuseppe De- 
Michelis, chief of methods and 
equipment of Fiat’s body division; 
Pietro Alberti, chief of body engi- 
neering, and Luigi Sossi, Fiat rep- 
resentative for the U. S. 


Wartchow Named 
To K-F Sales Post 


WILLOW RUN.—Appointment of 
Dean B. Wartchow as executive 
sales staff assistant of Kaiser-Fra- 
zer Sales Corp. 
was announced Rick 
here by Fred R. 4 
Cooper, vice-pres- 
ident in charge of 
sales. 

Wartchow, who 
first became af- 
filiated with K-F 
in 1947, served 
previously with 
General Motors 
for 12 years. In 
the fall of 1947, 


IMMEDIATE DELIVERY . WIRE OR WRITE TO 


ROP-LOC PRODUCTS CO. 


1401 WEST NINTH ST. CLEVELAND 13, OHIO 


CASTINGS 


ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


JUNDRY DIVISION 


ANOOGA 
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x aiser Planning 
To Offer Lower 
Price Car in °50 


CHICAGO.—Kaiser-Frazer Corp. 
is definitely going to bring out cars 
in the price range of Chevrolet, 
Ford and Plymouth, the anticipated 
date of introduction” being some- 
time in 1950 “or when steel per- 
mits.” 

Henry J. Kaiser, chairman, so 
announced here last week beforc 
the 15th annual convention of the 
American Finance Conference. He 
disclosed further that “this car is 
in process of being built in metal, 
a step before tooling.” 

Before Kaiser took the floor, 
Thomas W. Rogers, executive vice- 
president of AFC, said that new 
records for conventions of the or- 
ganization had been set, with regis- 
trations exceeding 800, as compared 
with the expected 500, and with 
more than 700 present at the lunch- 
eon addressed by Kaiser. 

Pertinent advice to the incoming 
8ist Congress was given by Kaiser, 
who urged the setting up of tax in- 
centive systems that will encourage 
expansion of basic material produc- 
tion and eliminate shortages, prin- 
cipally in steel, which “have had 
American industries gasping for 
three years.” 

“Another way that Congress 
and the Administration can en- 
courage the investment of funds 
in enterprises is to establish a re- 
bate on income surtaxes for sav- 
ings that a taxpayer plows into 
building up the industrial and 
business life of the country.” 

Ralph R. Kriesel of St. Paul was 
elected president of the American 
Finance Conference, succeeding 
Harry F. McCool of Chattanooga. 
Byron S. Coon of Chicago replaced 
Kriesel as a vice-president, an: 
W. B. McGregor of Manchester, 
N. H., was reelected as the other 
vice-president. Victor L. Brown of 
Milwaukee was elected chairman of 
the executive committee, succeed- 
ing E. M. Morris of South Bend. 

McCool and Morris were pre- 
sented with testimonial plaques 
in recognition of their services to 
AFC during the past 12 months. 

Some increase in the percentage 
of delinquent accounts has been re- 
ported by finance companies in the 
past several months, this develop- 
ment being a signal for intensified 
training of collection department 
personnel and renewed effort to re- 
duce operating costs, Rogers re- 
vealed. 

Rogers forecast continued ina- 
crease in business volume of finance 
companies despite the reimposition 
of Regulation W, even though the 
rate of increase will be slower than 
heretofore. 


Wolf Co. Wins 
Two Awards for 


Mail Services 


John E. Wolf Co., originator of 
the Wolf Plan of Service Merchan- 
dising, has won the President’s Cup 
award and the Best of Industry 
award for 1948 of the Mail Adver- 
tising Service Assn. 

The awards cited Wolf's incorpo- 
ration of the three basics of suc- 
cessful service selling, namely, mail, 
merchandising and management, in 
its promotion of auto dealer pro- 
grams. 

The Wolf Company has been serv- 
icing dealers since 1935. Under its 
System, the planning, preparation, 
Production, addressing and actual 
mailing of currently prepared mail- 
ing pieces is taken out of the hands 
of dealership personnel, thereby 
Permitting, Wolf says, greater free- 
dom of operation within the dealer- 
ship and a compact, low-cost con- 
centration of mailing-piece units 
directed to the dealership’s cus- 
tomers. 

The Wolf plan takes care of all 
the difficult detail work generally 
associated with mailing campaigns. 
A card file is maintained for the 
dealer to classify customers accord- 
ing to their respective wants and 
requirements. 

Mailing pieces are sent out over 
the dealer’s signature after a check 
by the dealer as to correctness, 
style, etc., 30 days before mailing. 
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Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


SALESMEN WANTED WITH CAR—For 
west, midwest and south. To call on 
new and used car dealers for large manu- 
facturer of finest quality custom tailored 
automobile seat covers; may carry allied 
lines; liberal commissions. Apply Box 
1259, Newark 1, N. J. 


WORKING SERVICE MANAGER with 
Chrysler experience. New dealership in 
mid-Nebraska town of twenty thousand. 
Salary and bonus. Replies held confiden- 


tial. Give full details and references. 
Box 2650, c/o Automotive News, De- 
troit 26. 





PARTS MANAGER —A growing Lincoln- 
Mercury dealership in mid-west town 
(population 200,000) wants an aggressive 
parts manager capable of taking com- 
plete charge of parts department. Prefer 
man with Ford or Lincoln-Mercury expe- 
rience. We offer a permanent position, 
excellent compensation, incentive bonus 
plus other attractive features to the right 
man. Send letter giving complete infor- 
mation as to previous experience, present 
position and salary. Replies strictly con- 
fidential. Box 2651, c/o Automotive 
News, Detroit 26. 


PARTS MANAGER for Lincoln-Mercury 
dealership. Must have Ford-Lincoln-Mer- 
cury experience. Good base rate plus 
commission and bonus. Shelton Motors, 

Albany, Oregon. 


SERVICE MANAGER wanted for Lincoln- 
Mercury dealership in Western Michigan 
town of 200,000 population. Must be ca- 
pable of full management and handle 
personnel and public relations. Perma- 
nent position and excellent compensation. 
plus bonus. State full qualifications— 
present salary and previous experience. 
All details confidential. Box 2652, c/o 
Automotive News, Detroit 26. 


SALES MANAGER for large General Mo- 
tors dealership in Midwest. Must have 
new and used car experience; capable 
handling entire sales operation. Give 
complete qualifications, experience and 
submit photograph. Applicant must be 
between thirty-five and forty-five years of 
age. Permanent position, excellent fu- 
ture. Replies held strictly confidential. 
Box 2657, c/o Automotive News, 7 


troit 26. | 

GENERAL MOTORS DEALER, located in | 
Midwest area, desires services of business | 
manager and accountant, capable full 
management, accounting department do- 
ing large volume business. Efficient han- 
dling of public and direction of personnel. 
Position permanent, excellent compensa- 
tion. Give full present and previous 
qualifications, submit photograph. Replies: 
will be treated in strict confidence. Box 
2658, c/o Automotive News, Detroit 26. 


AUTOMOTIVE SALES MANAGER for well 
established body manufacturer. Zone or 
regional experience with automobile 
manufacturer’ desired. Good salary, 
bonus incentive, age 35 to 45, all replies 
confidential. Please give full details first. 
letter. Box 2659, c/o Automotive News, 
Detroit 26. 

AUTOMOTIVE ACCESSORY SALESMEN. 
Experience, calling on car dealers, to 
handle new line of multiple beamed, 
factory precision, pre-set gap spark plugs: 
for all cars, trucks and tractors. Tre- 
mendous possibilities. Territory open. 
throughout the U. 8. Kindly write quali- | 
ties plus lines handled. All replies confi- | 
dential. Write Box 2660, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 
To encourage this classification for the 











tions of the same copy at 12% cents 
per word. Cash in advance, 





CAN YOU USE MY EXPERIENCE? 14 
years with two of the ‘‘Big Three’’ fac- 
tories, Detroit and field. Now district 
manager in N. Y. State, married, fam- 
ily, 37, college education, sales training, 
truck service parts experience, can han- 
die men. Want position with dealer in 
good community. Reasonable compensa- 
tion. Box 2646, c/o Automotive News, 
Detroit 26. 

OFFICE MANAGER—Auvto dealership ex- 
perience. Income tax consultant. Per- 
manency important. Box 2661, c/o Auto- 
motive News, Detroit 26. 

ACCOUNTANT BOOKKEEPER—G.M. ex- 
perience. Capable of taking full charge, 
preferably in the Chicago area. Box 
2662, c/o Automotive News, Detroit 26. 

OFFICE MANAGER-ACCOUNTANT, expe- 
rienced for any size dealer operation, 








financial, taxes, sales, service. Metro- 
politan New York. Box 2663, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OR GENERAL MANAGER — | 
Top notch. Several years’ experience al) | 
phases dealership operation. Prefer loca- 
tion where owner wishes to retire. Box 
2647, c/o Automotive News, Detroit 26. k 


POSITION WANTED iy) 


SERVICE MANAGER, with 16 years’ back- 
ground, desires to make a change be- 
cause of personal reasons, to Central 
States area, preferably Ohio. G.M.C.- 
Hudson background. Excellent references. 
Box 2653, c/o Automotive News, De- 
troit 26. 

USED CAR MANAGER—At present with 
large Southern California dealership. Has 
been on same job 10 years. Has made 
outstanding record in sales and manage- 
ment. Wishes to make change to pro- 
gressive company where his efforts would 
gain him advancement with a future. 
Has had 20 years’ experience in Los An- 
geles territory and knows the used car 
business. Can furnish highest references. 
Write Box 2643, c/o Automotive News, 
Detroit 26. 

AUTOMOTIVE CONTROLLER—Successful 
experience car, parts dealers’ books, sys- 
tems. Good organizer, executive. Can 
produce results. Seek permanent associa- 
tion progressive, congenial firm. Local 
housing essential. Salary $100; profit 
participation preferred. Address AC, 
2037 E. Firth St., Philadelpnia 25, Pa. 

TOP-NOTCH SERVICE MANAGER avail- 
able anywhere western states. Ford, Nash, 
Studebaker or = general manager small- 
er dealership, 20 years’ experience sales, 
service. Write D.N., 3237 Prospect Ave- 
nue, LaCrescenta, Calif. 


REPRESENTATIVES WANTED 


SALESMEN EVERYWHERE—Work glove 
side line, 5%. Parker Safety Equipment, 
5, Irvington 11, N. J. 


BUSINESS OPPORTUNITY 


CHRYSLER LINE DEALER, seventy miles 
New York, desires managing partner. 
Owner other interests. $125,000 volume 
last year. $25,000 required. Box 2664, 
c/o Automotive News, Detroit 26. 


BUSINESS FOR SALE so 

FOR SALE, an up-to-date garage and im- 

plement concern doing thriving business. 

Large stock of merchandise. Excellent 

location. In business long time, want to 

retire. Box 2667, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


AUTOMOBILE DEALER INTERESTED in 
buying Chevrolet or any G.M. deal. Can 
qualify with factory. All inquiries held 
in strictest confidence. Under some cir- 
cumstances would be interested in buying 
one-half interest. Box 2654, c/o Auto- 
motive News, Detroit 26. 








Lifetime 


We’re interested in purchas- 
ing dealership of any size 
from 100 cars up. We want 
a concern that’s particular 
about who they sell their 
dealership to. We have 3 
generations of men in the 
family, all in the auto busi- 
ness now. The dealership 
we'd like is one of the Big 
Three, preferably in the 
West—but will consider 
others. Cash waiting—quali- 
fied with most companies. 
Our main concern is future 
potentialities, All replies con- 
fidential. 


BOX 2668, 
c/o Automotive News, 
Detroit 26, 


EXECUTIVE 


With Broad and Successful 
Record in— 


SALES MANAGEMENT 
EXECUTIVE ACCOUNTING 
CORPORATE FINANCE 


Desires purchase established 
1 to 300 car dealership. “Big 
Three” preferred. 

Will consider part interest 
with active participation in 
management. 

Fully qualified and can fur- 
nish highest business and 
personal references. 

All replies held in strict con- 
fidence. 





BOX 2640 
c/o AUTOMOTIVE NEWS 
DETROIT 26 








DEALERSHIP FOR SALE 


CAR AND FARM EQUIPMENT FRAN- 
CHISE in rich farming territory. North- 
western Ohio. New building, new equip- 
ment, living quarters. Room for expan- 
sion. Priced ht. Cash. Box 2648, 
</e Automotive News, Detroit 26. 











DEALERSHIP FOR SALE 


TRUCK DISTRIBUTORSHIP FOR 8/ SALE 
in Kansas. Established 19 years in beau- 
tiful brick building, 50x240, with large, 
spacious showroom. Complete shop with 
all new equipment and paint room. Large 
stock of parts, 4 additional lots. Dis- 
tributor for 31 counties, sold 100 trucks 
first eight months this year. Gross sales 
to date $500,000. Owner wishes to retire. 
| as 2639, c/o Automotive News, Detroit 

6 

400 CAR DEALERSHIP. Industrial East. 
Popular car of big three. No real estate 
involved. Business premises on very fa- 
vorable lease. All correspondence held 
in strict confidence. Box 2644, c/o Auto- 
motive News, Detroit 26. 

FOR SALE in South Carolina city over 
100,000. Used car business for thirty 
years. Small new car agency sold last 
seven months 100 cars. Show room, spa- 
cious used car lot, large repair and body 


shop. Used stock does not have to be 
purchased. Property can be leased or 
purchased. Owner retiring on account 


of bad health. Box 2655, c/o Automotive 
News, Detroit 26. 


Dealership 


Two car lines and complete 
line of trucks representing two 
of the BIG THREE. 


Located in rapidly developing 
district in Northern California. 
Exceptional truck territory. 


Showroom for three cars. Well 
manned and equipped shop car- 
rying 104% of total overhead. 
Old established firm with envi- 
able reputation. Will net $50,000 
this year after executive salaries. 


Partnership trouble forces 
sale. Sale will include real estate 
with market value of $85,000. 
Qualified parties can handle with 
$100,000. 


Write, wire or phone 


PHIL DORST 


556 El Camino Real, 
REDWOOD CITY, CALIF. 


EMerson 6-9006 





ONE OF THE BIG THREE. Very desir- 
able dealership with 140-car quota. Com- 
plete new building and fixtures, a splen- 
did used-car operation. Netting $50,000 
clear per year now. $300,000 will take 
everything. $100,000 will swing deal. 
Will sell all or part. Box 2665, c/o Auto- 
motive News, Detroit 26. 


TRUCK DISTRIBUTORSHIP “for sale in 
large Ohio city. Established nine years. 
Large brick building, 13,000 square feet, 
can be leased. Shop with modern equip- 
ment. Large stock of parts. Golden 
opportunity for go-getter. Owner retir- 
ing account of age. Box 2666, c/o Auto- 
motive News, Detroit 26. 





NEW LINES WANTED 








ONE OR TWO NEW LINES WANTED by 


well known manufacturer's agents firm 
for representation in Michigan through 
Detroit office and for sales to government 
agencies through Washington office, Na- 
tionally advertised lines preferred, Com- 
plete coverage of automotive industry 
assured. Address Box 2656, c/o Automo- 
tive News, Detroit 26, giving full infor- 
mation about your product. 


USED CARS WANTED 





We Are Still 
Buying!!! 


(Within 250-Mile Radius of 
Pittsburgh, Pa.) 
= 


Top Price For Top Grade Cars 
* 


We Need At Once 
’46-48 Chevrolet, Plymouth, Nash 
(AMB only) 
46-48 %-% ton Pickups (3 or 4 
speed) 
Also a Few Clean Olds, Buick, 
ete.... And Station Wagons— 
Willys, Ford, ote. 


| You Describe Them OKay... | 

We Will Buy Them Right Away 

| R. HENRY 

Call catett New Brighton, Pa. 
4030-R 
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AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 





Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


ae is oe ve. COhicago, 
“Chicago Is 


tne Pinee te Buy Nour’ Care” 








AUCTION SALE 
(Dealers only) 


Repossessed and Dealers Cars 


TUESDAY—Nov. 23rd 
11:00 A.M, E.S.T. 


Sale on 2nd and 4th Tuesday 
of Each Month 


Associates Discount Corp. 
287 Vinewood 
DETROIT 
Dealers’ Cars Sold 
Auctioneer—“DOC” MILLER 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 
In the Heart of Lancaster County 
Low Mileage, Clean Cars 
FOR DEALERS ONLY 
Lecated 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 
& AUCTION, INC. 
Phome 203-W4 








AUTO AUCTION 


DEALERS ONLY 


Sale Starts at 12 Noon (C.S.T.) 
Every Thursday 


e 
Weekly prices mailed em request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 











AUTO AUCTION 


TIM ANSPACH 
Albany, N. ¥ 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 








Ken Schacfer’s — 100% Dealer 
AUCTION 


Inside a Comfortable Building, Every 
THURSDAY 
rotective Service 


WHOLESALE!!! 


1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 


AUTO AUCTION 
DUNKIRK, N. ¥. 


Every Tuesday . 3 
Large Heated. Building 
Can be reached by Route 5 or 20, 
between Erie, Pa., and Buffalo, N. Y. 
(Lecated on Rt. 60 in Dunkirk 
Fair Grounds) 
Auctioneer: Warren A. Godfrey 








We Sell Everything 
FOR YOU! 


Automotive News 
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USED CARS FOR SALE 


USED CARS FOR SALE 


AUCTIONEERS 
BUY FROM US! 


WHY DON’T YOU? 


Eliminate the 
Auctioneer! * 


SID SAVAGE 


TWO BIG LOTS! 


Livernois at Grand River 


LEO ADLER, INC., DeSoto-Plymouth. 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


WE WHOLESALE 


No Middle Men 
Buy Direct From 


MIDWEST’S LARGEST 
WHOLESALE DEALER 








TExas 40160 | HOgarth 8400 
500 — Cars — 500 DETROIT 
SOLD WEEKLY 
CHICAGO AUTO MART DEALERS’ 


56326 Broadway CHICAGO, ILL. 
LOngbeach 1-2937 


AUTO AUCTIONS 


WHEELING, ILL. 
25 Miles North of Chicago 
Every Friday ... 12 Noon 
Phone Wheeling 348 


DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon 
Every Monday ... 12 Noon 
Phone X-1573 


JOHN CORRIGAN, Auctioneer 


_—— LT 





AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOUP 
\% Mile East of Illinois State Line 
On Route 30 





‘EVERY FRIDAY 11 A.M. 
50 Cars Euch 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, SSS = 
nished. Call early for reservations. 
Transports available to move cars. 
Geo, Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 
Res.: Lansing, Ill. 730 and 
Lansing, Tl, 107R 


“3 


ERY FRIDAY . . . DEALERS = 
3 $ 3 
WE BELIEVE “TOP DOLLAR” 
IS PAID RIGHT HERE!!! 


s 8 
QUINCY AUTO AUCTION 

Held at Broadway Motor Mart 

3200 Broadway - Phone 3200 - Quincy, Hl. 
(Ill, Rt, No. 104 at 32nd St.) 

Bring Your Cars on Thurs, or Early Friday 

(Goodwill Offer: ‘‘Free Buy-back Fees 
on '48 and '49 Models) 








OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


Fast or Slow Moving, We Have Them in Stock. 
Order Today by Wire, Phone or Mail. 


TREVELLYAN OLDSMOBILE, Inc. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 








AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Ind. 


11:30 A M Bring your cars or send them Monday, Monday 
e'** Nite or Tuesday A.M. Our guarantee: You must 
be satisfied. Call us for Hotel Reservations: 


EASTBROOK 1254 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 
FORT WAYNE, IND. 


EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 


Tel.: Woodburn 3060-0892 
Auctioneer: Pat Patterson 





AUTO BUYERS — Best wholesale deal at 
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USED CARS FOR SALE 








Auto Auction 
& 
Bigger and Better 


and Growing 


at 
Montpelier, Ohio 
= 


We are now selling in 
our modern new 


$18,000 Sale Pavilion 
& 


Each and Every 
Monday of 
Every Week 


Western and Southwestern 
Buyers Attend Always 


Consignors bring titles 
and proof of owner- 
ship. Also arrive as 
early as possible. 


= 
Telephone 9009 


WOODRUFF, JENKINS, 


DRAKE 
CO-PARTNERS 








WHOLESALE 
1949.1940 AUTOS 
IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 


Philadelphia, Pa. 
Wire or Phone ALlegheny 4-4450 





BUSES WANTED 


WANTED 
New 


School BUSES 


All Makes, State Price, Condition, 
Capacity, Body, Chassis, 


Make, ... Prompt Action 
BOX 2669, 
c/o Automotive News, 
Detroit 26. 


TRUCKS FOR SALE 
FORD TRUCK — New 1947 model, never 
been used, 158” W.B., 100 HP converted 
DF-29E Thornton unit with Heil model 





H-11 dump body, dump door and cab 
protector. Capacity, 6-8 yards. Price, 
$4,980. Hanley Motor Sales, 516 Sheri- 
dan Road, Menominee, Mich. 


WRECKER—1935 Ford, hand crane, 100 
H.P, motor, 3,000 miles. In good shape, 
ready to go to work, $795. A. D. Black 
Motor Co., 
Okla, 








TWO NEW 1948 FORD F%8’s, 195” | 
WB, 10:00 x 20-12 ply tires. Whole- | 
sale price to Ford dealers only. | 


Write or wire Lee Daniel, Truck 
Division Manager, Hal Lynch Mo- 
tors, Jacksonville, Florida. 





FOR SALE — Ford, 1946—1-ton, 158” 
C&C with special steel van body with 
bench, bins, lubricating equipment, space 
for compressor, etc. Unit never used. 
Price reasonable. F. Day Company, Ford 
Dealers, Plainfield, N. J. 


PARTS WANTED 


PARTS WANTED—Five 3684111 hood pan- 
els. Five 3684112 hood panels. 1947- 
1948 Chevrolet passenger car. 
Chevrolet Co., 
Washington. 


WANTED-—Right and left door assembly 
for 1947 Mercury convertible coupe. Wire 
Tri-State Motor Sales, Cairo, Ill. 








Buchanan. 


collect. 


126 North Porter, Norman, ‘ 





Third and Wall, Spokane, | 





PARTS FOR SALE 
FORD PARTS shipped anywhere. 
write, phone. Tranter-Williams Motors, 
Inc., 4016 Alliston Ave., Cincinnati 9, 
Ohio. Melrose 7275-6-7 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 





$100,000 INVENTORY 

LIBERAL DISCOUNTS 
Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 
Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clutch Parts 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 


LARGEST Son tn mane PARTS 
aaeert IN EA 
3431 *% es saunas, Pa. 
Baldwin 9-0352 and 98-7295 











BUICK PARTS 


“WORLD’S LARGEST DEALER 
F GENUINE BUICK PARTS” 

Wholesalers: We Are Quantity 
Shippers .. . Same Day Service 
On Mail Orders and Inquiries 





All Shipments on C.O.D. Basis 





ROBERTSON BUICK CO. 
“EDGE OF THE LOOP” 
1000 S. Wabash 
CHICAGO 5, ILL. 
Phone WABash 1030 








OLDSMOBILE 
PARTS AT WHOLESALE 


HYDRAMATIC PARTS AND SERVICE 
CENTER 


Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


KAISER BROTHERS 


Prospect 2331 
1540 S. Figueroa St, Los Angeles 15 | 





Call, |WHOLESALE PONTIAC PARTS, iarge 


DETROIT 16, MICHIGAN 
\ hone: TAshmoo 65-1640 rf 





* 
One of the Largest Chrysler Parts 







PARTS FOR SALE 






stocks of hard-to-get parts, body and 
fender parts for all models. Fast service, 
liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 














42 NEW SPEED TRANSMISSIONS for 
1%-ton Dodge truck. Complete with 
emergency brake drum and handle. /‘sse}) 
Bus & Equipment Co., 19 Euclid Ave., 
Newark 5, N. J. 





Write! .. Wire! . . Phone! 


$600,000.00 


NEW WAR SURPLUS 
AUTOMOTIVE PARTS 
Up to 80% Off List 
BRAKE LINING (BLMA) 


































No. List NOW 
4055 Set Of 4. .ccccccccccoes .$50.00 $4.50 
GBB Set Of 4on..cceccecccseees 25.00 3.00 


DODGE TRUCK PARTS 


No, List NOW 
1126 Brake Lining......$10.00 $2.00 


Radiator Pressure 


COGD . cescrceseccesece 1.75 25 
Wheel Studs........ -20 02% 
SFE Fuses 20/30 .06 OL 
G.M. PARTS 
List NOW 
gansscovesnessemnemnpootegseonpece 06 0 
Chev. Blocks (Rebore)... $27.00 
Chev. Crankshafts 
CROEZTOUNG)  .......ecceceeeee 12.00 
40-Gal. Gas Tanks............ 11.00 
G.M. Cargo End Curtains 1.00 
FORD PARTS 
List NOW 
Wheel Stud ............ccccceeeeee ° 025 
Battery ae (£001) ....0.0006 -375 = A2 
YK1” SCTOWS ......0..cccesceeeeeee -07 01% 


SEND "Fou COMPLETE LIST 
OF MISCELLANEOUS PARTS 


BALFOUR SALES CORP. 


3633 MICHCIGAN AVENUE 


MARGOLIS 


AUTO SALES 


€ 
CHRYSLER - PLYMOUTH 
DODGE - DeSOTO 


Dealers in the Midwest 


8 
WE CARRY A LARGE 
STOCK OF FENDERS, 
GRILLES, DOORS, PANELS 
Genuine Mopar 


e 
Send Us Your Order: 
We Ship Anywhere 


* 

11310 JOS. CAMPAU 
DETROIT 12 
Phone: 
TWinbrook 2-7500 





FORD PARTS QUICK! 


FORD DEALERS AND PARTS MANAGERS, try us 
for hard-to-get Ford parts and accessories. We carry 
one of the largest inventories in Texas, including parts 
for all model Ford cars and trucks from 1928 through |} |; 
1949. Orders shipped same day received. Send us your 
We can ship the parts you need QUICK. 
Special discounts to dealers. 
|| 


short list. 


Write, Wire or Phone 
TEXAS MOTORS 


1101 West 7th Street 


FORT WORTH, TEXAS 
















Phone 2-7291 











University 2-8457-8 


DETROIT AUTO AUCTION 


“The Hub of the Industry” 
EVERY FRIDAY — 12 NOON — RAIN OR SHINE 


COL. CARL E. MARKER 
America’s Ace Auctioneer 
Bring your cars or send them Thursday, Thursday night 
or Friday A.M. OUR Guarantee: You must be satisfied! 
CALL US for reservations and accommodations, 
C&M MOTOR SALES 
14550 LIVERNOIS 


DETROIT 












University 1-9773 









DETROIT 











[ONS for 
lete with 
le. Hssell 
slid Ave., 























DEAR Mr. AUTO DEALER: 


on any car. 


2-0400). 





— |BUY YOUR STOCK OF USED CARS 





Horseheads Auto 


TH AUCTION 
Phone 274 
Horseheads, N. Y. 
arts Every Friday 
At Noon 
© iesesdlah caesar 
, 
E 


FOR SALE 


We hope the above attracts your attention to our letter. 


Not being auctioneers or dealers ourselves, we are using 
the medium of Automotive News to dispose of a large 
number of our privately owned fleet of cars. They con- 
sist of 1946-1947-1948 Chevrolets, Plymouths and 
Fords, 2-Doors, Club Coupes and 4-Doors. All cars 
have been carefully maintained at all times and are in 
excellent condition. A large variety of colors are pres- 
ent in this group, and there is no lettering or markings 


We are interested in disposing of these cars quickly 
and offer them in lots of 10 or more at prices that will 
enable you to make a Good Profit on your investment. 
Some cars are in Toledo, Ohio, in care of our Mr. W. A. 
Wright, 3958 Funston St. (Phone Kingswood 1302), 
and balance of cars in Philadelphia, Pa., 
Paul Minnich, 4038 Chestnut St. 


In the event further information is desired on these 
vehicles, phone, wire or write the above persons. 


THANK You, MR. DEALER. 


OR 


Danville Auto 
AUCTION 
Phone 881 

Danville, Pa. 

Every Wednesday 
At Noon 


“|| TWO OF THE LEADING AUTO 


AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 


you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 
Jos. E. Johnson — Auctioneers — Tex Rickard 
+ 
ASK FOR OUR WEEKLY MARKET REPORT 








(Room for 150 Cars... 


124 SPROAT ST. 








4500 N. MAIN 
DAYTON, OHIO 
TAylor 8441 


$10.00 SALE . . 








| 





+ $5.00 NO SALE 


! Remember... Every Wednesday ! 
at 12 O'Clock 


Detroit’s Big Indoor Auto Auction 


Inside Heated Sales Arena) 
Right in the Heart of Downtown Detroit 


Col. Bill Nagy, Auctioneer - - - Sam Goodman, Mgr. 


Aptco Auto Auction 


DETROIT, MICH. 
TE. 3-0244 - - - TE. 3-3129 


The Happy Swede Invites You To... 
Two of the Finest Auto Auctions in the Country 


Every Tuesday Every Friday 
at 1 O’Clock at 12 O’Clock 


665 W. GOODALE 
COLUMBUS, OHIO 
MAin 4307 


in eare of Mr. 
(Phone Evergreen 


PARTS FOR SALE 


Woody Pontiac 


Largest Pontiac Parts Dealer 
In the Midwest 


e 
We Carry a Large Stock of 
Fenders, Grilles, Doors 
and Panels 












. 
SEND US YOUR ORDER 
SAME DAY RECEIVED 
e 


12140 40S. CAMPAU 
TWinbrook 1-1600 DETROIT 12 





FORD 
GENUINE PARTS 
Buy a Little or a Lot of Scarce Items 


at Attractive Trade Discounts—Prompt 
Service 


—Authorized Ford Parts Distributors— 
BOULEVARD MOTOR CORP. 
2392 Boulevard 
Jersey City, N. J. 
Delaware 3-3400 





AUTO EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY 


Automatic BraKinGs 
Red Arrows — Tow Pilots 


Tow Bar Sales Company 
Factory Distributors 
100 S. Clinton St. Chicago 6, Ill. 
DE 2-0700 AN 38-8888 DO 38-8373 


SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery, We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere, Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require. All re- 
quests cheerfully acknowledged. We 
stock what you sell. Machinery and 
Equipment Exchange, 3100 W. Fort St., 
can 16, Mich, Telephone TAshmoo 
~2310. 


AUTOMOBILE FREIGHT CAR UNLOAD- 
ING MADE EASY. Special pulley and 
shaft used with your own one-half-inch 
heavy-duty power drill lifts racks to ceil- 
ing of freight car in five minutes. Pulley 
and shaft. $15.65 post paid. Send check 
or money order or write for descriptive 
circular. D. C, Caufield Company, 1008 
Corbin Ave., New Britain, Conn. 


"ANTIQUE CARS FOR SALE | 


ONE 1906 MODEL FORD, motor No. 385 
and body No. 385, price $1,000. One 
1912 Ford, $800. Both are in good run- 
ning condition. A. D. Black Motor Co., 
126 Porter, Norman, Okla. 

1902 OLDSMOBILE. 1916 Willys-Overland. 
1919 Ford T. 1922 Packard roadster. 
Priced right. Martin Motor Company, 
Lock Haven, Pa., Phone 2123. 


AIRPLANES FOR SALE 
AEROPLANE—1947 Culver ‘‘V,’’ 85 H.P. 
Continental motor, 2-way radio, . fly- 
ing hours, tricycle gear, 2-speed prop.. 
licensed for night flying. Delivered for 
$4,060. Will sell for much less than 50% 
of its original cost. Will trade; accept 








Louis E. Baker, Treasurer, 560 Elmwood 
Ave., Providence, R. I. Telephone wil- 
liams 3600. 


MISCELLANEOUS rae 


FIRE EXTINGUISHERS, NEW — Surplus 
CO2s, foam, carbon tetrachloride. Save 
from 40 to 60%. Write for free descrip- 
tive literature. Tow Bar Sales Co., 100 
South Clinton Street, Chicago 6, Illinois. 

ENGINE REBUILDING — Crankshaft 
grinding and _  wmetalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce, 
St. Lynchburg, Virginia. 

GOLD MEDAL MIMEOGRAPHING. High 

quality, low prices, samples sent. Mackie, 

81 Dales, Jersey City 6, New Jersey. 







PRESTONE 


and other permanent name 
brands of Anti-Freeze such 
as ZEREX, FRIGITONE, 
PEAK, and TEXACO P.T. 
all with Ethylene Glyco 
Base. 





Will Sell to Dealers in 
Limited Quantities. 





Phone or Write 


BECKER MOTOR MART 
850 MAIN STREET 
BUFFALO, N. Y. 

GA. 5412 GA. 6642 
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USED CARS GALORE at Prices You Can’t Resist! 


Combined PARTS Stock of Association 
Members Totals Largest Inventory in U.S. 






















Write — Phone — Wire — Now! 
Parts Orders Shipped Same Day Received 


CONNELL CADILLAC 

12020 Jos. Campau, TWinbrook 2-1043 
COUSINS MOTOR 

Hudson, 13133 Jos. Campau, TW. 2-5300 
DICK CONNELL 

Chevrolet, 12240 Jos. Campau, TW. 1-0600 
EDMOND MOTOR 

Oldsmobile, 12101 Jos. Campau, TOwnsend 8-1230 
GEORGE MOTOR 

Studebaker, 12198 Jos. Campau, TW. 2-9292 
JOHNNY MOTOR 

DeSoto-Plymouth, 12040 Jos. Campau, TW. 2-6565 
KRAJENKE BUICK 

11620 Jos. Campau, TWinbrook 1-2700 


MARGOLIS AUTO 
Chrysler-Plymouth, 11310 Jos. Campau, TW. 2-7500 


MOWBRAY-FINCH 
Ford, 12401 Jos. Campau, TW. 3-1000 


T. A. GRISSOM 
e-Plymouth, 11500 Jos. Campau, TW. 2-6100 


WOODY PONTIAC 
12140 Jos. Campau, TWinbrook 1-1600 


HAMTRAMCK AUTO DEALERS ASSOCIATION 
Detroit, Michigan 


11 Strong — You Can’t Go Wrong! 










































































































DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West” 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He’ 














will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E,. 7th STREET JOPLIN, MISSOURI 
Phone 4600 

























INDIANA STATE F ag eg 
Manufacturers’ Building (100,000 Sq. Ft.—$500,000 Building) 


BIG AUTO AUCTION EVERY TUESDAY 


Sure! All the cars inside too! Under one roof! 
Your cars will stay clean — Clean cars bring you more money. 


PAT PATTERSON, Auctioneer 
Hear Pat, See Pat, 









12 Noon (87) pat Wante to See You! 


© BRING CARS MONDAY, MONDAY NIGHT or TUESDAY MORNING. 
For Dealers Only. 


INDIANA AUTO AUCTION, INC. 


Call Lincoln 2765 Indianapolis, Indiana Wire or Write 












| New Subscription Order 
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International Trucks will deliver 
9,000,000 colorful, powerful, 
sales stories in November! 


The advertisement shown here is the first of a new 
series. It does a stand-out job of telling International’s 
stand-out story 9 million times to the readers of — 


THE SATURDAY EVENING POST . NOVEMBER 13 
TIME .......... . NOVEMBER 15 
NEWSWEEK ....... . . NOVEMBER 22 
COLLIER’S . . ..... . . NOVEMBER 27 


Here is advertising built for the long haul—interesting, 
human, as different from ordinary truck advertising as 
Internationals are from ordinary trucks. 


It’s one more reason International Dealers will stay 
in the driver’s seat on sales runs coming up. 


MOTOR TRUCK DIVISION @ INTERNATIONAL HARVESTER COMPANY © CHICAGO 








